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CHIMNEY SWEEP Advance Orders 
Break Records as U. S. Jom 


Faces Another Winter of “a 
RATIONED FUEL ~ 


THREE FACTORS will make this a 
Sensational CHIMNEY SWEEP season 


It’s going to be another bitter winter of restricted fuel rations. Millions 
of people will be receptive to a product-that gives more HEAT — saves 
FUEL, saves MONEY! 


A CHIMNEY SWEEP TREATMENT destroys the soot and scale clinging 
to the firebox, furnace walls, boiler tubes and flue clear up to the chim- 
ney top. Just sprinkle on this finely ground scientific compound — 
chemical action does the rest without disturbing the heating system. 


NEY SEE ‘is Going on eC ADIT ae 


An outstanding success on sheer merit, 

it will now be backed by a whole flock No. 948 INTRODUCTORY OFFER 

of America's most powerful radio sta- Here is what you get—all in one carton: 

~— 1. 1 doz, 12-0z. cans — Retail value $3.48 
THINK WHAT THIS MEANS TO 
YOU IN SALES, TURNOVER AND 
PROFITS! It is urgent that you 


OUR PRICE ONLY 
place your order with your job- 3 4 FR fe 5 ¥ ' 
ber at once. Write, wire or phone WITH THIS 5 e 6 y 


2. Y, doz. 48-0z. cans — Retail value 6.00 
Total Retail value $9.48 


- 


~ 
a 


; DEAL . Colorful Counter Dis- 
him today. play Card, Window Streamers and 
Circulars to help you sell! 


MAIN LIBRARY 





° RA RTMENT 
OPEN STOCK No. 1896 KEY DEALE $so 


(FOR BEST DISCOUNT ORDER BY CASE) Hore is what you get in twe specially packaged 
1 l ses ; -—~ cartons: 

: SIZE I CASE PRICE RETAIL 
} 48 o7. | 1doz. | $12.00 doz. | $1.00 ea. | 
| ec. | Séex. 3.48 doz. aan 2. 1 doz. 48-02. cans — Retail value 12.00 





1. 2 doz. Trial size 12-0z. cans — Retail value $ 6.96 





6 Ib | doz. | 22.68 doz. | 1.89 ea. Toral Retail Value $18.96 


* FREE_..0935 








... A striking Window Display, 


The 
G.N.COUGHLAN CO. (ieee ss Sere cua 


card for same. 


MANUFACTURERS + WEST ORANGE, N. J. 
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“HOSPITAL SHIP” 


PAINTED BY WORDEN WOOD 





Mercy ship of the fleet is the floating hospital. Painted a brilliant white and 
plainly marked with a broad green stripe and huge red cross, she is a haven for the 
sick and wounded at sea. Unarmed, she is brightly lighted at night, and at all 
times travels unescorted. Her equipment equals that of the finest hospital ashore. 


A proud boast of the Navy is that during peacetime, the hospital ship makes the 
fleet safer than a sailor’s own hometown. 


Yes, even hospital ships use rope—lots of it. And you can help conserve your 
nation’s supply for such important uses by urging customers to take care of their 
rope and please, re-order only when necessary. 









®@ The illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full-color reproduction suitable for framing. 


AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


onl =” ROPE TWINE PACKING OAKUM 
3 S WESTERN FACTORY: 
%. = ST. LOUIS CORDAGE MILLS 
Wy ~ ST. LOUIS, MISSOURI 
MAueS Ss sats 


OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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YOU'RE IN THE Post 
FOR MORE BUSINESS 
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Victory gardens ... home maintenance... and fuel conservation .. . 
are included among the Yale promotions high lighted during this year YALE PUTS 3 BIG SALES MOVERS 
by Yale advertisements in THE SATURDAY EVENING POST. Such pro- INTO YOUR BUSINESS 
motion helps you sell what you have in stock... at the most appro- 


| priate time. 

Y Yale Locks are in the Armed Forces now. The metal in them and 
the craftsmanship in them are serving war industry. But Yale’s War- 
time Progress Plan still works for you, the hardware dealers who help 
keep the home front strong. 

Get the complete details on each new Yale promotion by following 
the “Yale Victory News”, published regularly in your hardware papers. 





THE YALE & TOWNE MANUFACTURING COMPANY 210 nenay st., stamror, conn., v. s.A. 


fardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
Vurch 3, 1879 (Printed in U. 8. A.) £1.00 ver year. Single copies, 25¢ each. Vol. 152, No. 4 
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EVEN THE “QUEEN” MUST CHANGE HER DRESS 


Once they called her a “Luxury Liner”. She sailed with banners waving and her 
brightly-painted sides glistened in the sun. Now, with her gay colors gone, she 
does a grimmer, harder task. Appearance alone has changed —and Plumb, too, 
looks different in its new service “uniform”. There is less polish and gleam—elimi- 
nated by government order, for the duration. 

But Plumb quality has not changed! You'll always recognize Plumb—by the 
tested hickory handle; by the correctly-tempered one-piece steel head; by the 
graceful lines of each perfect tool and by the ease and speed with which it works, 
Master craftsmen have designed these tools to do your job quicker and better, 
Fayette R. Plumb, Inc., 4837 James Street, Philadelphia 37, Pennsylvania. 
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WALLABOUT HOUSES is the name of this new 
and completely modern apartment house erected for 
enlisted personnel attached to the Brooklyn Navy Yard. 
It contains 207 apartment homes compact, but 
comiortable living for Navy men and their families. 


Here again Stanley was called upon to supply butts 
for all the doors. 


In the gigantic government construction program 
which includes the building of living quarters for army, ° 
navy and air corps personnel, administration buildings, WALLABOUT HOUSES was designed by architect 
hospitals, factories, and housing for war workers, huge § Wm. I. Hohauser of New York City. The general con- 
quantities of hardware are required. Much of it is being sah was Corbetta Construction Company of New 

e : : ork City and the Lockwood Hardware Man- 
supplied by Stanley. In spite of the fact that our line has ufacturing Company handled the hardware contract. 
been simplified, manufacturing efficiency increased, and 
production stepped-up, it is impossible to supply both 


Photo, courtesy National Housing Agency 
government and civilian needs. . “2 








We feel certain that you and your customers under- - 
stand why there is a shortage, and realize, that once. this 


war is behind us, you will have all the Stanley Hardware 
you will need for the building days ahead. The Stanley 
Works, New Britain, Connecticut. 


HARDWARE 
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With Sonora, it isn't the jobber part of the 
way... but the jobber all the way. Not 
the jobber, too . . . but the jobber on/y. 

No “ifs, ands or buts” about it. No hidden 
jokers. The jobber it was. The jobber it will 
be. No “Philadelphia” lawyer needed to 
figure this out. 

The entire SONORA line was specifically 
designed for jobber distribution. The over- 
the-counter “Package” Plan, with its elimina- 
tion of servicing and specialized training, is 
straight-from-the-shoulder proof of this. 

Today, nationwide demand for SONORA is 
being pyramided through a striking, smashing, 
full page, full color magazine campaign. Check 
it in Life, Esquire, Time, the American Weekly, 
Redbook, American Home, Cosmopolitan, 
American Magazine. 


5 Clear asa Bell 


GOING TO 


[- 
Philadelphia’ 

Lawyer 

leeded 


This great national advertising campaign... 
reaching a combined circulation of 54,200,000 
... is being run for your benefit . . . against the 
time when radios again will be available. 

You can be sure... with SONORA... IT’S 
GOING TO BE THE JOBBER! 


SONORA RADIO & TELEVISION CORPORATION 
325 NORTH HOYNE AVENUE, CHICAGO 
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ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING * MINNEAPOLIS, MINNESOTA 
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&® He needs our help... 


UT where the fighting is thickest— where communi- 
cation lines must be strung—in a hurry—he needs 
pliers and climbers, safety straps and belts, grips and 
wrenches to get his job done. Taking care of equipment 
is a contribution toward speeding the day of victory. 
To assist in making equipment last longer—give better 
service—we have prepared a booklet on the care of tools 
and suggestions for their safe use. It is filled with infor- 
mation on the kind of equipment that linemen and elec- 
tricians use daily. A copy will be sent to anyone interested 
without charge. Mail the coupon below. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributors: International Standard Electric Corp., New York 


Mathias Klein & Sons 
3200 Belmont Avenue, Chicago, Illinois 


Gentlemen: 
Please send me a copy of the booklet “Long Life to Tools. 


3 
BS 
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3200 Sea eON Tf Se oe a i ee CcHuOririca Geo This Booklet on the care of Tools 
will be sent to anyone interested. 
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F YOU were to ask this Pan American mechanic what 

that device is on which he is working, he’d tell you 

it is a prop wrench. Or, as it is sometimes called, a per- 

suader bar. An important piece of equipment for loosen- 

ing the propeller blades of the huge engines that power 
P.A.A.’s world-famous Clipper Ships! 


It is interesting to note that a NUCUT “Wavy Tooth” 
File is used in finishing the prop wrench to its final 
dimensions. Interesting,—but not unexpected! For, when 
it comes to cutting, shaping or finishing parts to dimen- 
sions quickly, a NUCUT File is the wise choice. Because 
of its patented combination of coarse teeth and fine teeth, 
precisely positioned in “wavy rows”, a NUCUT cuts clean, 
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clear, true—and also levels the surface off smooth. Both 
at the same stroke! “More Cuts With NUCUTS” tells 
the story! . 

Your distributor will gladly give you full facts and figures on 
NUCUTS for filing everything from iron, steel, aluminum, 
brass, bronze and copper to slate, plastics, fiber and wood. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 


Newark, New Jersey Newcomerstown, Ohio 
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We are planning with YOU 
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National Manufacturing Company 


for the Future! « * 


Our engineers and designers are 
looking ahead and making plans 
for the post-war era. We realize 
that we must be ready to again 
serve you with a wide assortment 
of builders’ hardware to meet the 
most modern ideas in building 
and changes stimulated by the war. 


National 


Streamlined production methods, 
new materials and designs will 
change the appearance somewhat 
of the National Line of Builders’ 
Hardware of the future—but the 
quality will still remain superior 
to merit your continued faith in 
the value and performance of all 


our pre ducts. 


Many products in our present 
line of hardware are still availa 
ble in limited quantities and upon 
request we will be pleased to send 
a new list of hardware we are 
now permitted to manufacture 
for essential repair and mainte- 
nance work. 

When ordering hardware be sure 


to use Government priority forms 


to facilitate delivery on shipments. 


~ 


STERLING 
ILLINOIS 
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I THE ARMED FORCES need an and Screen Cloth to shut out disease- 
enormous amount of Hardware Cloth carrying insects, are typical examples. 
hods, and Screen Cloth to protect the food And so a few “Red Tags” now are 
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HARDWARE CYCLONE FENCE DIVISION 

PRODU cTs (AMERICAN STEEL & WIRE COMPANY) 

Waukegan, Illinois - Branches in Principal Cities 

NG United States Steel Export Company, New York 
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There Is Only ONE Genuine 


COAL HEATER 


(Pat. No. 2255527 — Name Reg. U.S. & Can. Pat. Off.) 





@ Yes sir, the fact that hundreds of thousands 
of WARM MORNING Coal Heaters have 
been sold the length and breadth of the 
nation means something! 


@lt means that the WARM MORNING has 
been tested and approved by the highest tri- 
bunal of all... the American Family! 


@ It means that the name WARM MORNING 
has become a symbol of progress and quality 
in many thousands of homes. ..a name asso- 
ciated with advanced heating efficiency. 


@A far reaching advertising campaign in 
newspapers and magazines is advising the 
American public to “look for the name... 
be sure it is spelled W-A-R-M 
M-O-R-N-I-N-G”. Advertisements 
urge heater buyers not to be misled 
by similar looking and similar named aan 
heaters, and to look inside and see 
the exclusive, patented features that Model 920 
make WARM MORNING so pop- 
ular in thousands of homes through- 
out the nation. 


LOCKE STOVE COMPANY 
114 West 1iith St. Kansas City 6, Mo. 





* Buy An Extra WAR BOND This Month x 
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How are you fixed 


#56 and #52412 are McikKee Glasbake Casseroles. 


They’re going to put on an act soon. Two acts, 
in fact. 

No. 56 is going to wap itself around a 
savory dish of Baked Lentils with Sausage 
and try to help 4,136,009 women stretch their 
ration points. No. 56 if§ going to do that in 
the September issue of thie Ladies Home Journal. 

No. 524% is going /to do a similar job in 
the September 12.-ibsue of the American 
Weekly which will go/to 7,430,000 subscribers 
in 20 cities with thejr Sunday papers. 

These ads are going to give women a hint 
of the kind of Ration Recipes McKee has 
cooked up for them in Glasbake. 

These Ration /Recipes, checked by Good 
Housekeeping Institute, are reproduced in a 


folder produced by McKee, of which thou- 
sands of ¢opies have been printed. 

cKee ads tell women readers to go 
into your|store and ask for the folder. 

Make sure you have a supply of the folders 
on hand. (You can do it by writing to us for 
your quanitity.) 

Make sure you have some No. 56 and No. 
524% Glasbake casseroles around so that 


(How's your stock of other McKee Glasbake 
and Range-tec items? Many other Glasbake 
i be featured in other McKee 


#5241 


” GLASBA 


OVEN WARE nota 


McKEE GLASS COMPANY, Jeannette, Pa. 


Established 1853 








NEXT TO UNCLE SAM . YOU COME FIRST AT 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 





Suppose they hadn’t been 





on the air for 348 weeks... 


Dick Stark, announcer on 
the Hour of Charm, reads a 
lighting message as Evelyn, 
First Lady of the Orchestra, 
waits her cue to play. The 
Hour of Charm is the only 
nation-wide lighting pro- 
gram on the air.Hear it Sun- 
day, 10 p.m., EWT, NBC. 
Also, hear “The World 
Today,” News, weekdays, 
6:45 p.m., EWT, CBS. 


Suppose the girls of the G-E Lamp Hour of Charm 
weren't today reaching an audience of 16,000,000 
people a month... 


Suppose they hadn't delivered over 500 lighting mes- 
sages in the past six and a half years that the program 


has been nationally broadcast .. . 


Do you suppose there would be the same appreciation 
of the benefits of good lighting as there is today? 


Do you suppose that at the end of the war your poten- 
tial market for new lighting equipment would be as big 
among those millions of listeners? 


GENERAL ELE 
HOUR OF SHAR” 


A Ugnucck +, 4 ~ 
pyro Hhrur of Chars 
Closing Announcement prea : " 


fonefia f Good L 
G Cook Light 
Stark : - 


When you put a GE bulb in your reading lamp -- 
you are entitled to a lot of light -- because that 
lamp has more than sixty years of research behind 
it. Well, how much of the benefit of that sixty 
year research program are you actually getting? 


If you read or work with glare in your eyes, or 
shadows on your work, you are throwing away much 
of the benefit of good light. Dust and dirt on 
bulbs and reflectors 


to 50 per cent! 


can cut down your light 20 
Why not give your eyes full bene- 
fit of all the good light you get from those mo- 
dern General Electric lamps? Be on the alert 
against glare -- shadows -- and dirt! 
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THE BEST INVESTMENT IN THE WORLD IS IN THIS COUNTRY’S FUTURE — BUY WAR BONDS! 


‘ 
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with its subdivisions of Radar—Electronics—Radio 
will work to greater precision standards 








Finer radio receivers, trouble-free, made to greater engineering precision standards, should be good 
news to forward-looking radio dealers who are doing their post-war planning now. 





Radio war materiel to which the radio industry is now devoting one hundred per cent of its time, 
requires unbelievably close tolerances in mass production. Lives depend on it! 

























Zenith, with the fastest growing, fastest moving line in the country when civilian radio production 
¢eased, is meeting the most exacting wartime military standards. 

Even previous to the drastic requirements of war work, Zenith engineers consistently recognized 
the advantage of precision methods in producing home radio sets and were applying improved methods 
throughout. 

Good workmanship, trouble-free performance—these are the prime essentials Zenith has been 
building into Zenith Radio for more than a quarter century. 

In making your post-war plans, you can and should test this fact quite simply. The future is in 
great degree written in the performances of the past. Tomorrow is usually fashioned from the ex- 
periences of today. 

So, make this simple test. Ask yourself: 











Qu estion: least service trouble 
Which of my brands of phonograph combinations and radios 
during the past few years of modern radio production, gave 
me the least amount of service trouble? —____ terrible! 


more service trouble 


still more service trouble 























No matter how greatly you may welcome service business today, we know you welcome satisfied 
customers more. We know what your answers to these questions will 
be, because the reports, nationwide, say Zenith requires least service, 
gives least trouble. 


Intelligent post-war planning requires you think about 
these answers. National manufacturers are making post- 
war plans. Zenith is. So must you! Next month — more 
frank, stimulating questions to help you judge for yourself. 





ZENITH RADIO CORPORATION, CHICAGO 





BETTER THAN CASH 


U.S. War Savings Sta 


folate mm totale ks 
RADIONIC PRODUCTS EXCLUSIVELY— 


WORLD'S LEADING MANUFACTURER 











ALGUST 19, 1943 









ORDER NEW) 
DUST-STOP 
AIR FILTERS) 
TODAY 









“Dust-Stops’ help you 





save fuel, too” 


ORDER NEW 
DUST-STOP 


































How to sell improved furnace-heating efficiency 
and add to your profits 


ust-sTops offer you a sure-fire sales 

plan which has proved successful in 
many hardware stores . . . it means good 
news to many of your customers. 

Here’s the story: Inside the blower 
cabinet of every forced-warm-air furnace 
are from 2 to 4 air filters. They strain 
dust and dirt out of the air that goes 
through the furnace before it can circu- 
late through the house. They help protect 
walls, drapes, and furnishings against 
excessive dirt. 

But, when these filters get clogged up, 
the air can’t get through. Then the house 
gets cold .. . fuel is wasted. 

New genuine Dust-Stops let 
an abundance of warm, clean 
air circulate throughout the 
house. And, to help keep 
furnaces operating at top effi- 


16 





ciency...help save fuel, they must be re- 
placed regularly. 


NATIONAL ADVERTISING 
STARTS THIS MONTH 


Dust-Stops are the largest-selling filters 
in the country. And, this month another 
big national advertising campaign fea- 
tures them in Saturday Evening Post, 
Life, Better Homes and Gardens, Ameri- 
can Home, and House Beautiful. This ad- 
vertising will run continuously from now 
until February . . . will direct customers 
to stores displaying Dust-Stop filters. 
In addition, Dust-Stops offer you a 
complete set of retail selling 
aids. You get a plentiful sup- 
ply of attractive dealer helps 
including colorful folders, floor, 
counter, and window displays, 


newspaper ad mats, and post-card order 
blanks. 

Fortunately, Dust-Stops are made of 
non-critical materials. Complete ware- 
house stocks are maintained in most 
cities to assure you prompt delivery. 

Get in early on this profit-making sales 
plan. Write today for complete informa- 
tion. Address Air Filter Division, Owens- 
Corning Fiberglas Corporation, Toledo, 
Ohio. In Canada, Fiberglas Canada, Lid., 
Oshawa, Ontario. 


FIBERGLAS* 


OUST OP 


*T. M. Reg. U. S. Pat. Off, 


AIR FILTERS 
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a Rich man, poor man, doctor, 
chief—everybody and his brother knows it’s 
going to be a cruel winter with minimum fuel 
rations. That’s why there will be a rush for 


HEETSAVER GUMMED 
WEATHERSTRIP TAPE 


*Prevents wind and draught leaking through cracks between 


window sash and frame ld 
: AT.-: LD 
Wartime necessity is bringing you a bonanza of sales and 
profits. Be ready to take full advantage of it. Place your order 
with your jobber at once. Just in case he doesn’t yet handle 
it, send us his name... and order direct. 










60-ft. rolls list for P4443 150-ft. rolls list for SOF 
Available in White, Buff and Brown 


*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind 
leakage in tests conducted by a national Testing Company. Details upon request. 









33 1/3% more effective than DEAL “A'’—Expires Oct. 1, 1943 


storm sash. These kits contain 12—60-ft. rolls — Retails $3.00 
everything but the glass... 12—150-ft. rolls—Retails 6.00 










cleats, nails, HEETSAVER Re- Total Retail Valve........ $10.00 oils 

mover and accurate creasing YOUR PRICE ONLY...$6.00 

device. Enough for 12 30x40 Assortment includes 6 white, 3 brown and Per ee aie 3 6 
3 buffs in both sizes. Free goods all white. OF: Stee ta 






sashless storm windows. 2 : | Se So 
‘ FREE SELLING AlDS—Cowunter display card, me Atks Gor : 
List... $1 .00 window streamers, circulars. 













SOILICIDE LABORATORIES, monrctairx, Nn. J. 
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That the Paw of a “Wildcat” may 
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CO-RO-LITE PLASTIC 


Snarling as they leap from a carrier’s deck, Navy “Wildcats” 
prowl deep into enemy territory. Their radios are silent—must 
remain silent even if they are forced down by lack of fuel. And 
miles out—far over the horizon’s rim—they may run into Zeros, 


may engage in a running dogfight that carries them leagues off 
their course. 


That’s why they carry Jettison Tanks of Columbian Co-Ro-Lite 
Plastic. Tanks that carry extra gasoline for the initial leg of the 
flight. Tanks that can be dropped if necessary at the first contact 
with the enemy, thus releasing the plane from the drag of the tanks 
and increasing its speed and maneuverability. 


A Sisal-Filled Plastic 


As strong as steel, as light as wood, Columbian Co-Ro-Lite 
Jettison Tanks are made from resin-impregnated sisal fibres. 
No essential metal is lost when they are dropped. They’re simply 
another in the long list of Columbian Rope Company’s contribu- 


tions to the war effort—another instance where Columbian carries 
the fight to the enemy. 






COLUMBIAN ROPE COMPANY 


400-10 Genesee St., Auburn, “The Cordage City, N. Y. 
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Mr. Dealer—Tell Your 
| Farm Trade— 


tatormation Today aboot ALL THE PARMAKS YOU NEED 


World’s Largest Seller! 


sold only direct from TQ FILL THIS ENORMOUS DEMAND 


factory to dealer. 


address—PARKER-McCRORY MFG. CO., 2609-19 Walnut St., Kansas City, Mo. 
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More than seventy per cent of the Gillette Safety Razor Company’s working hours are 


devoted to war production for which employees have been awarded the coveted 
Army-Navy “’E”’. The advertisement shown above is appearing in 232 daily newspapers 
with a combined circulation of over 24,000,000. It indicates to civilian customers why 


you dealers occasionally are unable to satisfy their demands for Gillette products. 


"Gillette: 
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ar conditions demand conservation of steel in the manufacture of civilian 


merchandise— 


Fuel saving is also a necessity recognized throughout the nation. 
KOL-GAS HEATER fulfills these needs to an unusual degree: 


1—Its construction, which incorporates the use of firebrick, permits an important saving 


in steel. 
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To refuel, tift 
lid and fill with to 


Regulate drafts 


ase We. ABERDEEN, 8S. D. 


Jackson Hdwe. Co. 
ALBANY, N. Y. 
B. H. Spinney Co 
ATLANTA, GA. 
Brown Distr. Co. 








Baltimore Gas Light Co 
111 E. Lombard St. 
BIRMINGHAM, ALA. 


MULE LZ, 


“CLERLAAN 


Bluefield Hdwe. 
FFALO, N. Y. 
Joseph Strauss Co., Inc. 
25 High St. 
CEDAR RAPIDS, [OWA 
« McIntire Co. 
RADIANT CIRCULATED 
HEAT HEAT a Hawe. 
CHICAGO, ILL. 
Sidney — & Co. 
917 W. 18 
CINCINNATI, oho 
Griffith Distributing Co. 
2410 Gilbert Ave. 


Maintains even 
temperature by 
circulation of 
heated air. 


Supplies health- 
ful, radiant heat 
for quick warm- 
ng. 
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Birmingham Elec. Bat. Co. 
’ 3 8. 


& Equip. 


DISTRIBUTORS 


CLEVELAND, OHIO 
The W. Bingham Co. 
1278 W. Ninth St. 

DETROIT, MICHIGAN 
Buhl Sons Co. 

DENVER, L 
Intermountain 

Co, 
1541 Wynkoop St. 

DULUTH, MINN. 
Marshall-Wells Co 

EVANSVILLE, IND. 
Small & Schelosky Co 

GRAND RAPIDS, MICH. 
State Distributing (« 
11 lonia Ave., 8S. W. 

GREENVILLE, S. C. 
American Hdwe. & 

Co, 

HUNTINGTON, W. VA. 
Van Zandt Supply Co. 

INDIANAPOLIS, IND. 
Radio Equipment Co 
1219 N. Meridian St 

IRVINGTON, N. J. 
Birkenmeier & Co 


Appliance 


Equip 


KANSAS CITY, MO. 
Ryan Radio & Elec. © 
1806 Grand Ave. 

KNOXVILLE, TENN. 
House-Hasson Hdwe, Co 

LEXINGTON, KY. 

Van Deren Hdwe. Co 

MEMPHIS, TENN. 

Orgill Bros. & Co. 
MILWAUKEE, WISCONSIN 
John Pritzlaff Hdwe. Co, 

NASHVILLE, TENN. 
MecWhorter-Weaver Co 

a VA. 

F. Trant, Inc 
1629. 31 E. Main St. 

OMAHA, NEBR. 

H. C. Noll Co 
2226 Harvey St. 

OTTUMWA, IOWA 
Harper & McIntire Co 

PEORIA, ILL. 

Williams, Inc 
828 S. Adams St 

PHILADELPHIA, PA. 
Peirce-Phelps Co. 

137 N. 5th St 


Z—By means of a scientific heat booster, it provides longer fire travel and increased radi- 
ating surfaces. The fuel magazine holds 100 pounds of coal. 
then burns with an intense heat—practically without smoke, soot or clinkers. 


Start now to sell fuel economy to your community. 
stove and coal buying. Help the government in its efforts to solve the civilian 
fuel problem. Write us today for information. 


This coal is coked and 


Recommend early 


PITTSBURGH, PA. 
Anchor Distributing Co 
957 Liberty Ave. 

ROANOKE, VA. 

Nelson Hardware Co 
17 Campbell Ave., E 

ST. Louis, MO. 
Artophone Corp. 

4200 Forest Park Blvd. 

SALT LAKE CITY, UTAH 
Strevell-Paterson Hdwe. Co, 

ers WASHINGTON 
F. B. Connelly Co. 
1015 Republican St. 

SOUTH BEND, IND. 
Radio Equipment Co. 
SPOKANE, WASH. 
Jensen-Byrd Co. 

SPRINGFIELD, MASS. 
B. H. Spinney Co. 

12 Hampton Bt. 

SYRACUSE, N. Y. 

B. H. Spinney Co. 

WASHINGTON, D. C. 
Edgar Morris Sales Co 
19 Patterson N 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASS. 
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9746,336 COPIES .2. ADVERTISEMENT 


Wherever America Fights... 
Western Is Fighting, Too! 


“Americans ore the best- 
equipped soldiers in the world” 


Maj, Gen. Levin H. Compbell, Jr, 
Chief of Ordnance 


AMMUNITION 


More than 5 billion rounds of rifle 
and machine gun ammunition, in .30 
and .50 caliber, and many other 
types, have been produced by 
Western-operated plants at East 
Alton, Ill., New Haven, Conn., and 
the St. Louis Ordnance Plant, oper- 
ated by The United States Cartridge 
Company, a Western subsidiary. The 
latter is producing more small arms 
ammunition than was turned out by 
all American factories during World 
ar 


ARE TELLING 
THE CUSTOMERS 
OF WESTERN 
DEALERS ABOUT 
THIS GREAT 














GARANDS CARDINES 
Winchester is manufacturing, in great quantities, 


Thousands of Winchester carbines are being oe 
the famous Garand semi-automatic rifle which 


duced by Western's Winchester division, which 


METALS 


As leading producers of cartridge brass 
for our own and other ammunition plants, 
and of critical metals for many other war 
uses, vastly enlarged brass mills at East 
Alton, Ill., and New Haven, Conn., are 
greatly aiding the war effort. . . . In steel, 
too, Western is helping Uncle Sam—sav- 
ing millions of pounds of brass. . . . Tons 
of vital aluminum are being produced by 
an affiliated corporation. ...Heat ex- 
changers and miles of seamless copper 
radiator tubes, both developed and pro- 
duced by Winchester, are used in air- 
planes, tanks and lanuing barges. 














iacgey 
EXPLOSIVES 


Western loads the 20 mm. shell, highly 
effective against ears bomber attacks 
on our ships—and we are making tetryl, 
used in the shell’s butetion charge, by 
an improved, Western-develo pro- 
cess... . Smokeless ball powder, another 
Western development, produced 5 times 
faster than other smokeless powders, 
was put into quantity production rapid- 
ly when speed was vital. Among 
other products for war, we are making 
detonators and primers for naval shells 
and other projectiles—igniters for in- 
cendiary bombs—and great quantities 
of black powder, dynamite and other 
explosives. 





won its spurs at Wake Island and Bataan. Win- 
chester was the first commercial arms enenpeny to 
make it— and, due to 
has red the cost to the government to 
less than one-half of the original contract price. 








originated and developed this new, speedy, 

deadly-efficient semi-automatic weapon. 4 ty 3 
ed by the Ordnance Department as the U. S 
Carbine, Caliber .30, M1, it ety increases 
offensive fire-power of combat units. 








N land and sea, and in the sky—wherever 
America is fighting — products of the 
Western Cartridge Company, its divisions 
and affiliates, are contributing to the crush- 
ing offensive power of the United Nations. 
Torrents of retribution for the Axis are pour- 
ing from Western-operated plants and fac- 
tories, manned by more than 50,000 produc- 
tion soldiers. Accuracy and reliability of rifles 
and carbines; high efficiency of shells and car- 
tridges; unyielding strength of metals; dev- 
astating force of military explosives— all 
these, and many more, are Western contri- 
butions to freedom. 
From the manufacture of sporting arms and 
ammunition and related products in the 
metals and explosives fields, Western has di- 
verted a half-century of peace-time experi- 
ence to producing weapons of war. The basic 








SHOTGUNS- SHELLS 


Aerial gunners, in 
training, are using 
Winchester shot 

and shot shells, West- 
ern shot shells, target- 
throwing equipment 
and “‘clay"’ targete— 
the peacetime choice 
of sportsmen every- 














CARTRIDGE 
EAST ALTON, ILLINOIS 


WINCHESTER REPEATING ARMS COMPANY 


“know-how” of Western’s own technicians, 
acquired through years of research, has been 
multiplied over and over through the expan- 
sion of our facilities and by the extension of 
Western management to government-owned 
plants. 


Today, the Western organization measures its 
production in billions of units, each repre- 
senting the highest skills known to American 
precision manufacture. Many parts of car- 
tridges and primers we produce must be held 
within tolerances finer than those of a jeweled 
watch. Most Western explosives require split- 
second perfection in manufacture asin perform- 
ance. Winchester rifles and carbines are now, 
as ever, among the most precisely-built prod- 
ucts on earth. But with it all, Western’s vast 
production reaches out to equip and hearten 
Allied fighting men beyond all the seven seas. 





FLASHLIGHTS 


Thousands of flash- 
lights and batteries, 


ma 

and by Bond Electric 
Corporation, New 
Haven, Conn., another 
Western division, are 
providing dependable, 
portable light in war 
plants. 


COMPANY 





inchester 








New Haven, Conn. 
THE UNITED STATES CARTRIDGE COMPANY 
St. Louis, Mo. 


BOND ELECTRIC CORPORATION 
N laven, Conn. 
OLIN CORPORATION 
(Aluminum Division) 
Tacoma, Wash. 


And Other Divisions and Affiliates 








ESTERN is safeguarding—yes, enlarging—the priceless 
goodwill built up through the years for the World 
Champion Ammunition by keeping the Western name and 


Western Super-X, Silvertip and Xpert cartridges and Super-X 
and Xpert shot shells before your customers continuously ... 


...Western Cartridge Company, East Alton, Illinois. 


TRIDGES AND SHOT SHELLS - + SUPER-E + - 


MPERT + + SULVERTIP 


« SUPER-MAICH + + 


SUPER-SKEET 


WAR EFFORT! 


This fascinating story of 
Western's gigantic war 
operations is being told to 
the millions of readers of 
Life magazine, issue of 
August 30, and to millions 
of other potential post-war 
users of sporting ammuni- 
tion who read the Saturday 
Evening Post, leading Out- 
door and Service Men's 
publications, and numerous 
other magazines. 


WORLD CHAMPION 
AMMUNITION 


SUPER-TRAP AMMUNITION. 
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TOO LATE ('94?) 


for Preventive Maintenance 


Here are three unpleasant facts for 


business men who neglect their trucks: 


1. The civilian pool of new trucks is fast shrinking 
to the vanishing point. Even essential users will find 
it difficult to get a new truck. 

2. There is a national shortage of replacement 
parts and skilled mechanics. This means more and 
more trucks with long lay-ups for repairs. 

3. Millions of trucks are needlessly headed for the 
junk heap. This despite repeated urgings from the 
ODT to apply Preventive Maintenance. 

ADD UP THESE FACTS and you see that a man 
who needs a truck in his business should spare no 
effort to keep his present truck rolling for the duration. 

This you can do only through Preventive Mainte- 
nance—a planned and scheduled system of inspec- 
tions, adjustments and servicing. 

Operators of large fleets have used Preventive Main- 





life, fewer road failures and lower operating costs. 

Today Preventive Maintenance has been made easy 
for the owner of one or two trucks. Thousands of 
service stations and garages are equipped to help you 
by means of a simplified plan based upon the methods 
of big fleets. 

Make arrangements with a nearby service station 
or garage to give your truck Preventive Maintenance. 
Do it today! It’s the surest way to keep your truck 
operating for the duration! 

Published by the ETHYL CORPORATION, 
Chrysler Bldg., New York City, manufacturer of 
Ethyl fluid, used by oil companies to improve motor 
and aviation gasolines. 





PREVENTIVE MAINTENANCE 








SAVES TRUCKS _ 
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tenance for years because it pays dividends in longer 








ORDNANCE 
BOMBERS 
TANKS 
CANTONMENTS 
WARSHIPS 

SEA BAGS 
TRUCKS 


FOOT LOCKERS 
ARMY SUPPLIES 
NAVY AND MARINE EQUIPMENT 
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“Give us the ships — we’ll deliver the goods,” declared our mer- 
chant marine . . . and now, at a pace never dreamed before, better 
than five ships a day slide down the ways of American shipyards. 


Helping to protect these ships and their equipment — these are 
among the important, wartime duties of Master padlocks. In doing 
such jobs well, we hope sooner to see the day of Victory .. . 
when we can again turn our full energies to serving the needs of 
the independent hardware trade. 


Master Padlocks 


LAMINATED «© WROUGHT SESE * OD UBED CASE 


AUGUST 19, 1943 





You're in Luck 





if you are one of the thousands of dealers who 





in times past have sold oil burning space heaters, water heaters and 
















stoves equipped with “DL” float valves, because these valves require so 


little service. 


It takes only a few minutes to take apart a “DL” float valve, : 
clean it, and assemble it again. And the only tool needed is a screwdriver. ¢ 


In these days when dealers are harassed by shortages of man- 
power and repair parts, every minute saved is doubly important. And 
that’s why so many dealers appreciate “DL” float valves and the “sim- - 
plicity of design” which has always been our beacon. 


* * * * 5 We 


When oil burning equipment again appears on the market, make certain Dosh 


the line you select is equipped with “DL” valves. That isn’t luck, that’s : 
the 


plain common sense. cor 


General Offices: DETROIT 8, MICHIGAN 


Division of American Radiator and “Standard” Sanitary Corporation 
Canodian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 








DETROIT LUBRICATOR COMPANY eK 





" “pL Heating and Refrigeration Controls ¢ Engine Safety Controls ¢ Safety Float Valves and Oil Burner 
Accessories ¢ Radiator Valves and Balancing Fittings © Arco-Detroit Air and Vent Valves ¢ ‘Detroit’ 
Expansion Valves and Refrigeration Accessories ¢ Air Filters © Stationary and Locomotive Lubricators 
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You can really help us with some ideas about strainers — 






50.00 


We will pay *50.00 to the person who submits the best 
idea for improving any A & J item—and $5.00 for every 
idea we consider usable. Fair enough? 













Is there any special shape or kind of 


For example: é 
strainer that you think we should make bed Pk 





Exactly what sizes are the best sellers 
—or whet new sizes should we 
make? 


—and what would it be used for? 






Send us your ideas on 
strainers—or on how to 





Can you suggest any improvements 





in construction—in shape—in depth? 





JUST TO GET STARTED... 













A&J FAMOUS AJAX STRAINERS 


We revolutionized the household strainer 
when we made our line in the Pyramid 
shape. These strainers have greater 
bow! strength— stand more abuse— and 
the shape forces “center drip” of the 
contents. 





A&J KITCHEN TOOLS ° 
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EKCO OVENEX AND PLAIN TINWARE 
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Start Thinking About This Right Now! 


Here’s an easy, quick way to make 
$5.00—or $50.00. Your idea may 
hit you any second—any place— 
in the store—in the office — be- 
tween work and home. Your wife 
—or your husband may help you 
with a suggestion. But when you 
get it—jot it down and send it in! 


NOTE: Be sure to give your name 
—for whom you work— what 
position you hold—and your 
business address. 










NO STRINGS TO THIS OFFER 


Here's all you have to do: Sketch your 
idea roughly and tell us about it briefly 
in your own words. If you're one of 
those folks who can’t draw a lick, 
just outline your idea in plain English. 
Style doesn’t count—it’s the idea that 
counts. Remember, you are not lim- 
ited to the products shown on this 
page. Work from the Katzinger prod- 
ucts on your counter or our catalog 
or your old listing sheets. 

ALL SUGGESTIONS MUST BE IN BY 

SEPTEMBER 15, 1943 


RULES: All ideas submitted become the property of Edward 
Katzinger Company. Our decision as to winners will be final. 
In case of ties, equal prizes will be awarded. 
SEND SUGGESTIONS TO DEPT. B 


BEATERS ° 


EDWARD KATZINGER COMPANY « CHICAGO, ILLINOIS 


CAN OPENERS ° 
© GENEVA FORGE CUTLERY 


SPECIALTIES 
¢ KATZINGER FLASHLIGHTS 
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“I Miss You Dealers Coming Through the DVS Plant” 


“When we were making ranges we had 
dealers coming through here regularly. 
Some of you would stop at my machine 
and ask questions. You were a fine 
crowd, and I miss you. Without you, I 

















wouldn’t have had a job here at DVS 
all these years. I remember one dealer 
from Ohio telling me that he and his 
father had sold DVS ranges since 1905. 


“I suppose you dealers know that we 
are on war work 100 per cent. But do 
you know that when this is over we 
will be making Star ranges just as fast 
as we can get materialsP You can de- 
pend on us then, just as Uncle Sam is 
depending on us now. And we are not 
going to let either one of you down!” 





A BORG-WARNER INDUSTRY 
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Keep Perfection Oil Heaters 


gent ECTION 


IT’S PATRIOTIC...1T'S PROFITABLE! = %°. 500 wicx JC IER 


for use on all 
Perfection Room for worn 
R 
Heaters. pina HEATERS 


rn 
‘ 


The millions of Perfection Oil Heaters now in use were built to last 
and can help solve America’s serious fuel problem this winter if 
they are put in top condition now. 


Today, more than ever, owners are anxious to keep their Perfection 
Heaters in action . . . will appreciate your help, so dress up your 
counters with displays of these fast-selling Perfection Wicks and | © 
Replacement Parts . . . and you'll find a good volume of cash business * 
walking right into your store. Order now from your nearby 
Perfection District Warehouse. 


if STEEL RES- 
No. 5130 ye No. 107A-1 ERVOIR 
FLAME Dod » PYREX complete 
SPREADER GLOBE for for models 
for all Perfec- — models 1710, 525, 1525, 
tion Kerosene- ke 1711, 1712, 1527, 1530, 
burning Room : h 1713, 1714, 1630, 1632, 
Heaters. { 1715, 735. 1635, 1692, 
730, 735. 





PERFECTION OIL RANGES AND WATER HEATERS 
MUST STAY IN ACTION, TOO! 


OP | No. 331X INNER- 


DRAFT REG- : } peal oe 
: Fue all Perfection, Puri- 
ULA TOR and ae tan and Ivanhoe 
TEE — 6 inch size : Oil-burning Cook- 
—for all Perfec- a me stoves and Ranges 
tion-made Fuel = .. for all Perfection 
Oil-burning Space and Puritan Oil- 
Heaters except burning Water 
1029, 1030, 1039, Heaters. 
1040, 1049, 1050, 
1249, 1250. 


PERFECTION STOVE COMPANY crevecinn, ono 


In Peacetime, THE WORLD'S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOME 











The Mark of Quality 
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Things 


Right fittings and attachments get more efficient use from chains and save 
many tons of metal in extra links. 

American Chain Division of Acco has kept its fittings and attachments 
abreast of modern design in welded and weldless chains of all sizes for all pur- 
poses. Shown above are a few of the many S-hooks, toggles and special attach- 
ments, all of which save time, money and material. We believe we provide the 
most complete assortment, and every day our chain fittings are selected by 
an increasing number of inventors, engineers, designers, shop foremen and 
others who want more speed’and less waste. 

Our cotter pins are also in great demand—both the Campbell type and the 
conventional Acco type. We draw our own wire and are very particular that 
sizes are uniform. Shanks are perfectly parallel and close all the way to the 
shoulder. Easy to insert—tumbled clean—packed in substantial boxes that 
are plainly labeled and numbered. Yes—these cotter pins are another example 
of little things that save big things from premature wearing out. 

For the convenience of hardware dealers we recommend the Winner S-hook 
assortment, each box containing 100 hooks of fifteen popular styles and sizes. 
Ask your American Chain wholesaler about this, and also about Campbell 
and Acco Cotter Pins. 

AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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OPA Key Men 
Should Have Prac- 
tical Experiences:— 


Congress attempted to force 
OPA to make a very drastic 
reform in its personnel proce- 
dure. This was to have been 
accomplished by requiring that 
all OPA key men have a record 
of at least five years of prac- 
tical experience in the precise 
fields they were to regulate. 
This very practical effort was 
amended so that only the spirit 
of the proposed reform is con- 
tinued. It is now up to OPA 
\dministrator Prentiss Brown, 
to decide whether or not OPA 


key men have had sufficient 
practical business experience 
and, unfortunately, he is not 
required to insist that such ex- 
perience be in the precise fields 
in which such men will operate 
for OPA. In connection with 
his early promise to curtail the 
number of theorists and to dis- 
pose of some of the 2700 law- 
yers in the OPA organization, 
Mr. Brown was freely quoted 
as favoring a greater number 
of practical, experienced busi- 
ness men. His intentions were 
unquestionably genuine, al- 
though to date there is not a 
great deal of evidence that 
much action has taken place 
on such a program. Placing 
experienced business men into 


key jobs should bring about a 
very definite improvement in 
OPA activities. Business men, 
generally, will welcome such a 
change and will place more 
confidence in OPA and have 
more inclination to cooperate 
if Mr. Brown really does a good 
job of lining up competent, 
practical business men as his 
key assistants. 


If You Won't Help 
Now, Don’t “Crab” 


Later On:— 


For the present, let us as- 
sume that Prentiss Brown is 
going to do a very sincere job 
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in getting practical and experi- 
enced business men into OPA 
key jobs, preferably men with 
sound experience of not less 
than five years in the same 
fields in which they will operate 
for the Government's price con- 
trol and rationing agency. This 
isn't an easy assignment. Al- 
ready, the difficulty of getting 
good men is evident. Too many 
business men, sorely needed 
for these OPA key posts, are 
not available. They don’t par- 
ticularly want to take these 
jobs. They shy away from gov- 
ernment service and from the 
inconveniences of giving up 
their homes, and their normal 
daily business lives. They 
don’t want to live in Washing- 
ton. They should, but don’t, 
consider such service akin to 
the services rendered by those 
in the armed forces. Our sol- 
diers would also prefer to be 
at home living their normal 
Just how Mr. Brown 
proposes to recruit his new 
corps of key men from the 
ranks of business I don’t know. 
But I do know that if business, 
collectively, does not cooperate 
hy furnishing the right kind of 
personnel then business men, 
generally, have no license to 
“crab” afterwards nor to hold 
hitter post-mortems, complain- 
ing about everything that is or 
is not done by OPA. 


lives. 


Only Larger Firms 
Can Afford to Loan 
Good Men:— 


In the early days of OPA 
und WPB, it was my privilege 
to serve, informally, in help- 
ing to line up several im- 
portant hardware men _ for 
key posts in these two im- 
portant agencies. It was the 
most difficult selling job I ever 
tackled because most men and 
most firms were not disposed 
to make the sacrifice. They 
wanted somebody else to do it. 
Never, before nor since. have I 


34 


heard ,competitors speak so 
well of each other as I did 
when I heard the glowing trib- 
utes to Mr. A from Mr. B, be- 
cause Mr. B wanted to “pass 
the buck” to Mr. A, and vice 
versa. | realized that 
only the larger firms could af- 
ford either the manpower or 
money loss incident to loaning 
a key man to the government 
and so I concentrated on that 
idea with some success. Com- 
paring notes with men doing 
similar personnel scouting in 
their own fields, [ learned that 
their experiences and conclu- 
sions were parallel, and so it is 
fair to state that those practical 
business men who did (some 
still do) serve OPA or WPB 
came from the larger com- 
panies in most instances. This 
has given rise to some com- 
plaint by smaller 
firms who feel that their inter- 
ests may not be as well served 
because they, and their size of 
business, are not properly rep- 
resented. There is some merit 
to this argument but, on the 
practical operating side of the 
question, it should be realized 
that only larger firms have ex- 
ecutive personnel of sufhicient 
size to actually be able to spare 
a key man—and, usually, only 
a larger firm can afford to ar- 
range the necessary financial 
adjustments required. All men 
who take posts in war time 
agencies do so at a terrific per- 
sonal financial loss. compen- 
sated only by the satisfaction 
of knowing that thev have ren- 
dered vital service in the over- 
all war effort. Remember all 
of these angles when you are 
disposed to make blanket in- 


soon 


business 


dictments. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 66 








Hardware Men 
Would Keep 
Regulation W:— 


Many readers have respond- 
ed to our editorial invitation 
(See Harpware Ace, July 8, 
1943, page 10) to vote for or 
against the post-war continu- 
ance of Regulation W. Only 
two contributors to the discus- 
sion are against such continued 
regulation of credits and _ in- 
stallment terms. A few of these 
letters were published in our 
August 5 issue. Others may 
be published later if space 
permits. The letters published 
were selected as being most 
typical of the general over- 
whelming opinion in favor of 
continuing Regulation W. 
These opinions are worth read- 
ing. To sum these opinions up, 
briefly, hardware dealers be- 
lieve: 1—That Regulation W 
is the first protection ever pro- 
vided against the competition 
of uneconomic credit and in- 
stallment terms and they feel 
that it has worked efficiently 
and equitably. 2-~-They think 
Federal Reserve control under 
this war-time law has been ably 
managed. 3—They don’t think 
that manufacturers of major 
appliances and other higher 
unit of sale items will volun- 
tarily make an effort to police 
installment selling practices 
hecause of the lure of the large 
volume sales they can enjoy 
through channels that employ 
such difficult competitive meth- 
ods. 4—They feel that only 
with Regulation W continued 
after the war can they hope to 
resume and develop a_ profit- 
able and attractive post-war 
business on higher unit of sale 
items beyond the first probable 
hoom rush period that is ex- 
pected with the cessation of 
hostilities. 5—The majority. 
however. want continuance of 
any other governmental con- 
trol over business no longer 
than war-time needs necessi- 
tate such action. 
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i ape | —10 hours a day! 
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may ee a A HUNDRED new appliances come to town every year— 


he 7 time-saving, effort-easing appliances —for home or car or 
most 
pi interesting gentleman of the local hardware store! Yes, he spotted 
W. 
as oe y explains them to old-time and first-time customers alike. 


garden. Who sponsors them? Who but the ever-interested, ever- 


them in catalog or folder, tried them out on arrival, and willingly 


He has long been a favorite ‘‘Information Please’ — the man 
whom folks can question and get straight answers every time. 
He deserves every bit of prosperity he achieves, for he earns his 
money by helping his customers get the utmost for their money! 

For that very reason, hardware men throughout the nation 
have long been selling ILCO Security Hardware — the brand 


recommended for long service. 
#y 


WPB-547 Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 


supplies. We will gladly aid you toward interpreting priorities and early 


delivery of supplies for essential sales. ' 7 


Independent Lock Company 


Fitchburg, Massachusetts 


Branches in All Principal Cities 








SECURITY HARDWARE 
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ON AVAILABLE GOODS 


A paradise for women shoppers best describes the second floor housewares 
department, recently redecorated and equipped with fluorescent lighting. 


innerware Volume Soars | Di 


.. come 70 


miles or more to purchase dinner- 
ware, pottery, stemware, glassware 
and other housewares and home- 
furnishings from the Geo. W. 
Peck Co., Elmira, N. Y., even dur- 


ing wartimes. This. however, is 
not the extent of the company’s 
sales in these lines which are esti- 
mated at $55,000 for the current 
year, a goal that will, no doubt. 
be exceeded with ease. 

This department, unusual in 
that it has a large and varied 
stock, has been developed over a 
period of nearly 20 years. It en- 
joys a large mail order business 
from former customers who at one 
time or other purchased open stock 
dinnerware patterns but who have 
since moved to other parts of the 
country. These orders come from 
places as far away as South Amer- 
ica, as well as from Canada and 
various sections of the United 
States. These old customers are 
many and they always send back 
for replacements for their dinner- 
ware, no matter where they are 
located. 


Trays. bowls and other gadgets of 
wood are in sidewall fixtures. The 
display is near the stairway, an 
ideal spot for these gift items. 
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Patterns in quality lines are in fixtures along the sidewall on the main 
sales floor. The popular priced lines and specialty items are on tables. 


The department is located on 
the second floor of the store and 
recently was completely modern- 
ized. Ceiling and walls were cov- 
ered with a material containing 
sound-proof qualities and the old 
lighting units were replaced with 
modern fluorescent lamps and fix- 
tures. Walls and ceiling were 
painted a light buff color. This 
improved the appearance of the 
department greatly and it has paid 
dividends in increased sales. 

“Among the valuable assets of 
this department,” says Wm. F. 
Pratt, department manager, “are 
the nationally advertised brands of 
dinnerware and stemware for 
which we are the recognized 
agents. Unless you have several 
of these lines you cannot serve the 
wants of all buyers. These brands 
also serve to establish your store 
as the leader in this merchandise 


Unusual articles are arranged in 
nooks and on ledges around ihe 
Stairway. Sugar buckets, hearth 
accessories and baskets are here. 
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Elmira, N. Y., firm has modernized 
this department and is advertis- 


ing it extensively. 


Well-rounded 


stocks appeal to customers in 


practically all 


in your particular community.” 

Some of the well-known nation- 
ally advertised dinnerware lines 
represented by this concern are 
Wedgwood, Lenox, Syracuse, 
Spode, Lamperton, and Royal 
Doulton. In stemware, the brands 


income brackets 


are Cambridge, Fostoria, and Dun- 
can-Miller. In pottery, it’s the Ver- 
non California brand. 

Telling the public about these 
lines is the main promotional job 
of the store and this is tied in with 
the manufacturers’ national adver- 





Pottery is featured in this display opposite the stairway. Gift items 
are on tables. Merchandise is shifted often to encourage shopping. 


lising at every opportunity. Space 
in local newspapers is used almost 
exclusively to accomplish the de- 
sired results. 

Most of the dinnerware, glass- 
ware and stemware patterns are 
carried in open stock. In this way 
customers are always able to re- 
place broken dishes or glasses. 
This also accounts for much of the 
firm’s mail order business. 

Stocks in the department are 


selected to appeal to customers in 
all income brackets. Sets of din- 
nerware in the open stock quality 


lines can be made up to sell from 
$40 up to $500. It all depends 


upon how much the customer 


wants to spend at the time. The 


Stemware and glassware 
items are displayed on 
these tables opposite 
the entrance. The iable 
tops are covered with 
mirrors or plate glass. 


firm also carries mexpensive din- 
nerware sets designed primarily 
for every-day use. Glassware and 
stemware patterns are carried in 
various price ranges. The highest 
priced line of stemware sells at $12 
per dozen. Dinnerware sales in the 
better qualities usually start above 
$50. 

“We are compelled to carry a 
large stock.” says Mr. Pratt, 
“therefore, our turnover on the 
entire department is not high. 
There are several very fast-moving 
lines, however. Margin in this 
type of merchandise is very satis- 
factory and when a sale is com- 
pleted it is a profit producing 


one, 


The department enjoys a very 
good year-round business but 
there are peaks. December is 
probably the best month of the 
year in volume while May, June, 
and November come next in the 
list. Sales peaks occur around 
holiday periods. Many items in 
the department are purchased as 
gifts and this type of business is 
fairly steady. 

“New patterns and new house- 
wares items must be added to the 
department all the time,” says Mr. 
Pratt. “This is one of the best 
ways to keep your customers in- 
terested in the department. Most 
of our regular customers visit our 
store very time they are shopping 
just to see the new merchandise.” 

As new items are added to the 
stock other items must be elimi- 
nated if the inventory of the de- 
partment is to be held at a reason- 
able level. Therefore, 
promotions are underway all of 
the time. These items are not dis- 
played along with the regular 
stock but are segregated and fea- 
tured in a room adjoining ‘the 
main department. Prices on items 
offered here are slashed for quick 
sale. 

Merchandise from the house- 
wares department is featured iu 
several of the stores show windows 
all the time. Window displays, 
generally, produce excellent sales 
Advertisements in local 


closeout 


results. 
newspapers also mention dinner- 
stemware and 


ware, glassware, 


other housewares items regularly. 
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as is the case in stores that have 
just a department of hardware in 
their set-up. The customer knows 
that the hardware store has a well- 
rounded and well-balanced stock 
of all essential hardware items. It 
has been thus in years past and it 
is today, and so we find that the 
hardware store, equipped to fill 


last 10 and 15 years, marched 
ahead, expanded his lines, intro- 
duced new merchandise of many 
kinds, added better service. dressed 
up the interior of his store by in- 
stalling modern and efficient store 
fixtures, arranged neater merchan- 
dise displays and improved the 
outside by installing new store 
fronts which afforded more and 
better window displays. So, we 
find that after this march of prog- 
ress the hardware merchant today. 
with a stock of the very staple 
items, plus hundreds of new items 
added during the past years, stands 
on a solid rock in the field of re- 
tailing in our country. 

When a customer thinks of buy- 
ing a hammer or a few pounds of 
nails, he goes to the hardware 
store, because that is the 


the needs of people who want to 
buy hardware, has an undisputed 
vital place in every community. 


Veterans Stand the Test 


Let’s look 
whether the hardware business is 
really on sound foundations and 


around and_ see 


weathering the storms. Let’s prove 
it to be a fact. When we look at 
the records, we find that thousands 


store of men have been in the business 
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Harpware,Ace Fifty-Year Club 
today number over 425. My 
father. F. H. Retzlaff, having been 
in the business since 1887. was 
made a member of the HARDWARE 
\ce Fifty-Year Club in 1937. We 
are proud to find that hardware 
men have been in the business 30, 
10 and 50 years. 

What does this record indicate? 
It surely does show us that these 
veterans had the confidence so im 
portant to success, confidence in 
the business of hardware retailing. 
It also shows us that the hardware 
business is sound and strong and 
will overcome trying days. These 
veterans faced adverse conditions 
similar to those we face today. It 
is true, we cannot get washing 
stoves, 


machines, regrigerators, 
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ranges, wash boilers, or washtubs, 
etc., but what of it? 

Why lose faith in our ability to 
meet changing conditions? Oc- 
casionally we hear of hardware 
dealers who consider quitting and 
getting out. This is no time to 
quit or sell out. The hardware 
business in 1942 was good all over 
the United States and all indica- 
tions today point to a good year 
in 1943. The hardware dealer has 
added many new lines in the past 
decade and he is now in a better 
position than ever before to add to 
his lines, because he is set up for 
this expansion. He is also in a 
better weather the 
storm. For example, a bigger line 
of dinnerware sets can be added, 
linoleum, small rugs, insecticides 
and mineral feeds. In our own 
store we had from the very begin- 


position to 


ning a separate implement depart- 
ment. Since we cannot get enough 
implements now to make a dis- 
play of machinery, we have re- 
vamped this department and are 
now using this entire floor space 
for displaying hardware. 

At first, we hesitated to make 
this change, because we were la- 
boring under the false impression 


that we could not fill all the dis- 
play tables with merchandise. 
However, it turned out to be other- 
wise. We made mass displays of 
the merchandise we had in stock. 
Items which were too often packed 
away under and behind the tables 
were given prominent display 
space. Merchandise which was 
packed away in the surplus stock 
room was brought out into the 
open where people could see it, 
and behold, we proved to our- 
selves again, that merchandise well 
displayed is half sold. We added 
new merchandise which we 
thought would sell in our store. 
There are hundreds of items that 
can be obtained. Each individual 
dealer must, of course, decide for 
himself how far he wants to go in 
this expansion program. 


Consider Farm Seeds 


Farm seeds do sell in big quan- 
lities in hardware stores. Once a 
dealer has put in farm seeds. 
hybrid seed corn, bulk garden 
seeds, etc., he will find that his 
business will grow from year to 
year, providing a volume which 
normally runs into thousands of 
dollars. We have sold farm seeds 


The modern store front of the Retzlaff Hardware Co., New Ulm. Minn. 
It's a front that helps display merchandise and attract passersby. 


for many years and plan to expand 
this business in the future. The, 
are good volume builders, in hard- 
ware stores located in the agricul- 
tural sections. It is still possible. 
even when some merchandise is 
out of production, to make your 
hardware store a shopping cente1 
which will assure you an income. 
enabling you to keep your organi- 
zation intact during the war. It 
does not seem to be a battle for 
survival at all—far from it. It is 
just a matter of widening the base 
of our operation in our stores. 
expanding into new lines and con- 
tinuing to render a needed com- 
munity service. There is no doubt 
that we will keep on selling many 
of the recently added items after 
this war is over. 

For the duration of this war, we 
must not forget the importance of 
rendering service of all kinds to 
our customers. One of our men 
makes it his business to answer 
service calls promptly. Today. 
more than ever before, more 
people look to the hardware store 
for service, be it for a washing 
machine, refrigerator, lawnmower. 
range, heater or a door lock. The 
reason for this, is, we believe, that 
certain stores having among other 
departments also a hardware de- 
partment in their set-up, have 
never developed the service angle. 
We therefore find that we often 
service merchandise not purchased 
from us but from our competitors. 
An efficient service department 
now is the finest stepping stone to 
a lot of new business later. In 
rendering this service we build a 
lot of good will, we build for the 
future. The good will of customers 
is a mighty good asset for any 
business. Let’s develop the service 
department in our stores and we 
will keep and create new business 
in the future. 


What of the Future? 


What of the future? What plans 
for the postwar period? It seems 
reasonable that, if we keep our 
house in order now, if we do not 
lose our heads in our modus oper- 
andi for the duration, and thereby 
succeed in keeping our organiza- 
tion intact, we need not worry so 
much nor plan so much for the 

(Continued on page 96) 
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Available house- 
wares are shown 
in this convert- 
ed space which 
once housed the 
firm’s major ap- 
pliance _ section. 


Converts Appliance Department 
Into a Profit-Making Gift Shop 


Saecker’s Hardware, Lake Mills, Wis.., is 
now carrying an $1,800 stock there and 
is turning it over three times a year 


Ven war condi- 


tions turned a once well stocked 
appliance department into a large 
empty space, A. F. Reideman, 
owner of Saecker’s Hardware, 
Lake Mills, Wis., converted most 
of it into a fine gift and chinaware 
department. Today, he has a stock 
of about $1,800 which he turns 
more than three times a year in 
a town of 3,000 population. 
Women come from far and near 
to buy gifts and allied items be- 
cause they have learned that his 
stock is complete, contains variety, 
and is priced right. 

The store is large and tables 
can be placed in a manner that 
will encourage women to browse 
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about and examine merchandise 1; 
leisurely fashion. This is very 
important in selling gifts, or 
rather helping the customer to buy 
them, according to Mr. Reideman. 


Attracts Women 


Fundamental merchandis- 
ing principles were applied in re- 
vamping the appliance wall space 
which is located near the front 
door. This converted space now 
features table and room decora- 
tions and other unusual gifts. 
This spot attracts women as soon 
as they enter the store and it 
starts them looking over the items. 

At each corner of the display, 


wooden kitchen wall cabinets are 


featured. These contain the few 


ON AVAILABLE GOODS 


metal parts that are now avail- 
able. Sales on individual items 
serve to swell volume as much as 
$27.00 at a time. Other house- 
wares utensils, also available, are 
displayed on the shelves in each 
cabinet. This demonstrates to 
women how well the cabinets will 
accommodate their regular kitchen 
equipment. 

Women who are interested in 
the display invariably want to see 
the inside of the cabinets. In ad- 
dition to seeing how roomy and 
how well finished they are, they 


(Continued on page 192) 





Sales of resin base paints 
have increased greatly and 
the line is promoted with 
outstanding interior dis- 
plays and occasional win- 
dow trims. Good use is made 
of manufacturers’ display 
material whenever possible. 


Two-in-one ladders were add- 
ed recently and are _ fast 
selling items. They appeal 
to homeowners and farmers. 


Displays Play Vital Part 


Olean, N. Y., firm does a first class war- 


Decorated glass cannister sets 
are now featured as substitute 
items for the lines which {or- 
merly were made of metal. They 
are displayed on shelves around 
one of the posts in the second 
floor housewares department and 
attract attention at all times. 


AR-TIME  mer- 
chandising at the store of the A. E. 
Ewing Co., Inc., Olean, N. Y., 
means selling more of the goods 
that are available—and that is 
exactly what this company is do- 
ing. It is more than holding its 
volume in spite of merchandise 
shortages. but such a record has 
not been easy of accomplishment. 
New lines are being added, market 
places are constantly being checked 
for other items that can be stocked 
or sold and customers are being 
kept posted on merchandise that is 
available by means of frequent in- 
formative advertisements. 
“Special events, such as sales, 
have been eliminated from our 
merchandising plans for the pres- 
ent,” says J. R. Ewing, general 
manager. “Window displays and 
interior store displays must do the 
major selling job today.” 
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Greeting cards continue to be popular items. They are shown 
in a case at the front, near the gift department. This dis- 
play also faces the aisle leading to the store’s elevator. 


In circle-Wooden bowls, trays, salad forks and spoons, ice 
buckets and mallets are shown on tables in the house- 
wares section. The line is popular and has been expanded 


in Ewing's Merchandising 


time job by stressing available goods 
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Cookie jars of novel design appeai io women 
shoppers, who today have considerably more 
money to spend for decorative items in the 
home. Numerous colorful and decorative wali 
plaques provide an interesting background 
for this display and are responsible for 
many second sales being made to customers. 

‘ 


Cleaning fluids and compounds, of various types, represent 
an extremely popular new line. Most of these items were 
never sold before, but they have been added recently arid 
are establishing excellent records as fast sellers and 
traffic producers. In addition, they represent plenty of 
repeat business for customers purchase again and again. 
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A. Baldwin & Co.,ChangesName 
to Stratton, Baldwin Co., Inc., 
—Moves to New Quarters 


A. Baldwin & Co., Ltd., New 
Orleans, La., wholesale hardware 


distributors, which has been ac- | 


tive in business for 121 years, 


L. M. STRATTON 


has changed its company name 
and moved to new quarters. The 
new home of the company which 
is now conducted as Stratton, 
Baldwin Co., Inc., is located at 
700 Tchoupitoulas St., New 
Orleans, La., which is one of the 
largest buildings in the city. 
Formerly known as the Cottam 
Block, the Stratton, Baldwin 
company’s new quarters contain 
four floors having a total area of 
200,000 square feet. 

Founded in 1822 as Rogers, 
Sil & Slocum, the history of the 
concern is much the same as 
that of New Orleans since that 
time. Mr. Sil succumbed to 
fever, which the 
scourge of the city at the time. 
Che firm continued to operate 
under the name of S. B. Slocomb 
& Co. until 1833 when R. 
Richards joined the firm, which 
changed its name to Slocomb, 
Richards & Co. 
of Mr. Slocomb, 
Montgomery 


vellow was 


became the next 


name of the company, the latter | 
1854 | 


being a new associate. In 


44 


|} return. 


| standing 
| After the death of Mr. Slocomb, 





After the death | 
Richards & | 


Cuthbert H. Slocomb, son of the 
founder entered the firm, and the 
name then became Richards, Slo- 
comb & Mr. Montgomery 
having Finally H. P. 


Co.., 


retired. 


| Baldwin joined the firm and the 
| organization 
| firm name of C. H. Slocomb & 


moved under the 
Co., to 74 Canal St. 

Mr. Slocomb fought with the 
confederate forces during the 
Civil War and consequently the 
business pending his 
Albert Baldwin, the 
nephew of H. F. Baldwin, was 
taken in then and under his in- 


dissolved 


| fluence, the hardware store then 
| known 


as Slocomb, Baldwin & 
became rapidly an 
commercial concern. 


Co., out- 


the name A. Baldwin & Co., was 
adopted and then seeking larger 


| quarters, the company purchased 
| the building on Camp and Com- 


mon Sts., where the A. Baldwin 
& Co., Ltd., was housed for 55 
years, 

The officers of 
Baldwin Co. are as follows: L. 
M. Stratton, chairman of the 
beard; J. H. Hitt, president; 
P. Warren Stratton, executive 
vice-president; W. H. Marshall, 
vice-president; H. J. Neelis, 
secretary-treasurer; and G. H. 
Stockley, assistant secretary-trea- 
surer. The directors are: Mrs. 
L. F. Murphy, J. H. Hitt, H. J. 
Neelis, P. Warren Stratton, L. 
M. Stratton, Jr. and L. M. 
Stratton. 


the Stratton, 


FRIENDS CELEBRATE 
CORNELL’S BIRTHDAY 


Henry A. Cornell, better known 
as “Al” Cornell, was honored 
August 5 at a luncheon party 
held at Joe’s Restaurant, Fulton 
St., Brooklyn, N. Y., to celebrate 
his becoming 70 years young. 
More than 40 long time friends 
including many who supplied his 
store when he was in the hard- 
ware business, were on hand to 














H. A. “AL.” CORNELL 


extend their good wishes. An 
informal gathering sponsored by 
friends from the Hardware Boost- 
ers, of which he is an honorary 
life member, and members of the 


Brooklyn Hardware Association, | 


the party had as its toastmaster 
Charles J. 
and editor, HARDWARE AGE. Sev- 
eral old friends added to 
occasion by singing to “Al.” 
Cornell and giving recitations 
and other friendly compliments. 


post-war 


Heale, vice-president | 


the | 


| 


| NEW AMERICAN STEEL 
& WIRE DIVISION 


A sales research and develop 
| ment division headed by W. H. 
| Cordes, advertising manager of 
| American Steel & Wire Co., 
| Rockefeller Bldg., Cleveland, 
| Ohio, has been created recently 
| The new division will study the 
markets for existing 
| products of the company and 
will investigate the effect of the 


| 
| 
| 


| use of substitute materials and 


new uses for old ones. 
Mr. Cordes has been with the 
company for 30 years, most of 


| which time he spent in the ad 


He _ha- 
prome- 


vertising department. 
been manager of sales 
tion and advertising since 1935 


FARM & HOME STORES 
BUY LOWE-ARMSTRONG 

The directors of Lowe-Arm- 
strong Hdwe. Co., Knoxville, 
Tenn., retail hardware dealers, 
have announced that their mer- 
chandise, fixtures and equipment 
has been purchased by the Farm 
& Home Stores, Inc., Knoxville, 


| Tenn. 








Chauncey F. English Retires Oct. 1 
Has Represented Hardware Age 49 Years 


On the advice of his physician, | associated with this publication 


Chauncey F. English retires as 
New England manager of Harp- 
WARE AGE, on Oct. 1, 1943. He 
has been associated with this 
publication for 49 years during 
which time he has enjoyed the 
affection and high esteem of his 


for 25 years and for the past 
four years has been its represen- 
tative in the western territory 
with headquarters in Chicago. 


associates and of the New Eng- | 


land hardware manufacturers, 


many of whom 


have been his | 


warm personal friends for many | 


years. He has been a familiar 
and welcome figure at national 
hardware conventions 
New England hardware gather- 


and at | 


ings for nearly half a century. | 


Mr. English plans to spend his 


summers in Maine and winters | 


in Florida enjoying the relaxa- 
tion he has so richly earned after 


his lifetime of service to Harp- | 


WARE AGE. 

O. B. Bergersen succeeds Mr. 
English as New England manager 
of Harpware Ace. He has been 


| 
| CHAUNCEY F. ENGLISH 
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STEEL KATZINGER PURCHASES 
ON STA-BRITE CORP. 
develop _ Edward J. Katzinger Co., of 
yW.H. | Chicago, Ill., has Tecently pur 
pager of chased the Sta-Brite Corp., of 
ioe Co | New Haven, Conn. Organized in 
eiiend 1900, it is well known in the 
secently. | table ware and household cutlery 
rudy th | field. The company will be op- 
cuitins erated with the present person- 
on pers | nel, as a division of the Edward 
5 af the | J. Katzinger Co. All facilities 
i, aol of the Sta-Brite factory are now 
| devoted to the manufacture of 
rith the ae and cutlery for the armed 
nost of orces, 
the ad 
le has SKILLMAN IS ACTING 
prome- CHIEF WPB MATERIALS 
p 1935 John F. Skillman has been ap- 
pointed deputy chief of the Ma- 
RES terials Branch, WPB and will 
ONG also continue in the capacity of 
chief of the Ferrous Metals Sec- 
e-Arm- tion of the materials branch. He 


xville, 
ealers, 
r mer- 
pment 

Farm 
xville, 


‘ation 

past 
esen- 
‘itory 





Presentation of Army-Navy “E” flag to Skilsaw, Inc., June 7. 


Left to right holding 


flag: J. W. Sullivan, chairman of the board; Bolton Sullivan, president; L. E. Parker, 
vice-president; Gen. Charles Keller, U. S. A.; Lieut. Comm. George RB. Storer, 


U.S.N.R. 


Skilsaw, Inc., Receives Army-Navy “E” 


Employees of Skilsaw, Inc., 
Chicago, IIl., manufacturers of 
portable electric tools, were re- 
cently presented with the Army- 


Navy Award. Accepted on be- | 


half of the employees by Bolton 
Sullivan, president, the presenta- 
tion was made by General 
Charles Keller, U. S. A.  Indi- 
vidual “E” pins were also pre- 


sented to employee representa- 
tives by Lieut. Comm. George B. 
Storer, U. S. N. R., as part of the 
ceremony held at Skilsaw’s Chi- 
cago, Ill., plant. 








LEADAMAN SALES MGR. 
AMERICAN PRODUCTS CO. 

R. L. Fleet, president of the 
American Products Co., Cincin- 
nati, Ohio, recently announced 
the appointment 


| Leadaman as general sales man- 


ager of the Veeco Products Divi- 


sion of that company. 

Mr. Leadaman was formerly 
sales manager for the Mills 
Novelty Co., Chicago, Ill., and 


| now will have complete charge 


JOHN A. LEADAMAN 
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of the Veeco sales program. 


GREGORY VICE-PRES. 
OWENS-CORNING CORP. 
G. E. Gregory, formerly di- 

rector of sales, has recently been | 


of John H.| 


| appointed to the newly created 
post of vice-president in charge 
of commercial development of 
Owens-Corning Fiberglas Corp., 
Toledo, Ohio. 


HODGINS HEADS 
SPOKANE OFFICE FOR 
WESTINGHOUSE 

H. B. Hodgins has been ap- 
pointed manager of the Spokane, 
Wash., office of Westinghouse 
Electric Mfg. Co. Mr. Hodgins 
joined Westinghouse in 1932. 


| In 1935 he became the companies 
| representative of Coulee Dam and 


has served in the Spokane area 
since that time. His offices are 





located at South 158 Monroe St., 
Spokane, Wash. 








' 


formerly was Detroit branch man- 
ager, Berger Div., Republic Steel 
Corp. 


ELLIS ASS’T GENERAL 
SALES MANAGER OF 
E. C. ATKINS & CO. 


E. C. Atkins & Co., Indianapo- 
lis, Ind., saw manufacturers, have 
announced the appointment of 
Ray F. Ellis as assistant general 
sales manager of the company’s 
industrial, mill and export sales 
department. Mr. Ellis has served 
the company for 30 years, first as 
assistant to G. W. Dunnington, 
hardware sales manager; next as 
assistant to E. S. Norvell, indus- 
trial sales manager, which posi- 
tion he assumed in 1934, 


RAY F. ELLIS 





GUNIA MANAGER STEEL 
BUREAU FOR 
CARNEGIE-ILLINOIS 
Russell B. Gunia was recently 
appointed manager of the stain- 


less steel bureau, metallurgical | 


division, of Carnegie - Illinois 
Steel Corp. 
Elmer Gammeter 
corporation to accept 
position. Mr. Gunia started his 
career with Carnegie-Illinois in 
1938, when he was employed as 
a junior metallurgist at the Gary 
Sheet and Tin Mills. 


Mr. Gunia succeeds 
left the 
another 


who 


MITCHELL HEADS WAR 
WORK DIVISION 


Clyde C. Mitchell, whose name 
is synonymous with “trapshooting 
champion,” is now directing his 
knowledge of firearms and their 
use to a new type of war work. 

Mitchell, who has, in his 35 
years in professional ranks, won 
practically professional 
seatter-gun championship nation- 


every 


al competition has to offer, now 
heads the Products Service Divi- 
sion of Remington Co., 
Inc., Bridgeport, Conn, Under his 
direction, 13 firearm experts, all 
former Remington salesmen, are 
being routed to Army camps and 
Navy bases, instructing armorers 


Arms 


CLYDE C. MITCHELL 

and artificers in the proper care 
and method of servicing Reming 
arms combat and 
As both of his sons 
are in the Air Corps, one a cadet, 


ton-made for 


training use. 
an aerial gunnery in 
Mr. Mitchell 
take his 


the other 
has 


work 


structor, rea 
to 


son new to 


McKENNEY HEADS STEEL 
SALES DEPT. FOLLANSBEE 
McKenney has been 
the of the 
new alloy steel sales department 
of Follansbee Steel Corp., Pitts- 
burgh, Pa. Mr. McKenney 


formerly associated with 


Harvey 


appointed manager 


was 
Car- 
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verius and accepted by J. P. 
Spang, Jr., president. The em- 
ployees were all given “E” 
by Brigadier General Burton O. 


Lewis. 


negie-Illinois Steel Corp., and 
Crucible Steel Co. He was also 
at one member of the 
WPB. 


time a 


The manufacture of a special 
| precision instrument was primar- 
ily the reason for the presenta- 
but the company makes 


GILLETTE MERITS 
ARMY-NAVY “E” 

The Gillette Safety Razor Co., | 
Boston, Mass., held 
at the Gillette Park, Boston, re- 
cently for the presentation of the | 
Army-Navy “E” Award to the 
Admiral W. T. Clu- | 


tion, 
ceremonies 
| the service. Members and guests 
numbering 3,500 enjoyed an “E” 
award dance and supper 


company by after the proceedings. 





HARDWARE WHOLESALER RECEIVES TWO MILITARY 
COMMENDATIONS: Col. Robert H. Baker, at present com- 
manding officer of the 2nd Ferrying Group, Ferrying Divi- 
sion, Air Transport Command,,with headquarters at New 
Castle Army Air Base, Wilmington, Del., left his peace time 
pursuits about two years ago for active service in the Army 
Air Corps. Recently he received two commendations for 
military excellence. He personally supervised the first 
flight over the South Atlantic route P-38 planes 
for which one commendation received. Following 
a formal inspection and review of the base of which he 
is commanding officer he received another commendation 
because of the condition and appearance of the post, and its 
officers and men. Actually Col. Baker's military record began 
in the first World War in 1917 when he entered the U. S. 
Air Service the same month this country declared war on 
Germany. He continued in the Army until 1919, and back in 
1926 he was commissioned a captain in the 154th Observa- 
tion Squadron, Arkansas National Guard. In 1939 he re 
signed from the Arkansas National Guard to accept appoint- 
ment as a Major in the U. S. Army Air Corps Reserve. Prior 
to his return to active Army service Col. Baker was vice- 
president and merchandise director of Fones Bros. Hardware 
Co., Little Rock, Ark., wholesale distributors of hardware 
He is also well known in the hardware fraternity as a past 
president of the Southern Hardware Jobbers Association, and 
as a former Chief-X of the X Club, comprising past presi- 
dents of the American Hardware Manufacturers’ Association, 
National Wholesale Hardware And Southern Hardware Job- 
bers’ Associations and the Old Guard. Col. Baker is at pres- 
ent a member of the Advisory Board of the Southern Hard- 
ware Jobbers’ Association. 


of 
was 


pins 


| 
| 
| 


other products for the men in | 


party | 


JUDSON C. BURNS INC. 
REPRESENTS CROSLEY 


The firm of Judson C. Burns, 
Inc., 3lst and Oxford Sts., Phila- 
delphia, Pa., has been appointed 
distributor for products of the 
Crosley Corp., Cincinnati, Ohio, 
in the Philadelphia and adjacent 
areas in Pennsylvania, New Jer- 
sey, and Delaware. J. H. Ras- 
mussen, commercial manager an- 
nounced recently. 

Since the death of Judson C. 


| Burns this year, R. Paul Judson, 


his son, has been president of 
the company. R. A. Sholl, for- 
merly advertising and sales pro- 
motion manager, now vice- 
president, and R. W. Brown, who 
joined the firm in 1933, is secre- 
tary-treasurer. 


Is 


CORDINER ASS’T TO 
PRES. OF G. E. 


Ralph J. Cordiner has recently 
been appointed assistant to the 


| president of the General Electric 


Conn. 


Co., Schenectady, N. Y. 

Mr. Cordiner, who resigned in 
June as vice-chairman of the 
WPB, was previously president 
of Schick, Inc., of Stamford, 
Prior to this affiliation he 


was manager of the appliance 
| and merchandise department of 
| the 


General Electric Co. Mr. 


RALPH J. CORDINER 


Cordiner’s headquarters will be 
at 570 Lexington Ave., New York 
City. 


BOHEN PRES. BRASS MILL 
PRODUCTS DISTRIBUTORS 


T. M. Bohen, Whitehead Metal 
Products Co., New York, has re- 
cently been elected president of 
the newly formed Brass Mill 
Products Distributors Associa- 
tion. L. B. McGraw, Williams & 
Co., Inc., was chosen vice-presi- 
dent, while E. F. McCarthy, 
Beals McCarthy & Rogers Co., 
heavy wholesale hardware deal- 
ers, Buffalo, N. Y., was elected 
secretary-treasurer, 


HARDWARE AGE 
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Reningion DEALER LETTER GESR 


The Calendar’s Cash for September 


If you’ve seen the Remington 
merchandising movie, “Opportu- 
nity, Unlimited,” you know of 
the Cash-in-the-Calendar plan. 


If you haven’t seen the movie, 
perhaps you’d be interested to 
hear how the plan works. 


The Cash-in-the-Calendar 
plan, illustrated in “Opportu- 
nity, Unlimited,” provides for 
special, more-business- getting 
store promotions each month. 
Under this plan, you tie in with 
one or more seasonal or rational 
events each month—such as the 
hunting season, Christmas, Na- 
tional Hardware Week. You also 
keep on the Jookout for impor- 
tant local events, and tie up 
store promotions with home- 
town celebrations. 


“My wife told me to take back these pruning shears—we 
haven’t any prunes.” 


AUGUST 19, 1943 


In preparing each month’s 
promotion activities, it’s impor- 
tant to go through these five 
fundamental steps: 

. Have a staff planning meeting. 
. Select timely merchandise. 


3. Plan your advertising. 


. Plan your displays. 


5. Plan store salesmanship. 


That’s the general idea for 
And, for the 
month of September, we suggest 


every month. 


that you consider tie-ups with 
the following: 


1. Labor Day. 
2. Opening of local schools. 
3. Opening of football season. 


4. Preliminaries to hunting season. 


Remington Arms Company, Inc.,, Bridgeport, Conn. 








CulNes.. 


Ed Casey, who’s always bragging 
about what he can do with Klean- 
bore Hi-Speed .22’s, was telling 
how he helps his wife can cher- 
ries. She throws ’em up in the 
air one by one and he shoots the 
pits out! 


By the way, if you haven’t seen 
“Opportunity, Unlimited,” we'll 
be glad to send you a folder de- 
scribing it and giving you “Cash- 
in-the-Calendar” promotion ideas 
for every month in the year. 


“Nitro Express” is Reg. U. S. Pat. Off. 











National War Fand Designed to Unite 
Raising and Distribution of War Funds 


The National War Fund was 
organized at the request of 
the Presidents’ War Relief Con- 
trol Board to unite 


in one na- 


tion-wide drive, war related agen- | 
cies for United Nations, military | 


and home relief. Its purpose is | 
to 1aise and distribute adequate 
funds to re- 
quirements of all war-related ap- 
peals. In this manner one can 
contribute to all war relief agen- 
cies in one lump sum with the 
exception of the Red Cross. 
Among the agencies that will 
be helped by contributing to this 
National War Fund are the fol- 
lowing: The USO and the USO 
Camp Shows, Inc., which pro- 
vide entertainment and recrea- 
tional facilities for our armed 
forces at home and abroad; the 
United Seamen’s Services, which 
provide the same and also rest 


meet reasonable 





Emblem of the National 
War Fund 


and convalescent homes for the 
men of the Merchant Marine, 
and the U. S. Committee for the 
Care of European Children, 
which makes possible the evacu- 
ation of children from Europe 
and their safe conduct to foster 
homes. 

A contribution to the National 
War Fund will assist in seeing 
that the people of devastated 
Europe are fed, clothed and re- 
moved, if possible, to safety. 








TENNESSEE VALLEY 
POST-WAR PREFERENCE 
TO HDWE. DISTRIBUTORS 


Preference to hardware, elec- 
trical and other appliance dis- 
tributors on all products now 
sold by the Tennessee Valley 
Associates, Nashville, Tenn., has 
just been announced by Wheless 
Gambill, Jr. an official of the 
firm, as its first post-war policy 
of operations. 

During the present war period, 
Tennessee Valley Associates has 
built a very large volume of busi- 
ness on wood products such as 
toys, step stools, and cabinets 
of various types. It is on the 
ever-increasing orders of these 
items and appliance distributors 
are to be given preference, 
though every effort is to be made 
to insure that other distributors 
and dealers will have adequate | 
supplies. 

The purpose of the plan is to 
hold together the distributor-sell- 
ing organizations which in the 
past have sold the company’s 
lines of electrical products such 
as heaters, fans, and room cool- 
These lines are to be ampli- 
fied after the war, the company 
states, 


ers. 





JOHNSON DIRECTOR 
FACILITIES BUREAU 


Donald M. Nelson recently an- 
nounced the appointment of Roy | 
W. Johnson, Director of the Fa- | 
cilities Bureau, WPB, succeed- | 
ing Charles E. Volkhardt, who | 
left to resume his work as execu- 
tive vice-president of Harvey | 


Hubbell, Inc., Bridgeport, Conn., | ern 
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| Co., 


|}and before that was with Gen- 


eral Electric Co., Bridgeport, 
Conn. 

At the same time the appoint- 
ment of John B. McTigue as 
Deputy Director of the Facilities 
Bureau was announced. Prior to 
this Mr. McTigue has been as- 
sistant to the director and before 
that was Director of the Con- 


struction Division in New York. 


DOO-KLIP LINE SOLD 
BY ALLIANCE TO 
LEWIS ENGINEERING 


The Alliance Manufacturing 
Company, in order to concentrate 
all facilities in production of 
their Powr-Pakt line of electric 
motors, has sold its line of Doo- 
Klip and Snip-Itt lawn tools to 
the Lewis Engineering & Mfg. 
Company, Alliance, Ohio. 

The same merchandising and 
manufacturing personnel who 
have been responsible for the 
success of the Doo-Klip and 
Snip-Itt line will be identified 
with us. It is our plan, as soon 
as the war is over, to add new 


lawn and garden tools to the | 


Doo-Klip Line. 


ELECT H. B. FRAME 
SECRETARY OF 
WESTERN ELECTRIC CO. 


B. 
the 
41 


who 
Electric 
retire 


Gilmore, 
Western 
years, will 


Harry 
served 
for 


| worked on the merchandising 
side of the business for the fol- 
lowing quarter of a century. Mr. 
Frame has been with the com- 
pany 20 years. 


HOEYNCK PERMANENT 
MEMBER W.H.I.A. COMM. 


Henry A. Hoeynk, a director, 
has been appointed a permanent 
member of the Wholesale Hard- 
ware Industry Advisory Comm., 
WPB, to fill the vacancy caused 
by the resignation of A. Wessel 
Shapleigh, president of the Shap- 
leigh Hardware Co., St. Louis, 
Mo. Mr. Hoeynck has also been 
appointed to a Regional Buard of 
Governors of the Smaller War 
Plants Corp., in Ark., Kan., Neb., 
and Mo. 

WPB HARDWARE UNIT 

IN NEW QUARTERS 


Supplies Branch of the Whole- 
sale and Retail Trade Division, 
War Production Board, has 
moved from 462 Indiana Ave.. 
Washington, D. C., to new quar- 
ters in the 5th wing, 3rd floor, 
Temporary Building “E,” 4th 
and Adams Drive, S. W., Wash- 
ington, D. C. 


The Hardware and Industrial | 


STANDARDLINE WOOD 
MFG. CO. PURCHASED 
BY SONORA PROD. 


The facilities and the plant of 
the Standardline Wood Mfg. Co. 
have been purchased by Sonora 
Products Inc., and are to be oper- 
ated by the Sterling Wood Mfg. 
Co., a newly organized Illinois 
corporation, for production of a 
line of cedar chests. These chests 
were exhibited recently at a fur- 
niture show in the firm’s display 
rooms at the Furniture Mart in 
Chicago, Ill. 

Walter P. Roberts, who was 
connected with the previous firm 
for 27 years, is now the general 
manager of Sterling. All opera- 
tions will be conducted from the 
plant, at 1585 Hastings St., Chi- 
cago, Ill. 





TUCKER ASS’T TO V.P. 
MASSEY-HARRIS CO. 


J. M. Tucker, former 
president and general sales man- 
ager of the Oliver Farm Equip- 
ment Co., has recently been ap- 
pointed assistant to W. K. Hys- 
lop, vice-president and general 
manager of the Massey-Harri- 
Co., Racine. Wis. 


vice- 








JOHN E. JOHNSTON OF 
E. C. ATKINS RETIRES 
AFTER 52 YEARS 


John E. Johnston, one of the 
long time employees of E. C. At- 
kins & Co., Indianapolis, Ind., 
retired recently after 52 years of 
active service. 

Mr. Johnston began his career 
at Atkins in 1891, under the late 
E. C. Atkins, founder of the 
company. He was a crosscut filer 
until 1907 at which time he trav- 
eled from Me., to Tex., in the 
eastern and southeastern timber- 
lands touring the lumber camps 
to demonstrate crosscut saws. 


Then Mr. Johnston took a dif- 





has | 


shortly as secretary of the com- | 
pany. The former assistant secre- | 


tary, Norman R. Frame, 


was | 


elected by the directors to suc- 


ceed him. 
Mr. Gilmore joined the West- 
Electric Co., in 1901, 


and | 


E. C. ATKINS, left, 


ferent angle of the saw by realiz- 
ing music could be played on a 
standard saw, and so he adver- 
tised and sold many by playing 
them in stores, theaters, and 
civic groups. From 1922 to 1932 
he called on the hardware trade 
with headquarters in St. Louis, 
Mo., as a salesman for Atkins 
saws. He then returned to the 
main factory, where he has re- 
mained ever since as general 
crosscut saw inspector. 

Mr. Johnston resides with his 
wife, Mary Johnston, at 762 
North Campbell Ave., where he 
will spend a well earned vaca- 
tion working in his victory gar- 
den and at his work bench. 





and J. E. JOHNSTON 


HARDWARE 











OD 
SED 
2 


ant of 
g. Co. 
onora 
oper- 
Mfg. 
linois 
of a 
chests 
a fur- 
isplay 
irt in 


Was 
| firm 
neral 
pera- 
n the 

Chi- 


P. 

b 
Vice- 
man- 
quip- 
| ap- 
Hys- 
eral 
arris 


aliz- 
ma 
lver- 
ying 
and 
1932 
rade 
yuis, 
kins 

the 


eral 


his 
762 
he 
aca- 
yar- 




















4 











Ox) -and what is your problem? 








ANSWER: Gem—2 for 10—means no 


worries, no ration stamp problems... 


just business! 


ANSWER: Gem—2 for 10—helps change 


empty shelves to busy ones! 


ANSWER: Gem—2 for 10—shows you a 


steady, fixed profit on every card. 













You're backed up by Gem's big- 
gest advertising campaign; mil- 
lions see the consistent — and 
insistent — “Avoid 5 o'clock 
Shadow” ads in America’s lead- 
ing magazines and newspapers! You're backed up too, by 
the greatest demand for quality blades in all razor blade 
history! But most important, you’re backed up by Gem — 
there are blades to be had, and you shall have them! Order 
from your wholesaler, today. Gem Division, American Safety 
Razor Corp., Brooklyn, 1, N. Y. 


SINGLEDGE /biaxJ 
GEM BLADES /c. 









Retailer’s Cost 
— 75c per card 
a ~ of 10 packs 


(2 blades per pack — 
10¢ retail) 


$1.75 per card 
of 10 packs 

(5 blades per pack— 

25¢ retail) 
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OPA Appoints Farm Machinery 
Equipment Advisory Committee 


four executives of 
firms manufacturing farm equip- 
ment, representing all parts of 
the been ap- 
pointed to serve on a Farm Ma- 
chinery and Equipment Industry 
Advisory Committee, the Office 
of Administration 
nounced recently. 


Twenty - 


country, have 


Pr ice an- 


This committee has been 
ganized to confer with OPA on 
pricing matters at the manufac- 


or- 


turing level, as these may arise 
from to time. 

Members of the 
are: O. F. Becker, general mana- 
ger of R. Herschel Mfg. 
Inc., Peoria, Ill; 

L. J. Brower, secretary of 
Brower Mfg. Co., Quincy, IIL; 

Colin Brown, president of E. 
C. Brown Co., Rochester, N. Y.; 

& W president of 
Craine, Inc., Norwich, N. Y. 

Mm. Ee of 
Priority Division, Dempster Mill, 

William J. Fisher, vice-presi- 
dent and general manager of 
A. B. Farquhar Co., Ltd., York, 
Pa., and 

D. Ray Hall, of 
Gravely Motor Plow and Culti- 
vator Co., Dunbar, W. Va.; 

C. A. Mines, 
Farm Tools, 
Ohio; 

I. H. Hull, of Na- 
tional Farm Machinery Coopera- 
tive, Inc., Indianapolis, Ind. 

W. K. Hyslop, vice-president 
and manager, Massey- 
Racine, 
vice president 


Atkin- 


time 
committee 


Co., 


Craine, 


Dempster, manager 


president 


president of 
Manfield, 


Inc., 


president 


general 
Harris Co., Inc., 
Stephen Mahon, 
of James Mfg. Co., Fort 
son, Wis. 
Theodore 


of J. l. 


Johnson, secretary 
Case Co., Racine, Wis.; 
George A. Kelly, 
of G. A. Kelly 
Longview, Texas; 
Roger M. Keyes, 
vice-president of Harry Fergu- 
son, Inc., Dearborn, Mich., and 
W. C. MacFarlane, president 
and general manager of Minne- 


vice-presi- 


dent Plow Co., 


apolis-Moline Power Implement 


Co., Minneapolis, Minn,; 

a. ix 
of International Harvester 
Chicago, Ill. (or H. A. 
alternate) ; 

A. King McCord, executive 
vice-president of Oliver Farm 
Equipment Co., Chicago, Ill. (or 
N. Guy Snyder, alternate) ; 

Carl Peterson, comptroller of 
David Bradley Mfg. 
Bradley, Ill.; 

John hd Myers, of F. E. Myers 
& Bro. Co., Ashland, Ohio; 

Wade Newbegin, president of 
R. M. Wade & Co., Portland, 
Ore.; 


Wyte 


Homan, 


Roberts, manager 
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Wis.; | 


| sales 


executive | .. 
| tion, 


McCaffrey, vice-president | 


Co., | 


Works, | 


of | 


Tractor Division, Allis-Chalmers 
Mfg. Co., Milwaukee, Wis.; 
W. H. Roberts, Jr., 


sales 


manager of S. L. Allen & Co., | 


Inc., Philadelphia, Pa.; 
Frank Silloway, vice-president 
of Deere & Co., Moline, Ll, and 
George G. Stoddard,  vice- 
president of De Laval Separator 
Co., New York City. 


A. J. TEPPERMAN IN 
TRANSPORTATION CORPS 
Lieut. A. J. Tepperman, who 
was recently promoted to tae rank 
of first lieutenant, is an assistant 


LIEUT. A. J. TEPPERMAN 


| to the Purchasing and Contract- 


ing Officer of the Transportation 
Corps, Supply Branch. He was 
formerly associated with the Mas- 
back Hardware Co., 326-338 Hud- 
son St., New York City. Lieut. 
Tepperman as assistant 
manager 1935 until 
1939, when he became general 


served 
from 


sales manager. 
the New York Port of Embarka- 
Office of Transportation 
Corps, Supply Branch, 201 64th 
a Brooklyn, MN 3. 


ISSUE 1943 EDITION 
CUSTOM HOUSE GUIDE 


The revised edition of 


| Custom House Guide shows the 


new customs regulations’ in 
larger type for easier reading. 
Included is an appendix, which 
is a new feature of the Guide. 
The appendix contains general 
reference material and the full 
text of, or reference to, sections 
| of law and the text of regulations 
| administered by other govern- 
| ment departments or agencies. 
| These laws and regulations are 
| enforced wholly or in part by 
| the Customs Service. 


| port & Export Bulletin and Air 


| awarded to the Turner Construc- 
| tion 


| laboratory 
| Point, 
| story structure measuring 50 by 


| have been prepared in accord- 


| tural 
| ment. 


His office is at | 


the | 





As in prior years the Guide | 


LIONEL AWARDED 
PRODUCTION “M” 


Lionel Electric Trains, The 
Lionel Corp. of New York City, 
has recently been awarded the 
Maritime “M” Production Award | 
for outstanding achievement in 
production of ship components 
to meet the wartime demands of 
the nation. : 


includes an alphabetical index 
of more than 30,000 commodities 
and their rates of duty in ac- 
cordance with the _ reciprocal 
trade agreements enacted to date. 
There is a revised internal rev- 
enue section, and descriptions 
of all U. S. ports of entry, with 
individual directories of com- 
panies engaged in shipping at 
each of these ports. In addition 
there is a general informational 
section on weights, measures, 
monetary values and trade terms. 

This guide is supplemented 
monthly by the American Im- 


MANTZ ASS’T TO SEC. 
& TREAS. ALLEGHENY 
LUDLUM STEEL CORP. 


It has been announced that 
Victor H. Mantz, formerly asso 
ciated with Snyder, Ellinger & 
Davis, accountants and auditors, 
Pittsburgh, Pa., is now with AL 
legheny Ludlum Steel Corp., as 
assistant the secretary and 
treasurer, 


Transportation, which keeps the 
Guide up to date. Custom House 
Guide, Box 7, Station P, Custom 
House, New York City, is the 


publisher. 
to 


DUTNEY ASS’T MANAGER 
INDUSTRIAL DEPT. FOR 
JOHNS-MANVILLE 

G. V. Dutney, who joined. 
Johns-Manville in 1920 and be- 
fore that had sales experience 
in Cleveland, Pittsburgh, and 
New York, was named assistant 
manager of the industrial de- 
partment of the Johns-Manville 
Sales Corporation. 


ATLAS POWDER CO. 
TO BUILD NEW LAB. 


The Atlas Powder Co. has 
contract for the 
of a new research 
building at Atlas 


Del. It will be a two 


Co. the 


construction 
125 ft. Plans and specifications 


the owner's architec- 
depart- 


with 
and 


ance 





engineering 


F. L. DIMOCK SELLS 
HARDWARE STORE 


Frank L. Dimock, proprietor 
of the Dimock hardware Store of 
Quality, Wyalusing, Pa., recently 
sold his store to two local busi- 
nessmen, Moses S. Kinter, Welles 
Mill Co., and Harry R. Tiffany. 


COX HEADS GOODRICH 
MOLDED SALES 


R. G. Cox, who has been affili- 
ated with the industrial products 
organization, B. F. Goodrich, 
Akron, Ohio, for 18 years, has 
now succeeded E. R. Miller, who | The men intend to operate the 
had charge of the molded goods | business under the same name, 
sales before he retired recently. | with Mr. Tiffany as manager. 











DIAMOND CALK HORSESHOE WINS ARMY-NAVY “E”: 
The Army-Navy “E’ Award was presented recently to the 
Diamond Calk Horseshoe Co., Duluth, Minn., who now manu- 
facture tools for the armed forces. The pennant was pre 
sented to the president of the company, Otto Swanstrom, by 
Col. Harry J. Keeley, commanding officer, Fort Snelling, in 
between shifts at 2:30 in the yards of the Duluth Plant. Lieut. 
Com. Leonard R. Woods, Senior Naval Advisor, Region 12, 
Industry Cooperation Division, Navy Dept., presented the 
“E” pins to the employees and the presentation ended with 
the singing of the “Star Spangled Banner.” 


HARDWARE AGE 
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THE ARMY 
MEDAL OF HONOR 





Englishtown is proud to 
present this series as a 
tribute to our fighting 
men and women and the 
honors they so richly 
merit. * * * We would, 
at the same time, ac- 
knowledge our debt to 
the millions of workers 
on the industrial and 
home fronts and to their 
unswerving devotion 
and loyalty to the cause 
which we all serve 


ENGLISHTOWN CUTLERY, L¢. 


230 FIFTH AVENUE, NEW YORK, N.Y. + Factory: ENGLISHTOWN, N. J. 
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The Director of Industry Ad- 
visory Committees recently an- 
nounced the formation of the fol- 
lowing committees: 


Retail Trade Industry 


Government presiding officer: 
Eaton V. W. Read. Committee 
members are: T. S. Smith, Wil- 
mington, Del.; Delos Walker, R. 
H. Macy & Co., New York City; 
George Stroud, Silverwood Co., 
Los Angeles, Cal.; Earl B. Weil, 
Spiegel, Inc., Chicago, Ill.; Dr. 
J. G. Bell, Peoples Drug Co., 
Washington, D. C.; Harry Edi- 
son, Edison Bros., St. Louis, 
Mo.; Benjamin Gordon, Rich’s, 
Inc., Atlanta, Ga.; William 
Hager, Jr., Hager & Brothers, 
Lancaster, Pa.; A. W. Hughes, 
J. C. Penney & Co., New York 
City; Lee Kepple, Kepple & 
Kepple, Greenwich, Conn.; H. 
M. Lane, Lerner Shops, New 
York City; F. B. Morris, Morris, 
Early & Co., Winston-Salem, 
N. C.; Fred Neisner, Neisner 
Brothers, Rochester, N. Y.; 
George W. Priehs, Priehs Mer- 
cantile Co., Mt. Clemens, Mich.; 
Frank Remick, Remick & Co., 
Quincy, Mass.; R. E. Campbell, 
Miller & Payne, Lincoln, Neb.; 
J. A. Goode, Goode’s Drug 
Stores, Asheville, N. C.; Frank 
Hackett, Good Housekeeping 
Shops, Detroit, Mich.; H. G. 
Horder, Horder, Inc., Chicago, 
Dll.; F. M. Judson, Sears, Roe- 
buck & Co., Chicago, Ill.; Wil- 
liam Kirk, J. W. Robinson & 
Co., Los Angeles, Cal.; Robert 
L. Mehornay, N. Mehornay Fur- 
niture Co., Kansas City, Mo.; 
Jerome Morrison, The Globe Co., 
Waukegan, Ill.; Vic Newman, 
Earl Puckett, 
Baumhogger, United Cigar-Whel- 
an Stores Corp., New York City. 






Industrial Supply Distributors 
Industry 


Government presiding officer: 
Thomas A. Calhoun. Committee 
members are: B. H. Ackels, 
The Rayl Co., Detroit, Mich.; 
Carl A. Channon, Great Lakes 
Supply, Chicago, Ill.; Fred A. 
Ellfeldt, Ellfeldt Machinery & 
Supply Co., Kansas City, Mo.; 
A. J. Glesener, A. J. Glesener 
Co., San Francisco, Cal.; Hesket 
H. Huhn, The Hardware & Sup- 
ply Co., Akron, Ohio; George E. 
Vandergrif, Desco Wil- 
















Corp., 






Butts & Ordway Co., Cambridge, 
Mass.; Jack B. Dale, 
Weaver Machinery Co., Dallas, 
Tex.; W. M. Given, The Young 






Ala.; T. C. Keeling, 
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& Vann Supply Co., Birmingham, 
Nashville 


WPB Industry Advisory Committees 


Machinery and Supply Co., Nash- 
ville, Tenn.; and P. G. Maddock, 


| Maddock & Co., Philadelphia, Pa. 





Dreyfus, Inc., Dallas, Tex.; B. | 
Allied Stores | 
Corp., New York City; Walter | 


Hand Hair Clipper Industry 


Government presiding officer: 
Anthony Bisgood. Members: P. 
R. Hatch, Brown & Sharpe Mfg. 
Co., Providence, R. I.; John 
Oster, John Oster Mfg. Co., 
Racine, Wis.; G. J. Michel, H. 
Boker & Co., Inc., New York 
City; and Julius Schultz, Allover 
Mfg. Co., Racine, Wis. 


Spraying and Dusting 
Equipment Industry 
Government presiding officer: 
K. W. Anderson. Members: 
Thomas M. Burton, vice-presi- 
dent, D. B. Smith & Co., Utica, 
N. Y.; R. G. Clark, priorities 
director, John Bean Mfg. Co., 
Lansing, Mich.; George H. Col- 
lier, sales manager, Dobbins, 
Mfg. Co., Elkhart, Ind.; R. C. 
Hudson, president, H. D. Hud- 
son Mfg. Co., Chicago, Ill.; W.G. 
Koehler, manager, Simplex Mfg. 
Co., McQueeney, Tex.; R. W. 
Merritt, sales manager, The Root 
Mfg. Co., Cleveland, Ohio; John 
L. Novak, secretary and general 
manager, Acmeline Mfg. Co., 
Travers City, Mich.; E. B. Stil- 
son, sales manager, The Hardie 
Mfg. Co., Hudson, Mich.; C. V. 
Schad, assistant general manager, 
“Friend” Mfg. Co., Gasport, N. 
Y.; J. V. Vernon, assistant sales 
manager, Niagara Sprayer & 
Chemical Co., Inc., Middleport, 
N. Y.; and C. D. Leiter, sales 
manager, The F. E. Myers & 

Bro. Co., Ashland, Ohio. 


Marine Fittings 
Hardware Industry 


Government presiding officer: 
Roy Halquist. Committee mer- 
ber are: Ralph M. Coe, Cleve- 
land City Forge Co., Cleveland, 
Ohio; George Dumkenberger, 


| Merrill Brothers, Maspeth, N. Y.; 





mington, Del.; F. Marsena Butts, | 


Briggs- | 


| 
| 
| 


k 
| Lockport 


Phelps Ingersoll, Wilcox, Critten- 
den Co., Middletown, Conn.; 
H. C. Isaacson, Isaacson Iron 
Works, Seattle, Wash.; D. S. 
Laughlin, Thos. Laughlin Co., 
Portland, Me.; W. C. Norris. W. 
C. Norris Mfg. Inc., Tulsa, 
Okla.; R. G. Robbins, Hubbard 
& Co., Pittsburgh, Pa.; Geo. C. 
Soule, Marine Steel, Inc., South 
Portland, Me.; Samuel S. Kolo- 
din, Hyde Park Iron Works, 
Brooklyn, N. Y. 


Tackle Block Industry 


Government presiding officer: 
Roy Halquist. 


Mass.; E. E. Baker, Upson-Wal- 


Committee mem- 
ner are: H. P. Abbott, Boston & 
Black Co., Boston, 


ton Co., Cleveland, Ohio; Alvin 
R. Campbell, Alvin R. Campbell 
Co., San Francisco, Cal.; Fred- 
rick Crosby, American Hoist & 
Derrick Co., St. Paul, Minn.; 
Donald R. McMillan, W. H. Mc- 
Millan Sons, New York City; E. 
M. Metzger, Madesco Tackle 
Block Co., Easton, Pa.; S. W. 
Reilley, Sherman & Reilley, 
Chattanooga, Tenn.; J. G. Wilde, 
J. G. Wilde Co.; W. W. La 
Fetra, Western Block Co., Lock- 
port, N. Y. 


Maintenance Brush 
Manufacturers’ Industry 


Government residing officer: 
Philip H. Thayer. Members: 
Frank W. Bernet, president, 
Wright-Bernet, Inc., Hamilton, 
Ohio; Joseph O. Flatt, president, 
J. O. Flatt & Co., Inc., Reading, 





Pa.; Jack Gantz, vice-president, 
Empire Brush Works, Port Ches. 
ter, N. Y.; Frank H. Hardy, 
Frank H. Hardy Co., Andover, 
Mass.; J. F. Hohenadel, presi- 
dent, Illinois Duster & Brush 
Co., Chicago, Ill.; E. A. Laitner, 
president, A. Laitner & Sons, De 
troit, Mich.; A. Robinson Me. 
Ewen, vice-president, Ox Fibre 
Brush Co., Inc., Frederick, Md.; 
Clyde A. Porter, secretary, Ne 
tional Brush Co., Aurora, IIL; 
J. S. Smith, resident, Caroling 
Brush Co., Inc., Charlotte, N. C.; 
Karl T. Templeton, vice-presi- 
dent, American Brush Corp, 
Chicago, Ill.; F. F. Tippett, di- 
visional auditor, Pittsburgh Plate 
Glass Co., Baltimore, Md.; 
Frank A. Tuchscherer, president, 
Los Angeles Brush Mfg. Corp., 
Los Angeles, Cal. 








OBITUARIES 








COL. L. S. HORNER 


Col. Leonard Sherman Horner, 
former vice-president and sales 
manager of the Acme Wire Co., 
New Haven, Conn., former presi- 





COL. L. 8. HORNER 


dent of Niles-Bement-Pond Co., 
New York City, and industrial 
advisor for the American Hard- 
ware Association, passed away 
recently in a hospital in Wolf- 
boro, N. H., after he had been 
stricken ill while visiting there. 

Col. Horner started his busi- 
ness career, after graduating from 
Lehigh University, in the employ 
of the American Telephone & 
Telegraph Co., as an electrical 
engineer. Later he became sales 
manager and vice-president of 
the Acme Wire Co., New Haven, 
Conn., and was a former presi- 
dent of the Niles-Bement-Pond 
Co., New York. 

Col. Horner the 


served in 








Spanish-American War and the 
first World War in which he was 
first commissioned a major and 
then a lieutenant colonel. He 
is survived by his widow. Julia 
Stuyvesant Barry and a son, H. 
Mansfield Horner, general mana- 
ger of Pratt & Whitney division 
of United Aircraft Corp., East 
Hartford, Conn. 





JOHN F. WEII'GART 


John F. Weingart, a partner in 
the Service Hdwe. Co., Westfield, 
N. Y., passed away recently at 
the Cleveland Clinic, Cleveland, 
Ohio, where he had gone for 
medical treatment. Although Mr. 
Weingart was elected sheriff of 
Chautauqua County in January 
he had continued to be active in 
the hardware business, which was 
managed by his son. His widow, 
son, two daughters and four 
grandchildren survive him. 








JOHN F. WEINGART 


HARDWARE AGE 
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WELL GET THIS —— I~ HERES 
BIKE TIRE FIXED WHERE WE CAN 
GET ACLASS FOR 
CET A JOB ON THIS PICTURE ! 




















“FIXIT CENTER” OF ANY TOWN—THE HARDWARE STORE! 


“Sister's radio's stopt perkin’, 
Pop has busted mother’s fan; 
But we'll get 'em fixed up pronto 
By our handy Hardware Man”! 


From fourth-grader to octogenarian, Americans have come 
to rely on the local Hardware Dealer for many of the little 
things that mean so much around the home. From lawn 
mowers to hinges, bike tires to washers and window glass 
to fishhooks. the Hardware Store has become an increas- 
ingly helpful institution. 

Today, with his new merchandise being rapidly depleted, 
the Hardware Dealer assumes even greater importance in 
his role of keeping the home front running smoothly. Be- 
cause his neighbors depend upon him and look to him for 


advice, his position is unique among American store- 


keepers. His word is usually final—-even in the smaller 
jobs wished on him. 

Therefore, when customers ask him to replace a pane of 
window glass, they rely on his judgment of the finer quality 
produced by Libbey-Owens*ford. But there’s more to 
it than that—because the progressive Hardware Dealer 
knows L-O-F Quality Window Glass offers greater clarity 
—and he appreciates its easier handling, easier cutting and 


reduced breakage be- 





cause of the longer 


WANT A COPY of this il- 
lustration for your store, without 
advertising of course? Just drop 
a card to Libbey:-Owens-Ford, 
3083 Nicholas Bidg., Toledo 3, 
Ohio, and ask for Illustration 33. 


L-O-F annealing proc- 
ess. If your stock is 
getting low, call your 
regular Libbey Owens: 
Ford Glass Distributor. 

















LIBBEY°-OWENS-FORD 


A GREAT NAME in Glew 
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in size 


Efficient Methods an Aid to 


Bins for repair parts vary 
in this well laid 
out department. Stock cards 
are kept 


A. L. Davis’ Son, Inc., maintains 
a stock of more than 2,000 
repair parts and keeps com- 
plete records on every item 


in a metal file. 














Farm Implement Repair Business 


E,, M implement re- 


pairs represent a vital war-time de- 
partment at A. L. Davis’ Son, Inc.., 
Binghamton, N. Y. The volume in 


this department this year is ex- 
ceeding all peace-time sales rec- 
ords. Normally, sales of repairs 
represent about 15 per cent of the 
firm’s farm implement sales. This 
year, with the restrictions on new 






















One entire metal 
drawer is devoted 
to manufacturers’ 
catalogs of re- 
pair parts. This 
department is ad- 
jacent to the main 
sales floor where 
visiting farmers 
cannot miss it. 


equipment and other limiting fac- 
tors, repair volume will reach a new 
high. Farmers must spend more 
for repairs to keep their present 
equipment operating and they 
must have equipment if they are 
to produce the record food crops 
which the government expects them 
to deliver. 

Considerable skill is required to 
operate a repair department 
profitably. A large stock of parts, 
a large investment of capital, and 
special knowledge is required for 
the department to function smooth- 
ly. A very complete record system 
is also necessary if parts are to be 
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This stock card gives complete data on each repair part. 


found quickly, selling prices 
known, and accurate estimates of 
ideal stocks determined. Only with 
this information can chaos be 
avoided in the operation of the 
department. 

Davis’ carries more than 2000 
items in its complete implement 
repair stock. Each item is recorded 
on a file card 3 by 5 in. in size. 
This card bears the selling price of 
the part, its number, name of part, 
name of manufacturer, name of 
implement, etc. This card also car- 
ries a complete record of stock on 
hand, and quantities ordered at 
various periods during the year. 
Some idea of the demand for in- 
dividual parts can be determined 
from this buying information. 
Ideal stocks are determined in this 
manner. By using this card sys- 
tem, the investment in each type 
of repair part is kept at an abso- 
lute minimum, a factor which is 
essential for controlled operation 
of the department. 

Davis’ carry repairs for all farm 
implements and machines that they 
sell or have sold at one time or 
another. More than 1900 num- 
bered bins are required to take 
care of the repair stock, all of 
which are located adjacent to the 
main sales floor. The size of bins 
varies throughout the department 
with the smaller bins at the top of 
the fixtures and the larger ones at 
the bottom. In addition to the 
number, a small card attached to 
the face of the bin, gives complete 
information about the parts. 

“Not all requests for repair 
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parts can be filled from stock,” 
says Norman W. Howard, one of 
the owners, “However, we can take 
care of the majority of requests. 
At frequent intervals, we analyze 
all our special orders for repairs. 
Parts which are being ordered fre- 
quently are often added to the 
regular stock. Parts are dropped 
out of the regular stock on an 
orderly basis.” 

The repair record cards save a 





lot of time in waiting on custom- 
ers. The first step is to see if the 
repair is listed on the company 
stock cards. Cards are filed first 
under the name of the manufac- 
turer, then under the name of the 
implement. If it is listed, the loca- 
tion of the part or stock bin num- 
ber can be secured as well as the 
selling price of the item. Should 
the customer desire any number 
of these parts, the stock record 
will indicate how many are in 
stock. This data is helpful in ad- 
vising farmers who telephone the 
store to find out if certain parts 
are on hand before making the 
trip to town to get them. 

One section of drawers in the 
repair department is used to file 
manufacturers’ catalogs of repair 
parts. These books are used in 
ordering special parts not carried 
in stock. Farmers are asked to 
bring complete information, such 
as make of machine, number of the 
part, etc., with them, and the com- 
pany insists that this information 
be supplied. They have found that 
it is not practical to try to deter- 
mine this information by going 
through all the parts catalogs in 
the file. 





Plant Stakes Aid 


FTER selling victory gardeners 
the seeds, fertilizers and in- 
secticides, sell them the stakes to 
stick their beans, peas, tomatoes and 
other vegetables. That is the advice 
from the Robertson Paint & Hard- 
ware Co., Birmingham, Ala., which 
last season sold hundreds of the 
sticks, varying in size and ranging 
in price from $3.60 to $12.50 per 
hundred. 

This firm put in a line of stakes and 
reeds and kept them displayed in a 
stand out front during the sum- 
mer season. Evidently gardeners 
are unable to find enough wood 
around their homes to stick vege- 
tables for they bought the merchan- 
dise freely. The longer stakes had a 
reed attachment as an aid in hold 
ing up the tomato or other plant. 
Quite a number of them were sold 
during the fall to dahlia growers. 

“We weren’t sure at first the 
stakes would sell,” said C. B. Mills 
of this firm, “but we found they 
would and we expect to enlarge the 
line this year. “Our outside display 
brought the comment from numer- 
ous city gardeners: ‘That is just 


Victory Gardens 


what I have been looking for.’ The 
line carries a good markup and 
being of wood is obtainable mer- 
chandise.” 





C. B. Mills shows his assortment 
of plant stakes to a customer. 
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Clarifying the Situation on Chain 


Under L-302, M-330 and P. R. 19 


i the issu- 


ance of Priority Regulation No. 19, 
the farmers are now provided with 
a simple procedure to buy certain 
farm supplies and to enable the re- 
tailers to obtain from the dis- 
tributors, the farm supplies they 
need to fill the farmers orders. 
Simultaneously, General Preference 
Order M-330 was issued providing 
for the issuance of directives by 
WPB to manufacturers and dis- 
tributors to make certain farm sup- 
plies available. This two-part ac- 
tion is designed to meet the present 
emergency and long-range needs of 
the farmer. 


Emergency Action 

The M-330 Order provides for 
emergency action by manufacturers 
and distributors under direction 
from WPB to get into retail chan- 
nels adequate quantities of some 66 
important items urgently needed by 
farmers. The Priority Regulation 
No. 19 grants the farmer a priority 
to buy not only the 66 items com- 
prising the emergency program, but 
also 78 additional items included in 
the long-range list. making a total 
of 144, 

The Priority Regulation provides 
that whenever a farmer orders any 
of the farm supplies covered by the 
regulation from a dealer who has 
the items in stock, the dealer must 
fill the order if the farmer gives 
him a_ signed certificate which 
states: “I certify to WPB that I am 
a farmer and that the supplies cov- 
ered by this order are needed now 
and will be used for the operation 
of a farm.” This certificate is now 
a WPB form. It may be furnished by 
dealers or may be written out by 
the farmer himself and will permit 
the purchase of up to $25 worth of 
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By DAVID J. GEMMELL 


General Sales Manager, 
The Cleveland Chain & Mfg. Co. 





DAVID J. GEMMELL 


any of the items on the critical list. 
In the event the farmer wishes to 
buy more than $25 worth, his cer- 
tificate must ‘be approved by the 
local County Farm Rationing Com- 
mittee. 

Under order M-330 and the spe- 
cial directive issued June 10 to our 
industry, the chain manufacturer is 
directed during the period from 
June 1 to Aug. 31, 1943, to disre- 
gard preference ratings (other than 
AAA) to the extent necessary to fill 
all orders from their distributing 
outlets for farm chain up to a total 
of 35 per cent of the weight quota 
established under Limitation Order 
L-170 of the following items: 

Harness chain including: breast. 
butt, halter, heel and trace chains, 
cow ties and tie out chains, all sizes 
of 14 ft—No. 120 type log chains, 
up to and including %%-in. size 
equipped with grab hook and slip 
hook, repair and lap links 10-3, 
10-2 and 10-1 sizes, etc., and 1 per 
cent base monthly production of 
each size of proof coil chain under 
Y-in. size and 35 per cent of the 
aggregate shipments of farm tractor 
chains during the calendar year of 
1940 and 1941 which ever is higher. 





The new limitation order L-302, 
which became effective June 26, 
1943, restricts our industry from 
processing any raw material into 
chain or chain assemblies which do 
not conform to the specifications on 
this order. Between 93 and 95 per 
cent of the total monthly produc- 
tion in pounds of all types and sizes 
of chain and chain assemblies will 
be scheduled for delivery to the 
Army, the Navy, Lend-Lease, wax 
industries, including requirements 
for maintenance, operation and re- 
pair. The remaining 5 to 7 per 
cent tonnage is to be set aside for 
delivery of farm chains based on 
ratings assigned to jobbers’ WPB 
547 (former PD-1X) applications. 


Orders From Distributors 


On orders from distributors which 
may be in excess of the above 
amounts specifications are to be 
filled only in accordance with pri- 
ority regulations. In the event a 
chain manufacturer cannot fill all 
orders he has on file, from his job- 
bing connections, he may prorate 
orders among his distributors on the 
basis of normal shipments regardless 
of preference ratings other than 
AAA. Please note that we are re- 
stricted to distribute only 1 per cent 
of based monthly production of each 
size of proof coil chain under 4-in. 

The statement has been made that 
the chain industry has been more 
interested in producing chain for 
defense purposes than in the manu- 
facture of chain for agricultural 
needs. Most certainly the chain in- 


dustry is vitally concerned with the 
production of chain for all branches 
of the Army and’ Navy. No one 
would expect us to be otherwise. 
But the chain manufacturer has 
always had facilities for producing 
(Continued on page 116) 
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A FRANK STATEMENT ABOUT 
THERMDS 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND VACUUM BOTTLES 
and REPLACEMENT FILLERS 








@ When wartime restrictions limited the production of new vacuum 
ms. bottles — we .offered Thermos brand Replacement Fillers to help you 
maintain volume on vacuum-insulated goods, and to serve your custom- 
ers by restoring their broken Thermos-made bottles to new-bottle effi- 
bve ciency. Frankly, we had no idea that your splendid co-operation would 





result in a demand that would so greatly tax our ability to produce, 


p those fillers. 

- There are still Thermos brand Vacuum Bottles, but production is 
- drastically restricted. 

18s There are still Thermos brand Replacement Fillers, but the demand 


has all but swamped our factory. 
nt We know you will understand the reason if you are not immediately 
- able to get all the bottles, or all the replacement fillers you may be able 
to sell. We shall do our best, as always, to serve you fairly. 






THE AMERICAN THERMOS BOTTLE COMPANY 


NORWICH, CONNECTICUT 








Thermos Limited, London 





Thermos Bottle Co., Ltd., Toronto + 
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Faith—the Tie That Binds 


Without faith we are lost. Suppose you and ] 
lived in constant dread that the things we ex- 
pected of each other might not be done. Sup- 
pose that everyone in the world were suddenly 
to become faithless and unworthy of faith. Just 
think of the chaos! The world is plunged into 
war today because nations broke faith with 
each other. 


By JOHN S. TOMAJAN* 
President, 
The Washburn Co., Worcester, Mass. 
Vice-president, 
The American Hardware Manufacturers’ Ass'n. 


| me long ago I was 


asked to speak before a joint meet- 
ing of the young people’s societies 
of two of the churches in my home 
town. These societies are made up 
of high school students. I do not 
find it easy to talk to girls and boys 
of that age because I remember too 
clearly my own feelings at that peri- 
od of my life. However, I had to 
take the assignment. And I did. 

The subject*of the meeting was 
“Where Do I Fit in Industry?” I 
took the liberty of changing that 
text to “How Can I Fit Myself for 
Industry?” 

It seemed reasonable to make that 
change. I wanted to impress upon 
those youngsters that they must not 
feel that they are already fitted for 
a place which is waiting for them 
in industry. It is rather their duty 
to fit themselves for a place in in- 
dustry. That, to me, seemed a more 
dynamic, a more challenging, ap- 
proach to the problem. “How Can 
I Fit Myself for Industry?” 

The first speaker on the program 
was a railroad executive. He gave 
an excellent exposition of the func- 
tional set-up of the passenger ser- 
vice and the freight service. He told 
about the various departments and 

* Extracts from a message by Mr. 
Tomajan to the key men in sales, man- 


agement and production at Washburn 
Co.’s Rockford, Ill., plant. 
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their duties. The youngsters were 
deeply interested in his story. It 
was a good one. 

While my railroad friend was 
speaking a thought flashed through 
my mind which was entirely new to 
me. In fact, it struck me so force- 
fully that I decided to abandon the 
talk I had prepared. I was so in- 
spired by this new thought that I 
let my heart guide me in what I told 
those youngsters. Here it is: 


Value of Cooperation 


I confessed that I was speaking 
extemporaneously because of the 
circumstances. I’ said that I had 
been thoroughly inspired by this 
story of the railroad industry. I had 
always thought of a railroad as a 
huge business. It is not just a busi- 
ness. It is a huge cooperative sys- 
tem. Hundreds of thousands of peo- 
ple, working together, provide trans- 
portation for me. They are banded 
together to give transportation to 
the community. To come out to 
Rockford, I purchased a ticket. I left 
Worcester on Wednesday afternoon. 
On Thursday noon I was in Rock- 
ford, Why? Because all the people 
in the railroad cooperated to serve 
me in what I wanted to do. 

Let’s take another example. I pick 
up a telephone. With that little in- 
strument in my hand I can get into 
immediate personal communication 
with all parts of this country and 
most parts of the world. Think of 


JOHN S. TOMAJAN 


it! Almost instantly I bridge thou- 
sands of miles and send my voice 
into the office or home with which 
I wish a contact. Why is this pos- 
sible? Because hundreds of thou- 
sands of people have cooperated, 
and are cooperating, to place this 
power in my hands. 

Have you ever thought of how lit- 
tle you or I would be able to ac- 
complish if we were limited only to 
what we could do with our hands? 
We would be pretty powerless with- 
out the tools and instruments which 
we use every day as a matter of 
course, so much so that we take 
them for granted. But we are not 
powerless. We are powerful be- 
cause millions of people in the 
world have cooperated, and are co- 
operating, to the end that each one 
of us shall be more powerful and 
more effective in his daily life. 

We are all beneficiaries of this co- 
operation. We are receiving its 
benefits all the time. And the rea- 
son we advance in civilization is 
that most of the people in the world 
are giving this cooperation almost 
automatically. But suppose that, one 
by one, people decide to stop giving 
this cooperation. What would hap- 
pen? Gradually development would 
slow up and stop. More would be 
taken out of the pot than is put 
in. And soon the pot would be 
empty. 

When the pot is empty, anarchy 
will set in because, under Nature’s 
law of survival of the fittest, people 
will start taking things away from 
each other. As a result, civilization 
will collapse. And life will be re- 
duced to the low level of a bitter, 
selfish struggle for existence. 

“Therefore,” I told my young 
friends. “Your job and my job is 
to make sure that we are concen- 


(Continued on page 97) 
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Mr. Wyka and one of 
his workmen check on 
the parts of an en- 


silage cutter. 


New Implements From Old Ones 


“Pes Owego-Murray 


Co., Inc., Owego, N. Y., rebuilds 
old, discarded, broken down, and 
worn farm machinery. When they 
are finished the overhauled imple- 
ments are as serviceable as new. 
even though they are sold as re- 
built machines. This business, or 
service, as the company prefers to 
consider it, since it is a war-time 
expedient, has enabled the firm to 
increase volume of the department 
and also supply badly needed 
equipment to farmers in the terri- 
tory. 

A considerable amount of the re- 
building or repair work is done on 
equipment owned by farmers who 


AUGUST 19, 1943 


The Owego-Murray Co., Inc., rebuilds 
worn farm machinery and aids the 
work on the food production front 


Advertisements of 
this type attract 
local farmers to 
the store to buy 
used machinery. 
This ad, which 
was 6 by 8 in. in 
size, was run in 
“Store News,” the 
firm’s newspaper. 











USED Machinery 
Like New! 


You've Often Heard About it. . . 
Here It Is! 

The answer to a Farmer's “Wartime 
Prayer” cam be found in Murray’s Used im- 
plements. 

Famous-make machines like Oliver, John 
Deere, International and others have been 
bought used and compietety rebuilt. 

Wern parts have been replaced, wheels. 


SULKY PLOWS 


$50.00 to $60.00° 





RIDING CULTIVATORS 
SS 


$50.00 to $70.00 





have been relined, and the entire imph 
has been checked, cleaned, steamed, and re- 
painted in the approved Murray fashion. 
To prove our faith in these Used Imple- 
meats a Thirty-Day Guarantee accompanies 
every machine sold. 

See ws today for Used Machinery of all 
Kinds. Special values on Threshers. 


HAY TEDDERS 


























Features Available Builders’ Hardware 


<5 


A very complete stock of builders’ hardware is presented in this unusual 

window display of Omer De Serres, Ltd., Montreal, Quebec, Canada. The 

items shown are all mounted on sample panels and many very unusual 

pieces are displayed. All, however, are available from this company. Back- 

ground for the display is constructed of beaverboard and cardboard and is 

very light color. Translation of the sign is “We have in stock a most com- 
plete stock of padlocks.” 





bring the machinery to the store 
so it can be put in first-class con- 
dition. The company also buys 
considerable discarded or broken 
down farm equipment. This is re- 
built and then resold. An expert 
goes over the implement and marks 
the work to be done. Every worn, 
sprung, or twisted part is replaced. 
The machine is then tested, ad- 
justed and repainted. It now looks 
and works like new, for this com- 
pany’s staff of workers are experts 
in their jobs. 

“Mowers, tedders, rakes, corn 
pickers, plows and cultivators of 
all kinds, ensilage machines and 
other farm implements are re- 


Display Appealed to Hunters 





built,” says R. J. Wyka, manager 
of the agricultural department. 
“Recently we paid $15.00 for a 
mower and rebuilt the machine. 
When it was sold it brought almost 
as much as a new machine. All our 
selling prices on used farm ma- 
chinery are set according to the 
formula established by OPA. This 
provides for a 15 per cent margin 
on the cost of the implement and 
allowances for transportation ex- 
penses.” 

Repair and rebuilding jobs, in 
some instances, run into rather 
large sums. A recent rebuilding 
job on an ensilage cutter for a 
farmer amounted to over $250.00. 


The farmer had practically a new 
machine. It would have cost him 
in the neighborhood of $500.00 
to $600.00 today for a new cutter 
—if he could have secured one. 

The repair department occupies 
the greater part of a four-story 
building which is located about a 
block from the main store. Expert 
farm machinery mechanics do all 
the work and they have a com- 
pletely equipped shop in which to 
work. All of the mechanics are 
older men with years of experience 
in this business. 

Every piece of machinery going 
through the department has a rec- 
ord card. Every new part and all 
the time that has been spent in 
making the repairs is recorded. 
From such data, the rebuilding 
cost of the machine is determined 
and the retail price established. 

“Normally, it would hardly pay 
a farmer or a hardware dealer to 
attempt to do extensive repair 
work of this type,” says Mr. Wyka. 
“Old implements in any other time 
could not be sold for enough to 
justify the expense involved. To- 
day, farmers need any kind of 
equipment they can get if they are 
to tend the increased acreages and 
produce the increased food quotas 
requested by the government. The 
only way we can justify the de- 
partment or this type of work to- 
day is that it helps our farm cus- 
tomers meet their problems and 
aids in the war effort.” 


and Fishermen 





The two windows, shown here, were used effectively last August by The Tool Shop Sporting Goods Co., 
Detroit, Mich., hardware and athletic goods store. As Edward H. Tackney. display manager puts it. “The 
hunting window was only the first build-up toward greater and more concentrated hunting presentations 
while the fishing window served as a ‘last-of-the-season reminder.” The fishing tackle window had a sign 


which stated, “We help you tackle the ‘big-uns.’” 


Tackle and other fishermen’s gear was enhanced by a 


fishing background and some bark from a large tree. The hunting window, given over both to guns and 
hunting clothing, was enhanced by use of leaves. etc., suggesting the approaching autumn season. 
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‘No. 13 HOW TO 
REMOVE COTTER KEYS 




















The following is a simple, effective and workmanlike 
method of removing cotter keys. It is not safe practice 
to reuse these keys and this method makes it impossi- 
ble. Crescent’s Heavy Diagonal Pliers, No. 542, should 
be used for this purpose. 








x 


4 














First, straighten out the spread ends sufficiently to 
permit cutters to “bite” both pieces at one time as 


shown in following illustration. 
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With cutters close to nut, as shown above, sever spread 
ends with a single cut. 

















Now grip the head or “eyed” end of the cotter key as 
shown above and with a sideways motion, pry the 
cotter key out. Don’t attempt to pry it out without first 


cutting off the spread ends. . 


MAIL THE COUPON... for Free Reprints of this 
series of informative ads. Please indicate whether you 
want them for bulletin board use, or punched for 
3-ring binder. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


Crescent Tool Co., Jamestown, N.Y. D-5 
Please send your “TOOL NOTES” Series 


for Bulletins _} for 3-ring binder 


a 
Name 


Address 











City. __ State 











For Late September—Ladders, 
Paints and Moth Sprays 


LADDERS 


THAT YOU CAN 
USE WITH 


ASSURANCE 
SAFE ~ STRONG 


GOOD 
VALUES 


Comatte 
Stocn OF 
EXTENSION 
LADDERS 

ALSO 


LADDER 
WINDOW 


MERCHANDISE: 


Stepladders in 
several § sizes, 
straight ladders, 
stepladder stools, 
kitchen stools with 
ladder features. 


BACKGROUND: 


Center panel of 
bright yellow cor- 
rugated board or 
painted wall - 
board. Side 
panels of light 
brown. Cut- out 
letters in red. 
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MAKE PLANS For 
FALL 
1PAINTING 




















KILL Your 
MOTHS 


THESE ITEMS 
WILL HELP You 












































FALL 
PAINTING 
WINDOW 


MERCHANDISE: 
House paint, barn 
paint, roof paint. 
linseed oil, paint 
brushes. wire 
brushes, turpen- 

tine, sandpaper. 


MOTH 
SPRAY 
WINDOW 


MERCHANDISE: 
Moth spray in va- 
rious size con- 
tainers, moth 
flakes, moth balls, 
moth cakes, 

sprayers. 


BACKGROUND: 


Large panels of 

buff corrugated 

board or painted 

wallboard. Side 

strips of red. Cut- 

out letters in yel- 
low. 
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1. BETWEEN Sept. 1 and Oct. 9, more 
than 67,000,000 messages will appear 
in 24 national magazines and 108 Sunday 
newspapers. Your Fall Pyrex ware Dis- 
play Kit includes a 4-color reprint for 
window or counter. \ We don’t like it any better than you do 

when we can’t deliver a// the Pyrex ware 


DTBER.RRLL{KK WN \ \ N you want, promptly. But searchlight \\ 
N lenses, radio tubes, +insulators, Army WW 


; : WN 
tableware, hospital supplies come first. = 


These are just a few of the items for \ 


which Corning workers have been fs 
awarded the coveted Army-Navy “E”’. ~~ 
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Sass 
\N 


z DISCUSS THIS % 
cre) § FALL CAMPAIGN 
; WITH YOUR 
DISTRIBUTOR'S SALESMAN 


COMMS GL ass ORES 
Comag MY USE 
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2. BY Sept. 1, dealers will receive the 
most elaborate, full-color background 
display we have ever produced. Three 
dimensional . . . you can place actual 
dishes in foreground of display. Ideal for 
window, island or counter use. 


i 
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CORNING GLASS WORKS 
CORNING, N. Y. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 















E, ERY retail hard- 


ware business has to contend with 
the problem of “shrinkage” in its 
operations. Generally speaking. 
“shrinkage” is the difference be- 
tween what you actually receive 
when the goods are sold and what 
you originally planned to receive 
when the goods were marked. 

It arises when goods are stolen. 
damaged, broken, marked wrong 
or sold at less than the marked 
prices. It also comes about through 
careless checking of shipments. 
careless marking, failure to charge 
out merchandise used in the store. 
errors in quantity and carelessness 
in recording charge sales. 

All of these operations will re- 
sult in “shrinkage” and the only 
way to avoid or curtail these losses 
is for every employee to do his 
job thoroughly and accurately. 

It is almost impossible to elimi- 
nate “shrinkage” entirely but it 
can be reduced and held at a very 
low percentage of sales. Today. 
when merchandise is so hard to 
get, it is very important that every 
item be in first class condition and 
that the full retail price be secured. 

Members of the Hanpware AGE 
Retail Sales Idea Club should set 
the example and lead the way in 
reducing this “shrinkage” to the 
greatest possible degree. 


Clean Stock Rooms 


Stock rooms free of dirt, dust. 
and packing debris make possible 
low-cost handling of merchandise, 
low percentage of damaged mer- 
chandise, and prompt location of 
surplus stocks. 

Someone in 
the company 
must be respons- 
ible for the con- 
dition of these 





Shrinkage 


parts of the store and it is 
usually the newer employees. This 
may seen like menial work at the 
beginning but, in reality, it is one 
of the most important jobs in the 
store. You will be able to learn 


much about merchandise, and 
stockkeeping that will help you 
advance to better-paying positions 
when openings occur. 

Dirty and disorderly stock 
rooms are dangerous fire hazards. 
This should be reason enough for 
keeping them clean today. 





July Contest Winners 


First Prize—$10.00 





WM. H. BAILEY 


W. H. Bailey, Perth Amboy 
Hardware Co., Perth Amboy, 
N. J. 


Second Prize—$5.00 


Harold A. Stimmel, Worthing- 
ton Hardware Co., Worthing- 
ton, Ohio 


Third Prize—$3.00 
Albert C. Hoffman, Sam S. 


Nave Hardware, Huntington, 
Ind. 


Fourth Prize—$2.00 


Helen M. Douglas, W. H. 
Douglas Hardware, Commerce, 
Texas 


FOR EACH OF THESE ID E A Ss $1.00 WAS PAID 


Accommodations for Ladies 


“A short time ago we con- 
structed an attractive rest and 
powder room for the use of 
women patrons of our store. This 
room is located in an easily acces- 
sible part of the store and is fur- 
nished with attractive «dressing 
table, mirror, lounge, footstool. 
smoking stand and other neces- 
sary fixtures. 


“As soon as the room was fin- 
ished, we carried a small an- 
nouncement about it in one of 
our newspaper advertisements. We 
have had many women customers 
compliment us on our rest room 
and they seem to think very kindly 


of our store for having such mod- 
ern facilities available.” 
Haro_p A. STIMMEL 
Worthington Hardware 
Co. 
Worthington, Ohio 
+ * * 


Forks Converted to Cultivators 


“With the demand for garden 
tools so great and our company 
unable to supply them, we hit 
upon the idea of trying to convert 
items in our stock into implements 
which might be used to cultivate 
the Victory Garden and thus save 
the seed and bring the crop to 
maturity. 
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“The first items we converted 
successfully were some straight 
handled, three-prong hay forks. 
We had a local blacksmith bend 
the tines at about the half-way 
point, thus making a very service- 
able garden cultivator out of an 
item which it was practically im- 
possible for us to sell otherwise.” 

Warren A. HunTER, 
Newton Square Hdwe Co., 
Newton Square, Pa. 


* * * 


Idea Saves Steps 


“Turpentine, linseed oil and 
similar products are bottled in our 





basement and the bottles placed 
on shelves in the paint department 
where it is convenient to the sales- 
person waiting on the customer. 
This saves a lot of steps, for few 
customers have containers. If they 
should bring their own bottle, we 
fill it for them. Having these 
products bottled does save a lot of 
time for the salesmen and enables 
them to wait on the customer more 
promptly. We tell customers that 
money deposited on the bottle will 
be refunded if they care to return 
2” 

Lena Day, 

DeVore Hardware Co., 

Monongahela, Pa. 


pages of successful ideas. 





Plaques Promote Sales of 
Garden Seeds 

“We sell kitchen wall plaques 
made up of artificial vegetables 
and fruits the year around. They 
are colorful and attract a*lot of 
attention. This year we displayed 
these items on the wall behind our 
main seed display. 

“Here they attracted a lot of 
attention and they also aided our 
customers in the selection of the 
various types of seeds that they 
wanted for their Victory Gardens.” 

Mivprep E. Sacus, 
Ronald Hardware Co., 
Springfield, Ohio 





You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 











Correct Answers to Questions in the 
July “What Do You Know?” Contest 


1—Give some of the provisions a well-drawn 
business building lease should contain. 


Answer—Amount of rental; terms of the lease; a 
renewal option; free use of property during re- 
modeling and installation of fixtures and equip- 
ment; rental to start when store opens; date rent is 
due; the rental in case of fire, tornado, etc.; tax 
clause regarding payment of taxes by merchant 
with credit on rental; space covered by lease; sub- 
leasing clause; plate glass insurance liability; re- 
pairs to property; use of existing fixtures, etc.; and 
protection from damage caused by other building 
tenants. 


2—Suggest several suitable color schemes for the 
front of a hardware store. 

Answer—Always consider the color scheme of the 
stores on either side of your store before deciding 
on the colors for your own front. Some suitable 
combinations are as follows: lead color with bottle 
green trim; yellow with orange trim; bottle green 
with light buff trim; ivory with maroon trim; 
ivory with black trim; sandstone with light maroon 
trim; yellow with black trim; orange with black 
trim; light grey with ivory trim; navy blue with 
yellow trim; white with black trim. 

3—Store atmosphere means increased sales in 


retail stores. What factors go to make up the right 
type of store atmosphere? 


Answer—Attractive ‘color scheme; well painted 
sidewalls and ceiling; attractive and clean sidewall 
fixtures and display tables; interesting and inviting 
interior displays; well developed departments prop- 
erly located in relation to each other; and arrange- 
ment, design, and color harmony that pleases 
throughout the entire store. 


4—Window displays should be planned in ad- 
vance for best results. Suggest two displays you 
would schedule for the month of September and list 
the merchandise to be shown in each., 


Answer—Suggestions made by several of the 
prize winners are listed in answer to this question. 
Listing of the merchandise is omitted. 


Lawn seed and fertilizer window; tool window; 
coal, gas, and wood heater window; late harvesting 
goods window; fall home and farm repair window; 
fall heating supplies window, and school day needs 
window. 


5—What type of window display fixtures have 
you found most helpful in arranging 
displays? bg 6 





Answer — Cardboard pedestals, 
metal stands, stair-step type of units. * 
corrugated board pedestals and glass © 
pedestals. 

























OFFICE OF CIVILIAN REQUIREMENTS 
PROMISES SOME RELIEF ON HARDWARE 


NO APPRECIABLE LETUP ON “L” ORDERS 


Bureau 
AGE) 


(Washington 
of HARDWARE 

Reports from the trade reveal 
that WPB limitation orders and 
the policy followed by the de- 
funct Office of Civilian Supply 
under its chief, Joseph L. Wei- 
ner, have resulted in smaller and 
smaller metal goods inventories. 

WPB’s Office of Civilian Re- 
quirements headed by A. D. 
Whiteside, under orders from 
War Mobilization Director James 
F. Byrnes, is surveying the na- 
tion’s hardware supply to dis- 
cover its low spots. Mr. White- 
side has promised to wipe out 
these “spots,” but denies that 
there will be any appreciable let 
up of “L” orders. 

Meanwhile, a check by Harp- 
WARE AGE on market conditions 
confirms trade reports. An 
analysis on supply of some of 
the more important lines fol- 
lows: 

Kitchen and Household Prod- 
ucts—Increased supplies of lunch 
boxes, dinner pails, blue steel 
drip pans, vacuum bottles, black 
steel shapes, bake pans, carpet 
sweepers, cake turners, egg beat- 
ers, ice picks, etc., can be ex- 
pected within the next six 
months. Shortages are acute and 
householders are complaining. 
Substitution of plastics and fiber 
in lunch boxes and dinner pails 
has proved unsatisfactory and be- 
fore production of metal boxes 
can be started again revision of 
limitation orders will be neces- 
sary. The same situation applies 
to carpet sweepers and blue 
steel drip pans. 

Glass Cooking Utensils—Stocks 
are low and the replacement rate 
for glass is higher than that for 
enamelware and metal. Produc- 
tion at a higher level than the 
base period will be necessary to 
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HARDWARE AGE 


check in Washington 


shows some relief planned on limited number 


of hardware, housefurnishings and allied lines. 


ease the situation and it is be- 
lieved that this production will 
be allowed. 


Galvanized Goods This cate- 


gory includes pails, buckets, 
garbage cans, wash tubs, shovels, 
funnels, etc. Production last 


year was estimated at only one- 
third of that of 1940, causing 
severe shortages. Substitution 
of wooden wash tubs, pails and 
buckets has been attempted but 
has not been practical. Increased 
numbers of these items should 








reach civilian outlets before the | 


first of next year. 

“Enamelware 
enamelware are expected, be- 
cause of the limited capacity of 
the glass industry in providing 
glass utensils. Since steel, alumi- 
num and copper have been elimi- 
nated in the manufacture of 
these items glass and enamelware 
must carry the load. Shortages 
in enamelware are evident and 
if production is not upped indus- 
trial and household cooking fa- 
cilities will be limited. 

Electric Light Bulbs—All types 
of bulbs and tubes are now dif- 
ficult to obtain. Surpluses have 
dwindled away and the Army 
has used its priority to purchase 
many destined for civilian use. 
Production is expected to be 
sufficient to maintain inventories 
at a reasonable level in view of 
a severe shortage when bulbs and 
tubes reach their peak period of 
consumption in fall and winter. 
There will be no further produc- 
tion of lamps for Christmas trees 
and toy trains. 

Screening—War housing and 
expansion in industry have 
brought inventories of screen to 
a very low level. It has become 
increasingly difficult to obtain. 
Release of some frozen stocks is 


| ment 
Increases in | 


| being carried out and increased 


production is expected. 


Cutlery Production of all 


| types of cutlery (pocket knives, 


clippers, household scissors, etc.) 
is slated for a definite increase. 
Inventories are extremely low 
and cutlery needed for indus- 
trial purposes is almost impos- 
sible to obtain. Household users 
are also suffering from this short- 
age and complaints are numer- 
ous. 

Pressure Cookers Through 
the cooperation of all govern- 
agencies concerned with 
home canning it is expected that 


| production of these items in the 


| Government 








last few months of this year will 
be sufficient to meet minimum 
essential needs. 

Cooking Equipment — Froduc- 
tion and existing stocks of all 
types of stoves are at low levels. 
financed housing 
projects are taking much of new 
production. Production will be 
scheduled so as to meet the re- 
quirements of the recently an- 
nounced rationing order, which 
should insure equitable distribu- 
tion, 

Heating Stoves Inventories 
are below normal. No new pro- 
duction figures available but if 
production is not stepped up in 
the next few months a severe 
shortage will be felt during the 
winter. Production at present is 
only about 50 per cent of normal 
needs. The stove rationing pro- 
gram will also apply to heating 
stoves. 

Ice Refrigerators—This item is 
badly needed because of the 
change in food-buying habits and 
the large number of defense 
workers, with large incomes, who 
now require refrigeration. A sub- 
stantial increase in production of 
ice refrigerators is expected dur- 











ing tae last few months of this 
year. 
Cages—Increased 


Traps and 


| supplies are expected to fill the 


needs of both government and 
civilian users. Mouse and rat 
traps are essential to protect our 
food supply. Production will be 


just enough to fill minimum 
needs and will not approach 
actual civilian demand.  Ma- 


terials to produce traps have been 
dificult to obtain and a limita- 
tion order is now under way. 

Warm Air Distribution Equip- 
ment—Shortages are at the 
critical stage. Plans to insure 
increased production are under 
way, but it is doubtful whether 
the increase will be sufficient to 
meet essential needs. 

War Air Furnaces—Stocks are 
expected to be depleted by the 
end of the year. New and in- 
creased production will be sched- 
uled but will not be available 
until some time after Jan. 1. This 
indicates a shortage of furnaces 
for civilian replacements and fv 
installation in new dwellings. 

Hot Water Equipment.—As in 
all items of this type shortages 
are reported. Production will be 
brought to levels covered by 
existing orders, 

Low Pressure Boilers—Inven- 
tories are low but not critically 
Necessary for construction 
of new buildings and for replace- 
ment purposes. Cast iron boilers 
are being substituted for steel 
models. Production will most 
likely be maintained at a fairly 
high level for any cut 
mean that a certain number of 
buildings would lack boilers. 

Dry Cell Batteries—The far- 
mer will be the first to be sup- 
plied in order to keep his radio 
in operation. Batteries for all 
farm use will be given high 
priority so as to insure the far- 
mer keeping his automotive 
equipment in operation. High 
on the list will be batteries for 
hearing aids. Supplies of ordi- 
nary batteries should be sufficient 
for operation of existing flash- 
lights. Stocks are low on all 
batteries and it will be sometime 
before anything near a surplus 
is reached because of the many 
critical materials which go inte 
their manufacture. The recent 
release of batteries for portable 
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radios by the Army sounds an 
encouraging note and it is now 
reported that they will soon re- 
lease quantities of flashlight 
batteries. 

Flashlights—The item is neces- 
sary to maintain efficiency stan- 
dards in many industrial services. 





Substitution of wood and paper | 


for the barrel of the flashlight 
case have helped to maintain 
production at a reasonable level. 
No increase is expected. 
Razors—Order L-72 prohibits 
the production of safety razors 
and straight edge razors. There 





is a heavy demand and existing 
stocks are practically exhausted. 
Revision of the limitation order 
is expected but no immediate 
production of new razors is in 
sight. 

Razor Blades—Production has 
been below normal requirements 


but no critical shortages have 
been felt. The current produc- 
tion rate should be sufficient to 
meet minimum civilian needs. 
Reduction of the weight of the 
blades and elimination of single 
edge blades have resulted in sav- 
ings of carbon steel. 








OPA SETS MANUFACTURER AND 
JOBBER PRICES ON HINGES 


MPR 413 CONTROLS THESE PRICES 


Effects reduction about 2 to 3 per 


cent. Freight 
in use in Oct., 


practices 
1941, continued in 


generally 


regulation by establishing two zones. 


Transaction prices on October 
1, 1941, were established as the 
maximum manufacturers’ prices 
for hinges in a new regulation 
issued June 29 by the Office of 
Price Administration. 


The new regulation also estab- 
lishes ceilings for sales by job- 
bers which will allow them their 
customary mark-up of one-third 
over landed costs, and for the 
sales of hinges made by manu- 
facturers of locks and lock sets. 

The measure—Maximum Price 
Regulation No. 413 (Hinges and 
Butt Hinges)——in effect will re- 
duce manufacturer's prices about 
2 to 3 per cent and will elim- 
inate a price increase announced 
by a part of the industry on 
October 10, 1941. The new ceil- 
ings reflect both the manufactur- 
ers’ published discounts of Oc- 
tober 1, 1941, from March, 1941, 
list prices. 

All types of hinges covered by 
the measure, which became effec- 
tive July 3, 1943, are listed in the 
regulation. The industry’s com- 
plete line of hinges rather then 
the recently limited lines are in- 
cluded since some production of 
the old line is still possible under 
wartime limitation orders and be- 
cause inventories in the hands of 
distributors may include hinges 
manufactured before the War Pro- 
duction Board limited production 
to steel, cast iron and antimonial 
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lead (except for production of 
brass or bronze hinges for use in 
ships, aircraft and war plants). 

Sales of the hinges covered by 
this action when made under 
lump sum contracts for sale with 
other builders’ hardware items re- 
main under the provision of Maxi- 
mum Price Regulation No. 261. 
Retail sales continue to be con- 
trolled by the General Maximum 
Price Regulation and prices to 
the ultimate user will not be 
effected. For hinges not specifi- 
cally listed in the price tables 
of the new measure, prices re- 
main determined by Revised Price 
Schedule No. 40 as amended 
(Builders Hardware and Insect 
Screen Cloth) or the General 
Maximum Price Regulation. 

Generally the hinges covered 
by the new measures are those 
of builders’ hardware referred to 
as “finishing hardware.” The reg- 
ulation preserves the industry’s 
recognition of popular items pro- 
duced for inexpensive construc- 
tion. 

Specifically the maximum prices 
which manufacturers can charge 
in sales to jobbers and contract 
hardware distributors is the uni- 
form list price of March 1, 1941, 
(as listed in the regulation) sub- 
ject to discounts allowed in the 
order. Sales to lock and lock 
set manufacturers to the U. S. 
Government, and to all other pur- 





chasers have as their maximum 
prices the prices which were paid 
or would have been paid on Octo- 
ber 1, 1941. 

The maximum prices for sales 
by jobbers are set at discounts 
of 40-5 per cent from the March, 
1941, price list on arrowed items 
and 40 per cent for unarrowed 
items says OPA. Sales of hinges 
by lock manufacturers may not 
exceed cost plus 20 per cent. 

The return to October 1, 1941, 
transaction prices permits manu- 
facturers to cover costs by as 
great a margin, if not greater, 
than achieved in 1941, OPA’s 
cost and profits studies indicated. 
Gross margins realized are ex- 
pected to be greater than those 
obtained in 1941. 

A direct -result of the estab- 
lishment of uniform maximum 
prices for manufacturers will be 
to alleviate the squeeze upon cer- 
tain jobbers, who were left with 
less than their customary mark- 
up over cost when Revised Price 
Schedule No. 40 troze their prices. 
The retraction of the last in- 
crease by the minority of manu- 
facturers who advanced prices in 
the latter part of the freeze peri- 
od will restore the jobber’s nor- 
mal mark-ups on the hinges sub- 
ject to that increase. 

The freight practices which 
were generally in effect in Oc- 
tober, 1941, are continued in the 
regulation by establishing two 
zones. Manufacturers are re- 
quired to absorb all transporta- 
tion charges on shipments of 100 
pounds or more into 26 specified 
states and the District of Colum- 
bia which are designated as Zone 
1. Jobbers purchasing lees than 
100 pounds, and obtaining deliv- 
ery by means of parcel post or ex- 








| press may pass on to their cus- 


tomers the actual cost of securing 
the delivery if such jobbers note 
the charges on invoices to the 
retailer. Zone 1 comprises the 
following: 

Connecticut, Delaware, District 
of Columbia, Illinois, Indiana, 
Iowa, Kentucky, Maine, Mary 
land, Massachusetts, Michigan, 
Minnesota, Missouri, New Hamp- 
shire, New Jersey, New York, 
Ohio, Pennsylvania, Rhode Island, 
Vermont, Virginia, West Virginia, 
Wisconsin. 

For manufacturers shipping 
into Zone 2, comprising the 22 
states not in Zone 1, the maxi- 
mum price is f.o.b. point of man- 
ufacture except that the manu 
facturer is required to pay the 
same proportion of the freight 
charges he paid or would have 
paid on October 1, 1941. Job- 
bers located in the second zone 
may add to their maximum price 
the actual cost of securing deliv- 
ery from the manufacturer. 





NEEDN’T REGISTER FARM 
USED CONSTRUCTION 
ITEMS 
(Washington Bureau 
of HARDWARE AGE) 
Farmers have been exempted 
from registering their used con- 
struction equipment under the 
terms of Order L-196 as amended 
recently by WPB. The amended 
order also exempts from registra- 
tion 22 small items of used con- 
struction equipment, irrespective 

of ownership. 

The deleted items, including 
rock drills, jack-hammers, 
screens, kettles and heaters, are 
not important in the used equip- 
ment program, which functions 
through registration of idle used 
equipment and is designed to put 
this equipment back into active 
service. Schedule A of the order 
enumerates 82 items still subject 
to registration. 
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SASH CORDS 
Wek fullling A 
leash on the 
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Were getting these 
dogs under control now 
and we're going to make 
sure they stay tied up! 
Puritan is supplying large 
quantities of cord for 
many purposes in this war 
effort. That's why if you 
have priority trouble or 
delivery problems, please 
remember we're working 24 
hours a day to serve Uncle 
Sam and you too with all 
the cord needed to win the 
war, but Uncle Sam must 
be served first! 





PURITAN 
CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


Mfrs. of sash cord, clothes line, and braided and tw 





UNDER 


As the result of amendments 
to Order L-219, effective July 10, 
1943, restrictions were broad- 
ened to cover upward of 5,000 
more of the nation’s merchants. 
Any merchant whose inventory 
equals $50,000 or whose sales are 
$200,000 or more a year—except 
the merchant whose sales con- 
sist of 90 per cent or more of 
| shoes—will now be subject to 
| terms of the order, designed to 
| effect more equitable distribu- 
| tion of consumers’ goods through- 
| out the country. Previously a 

merchant had to have both the 
| $50,000 inventory and annual 

sales of $200,000 before he came 
| under the regulation. 
| The purpose of the change is 
| to equalize the competitive po- 


} 
| sition of merchants with sales or 


| inventories specified by the or- 

der. In other words, merchants 
| who carry large inventories but 
| whose sales are relatively small, 
| or those who do a large volume 
| of business on a relatively small 
| stock, will be subject to the in- 
ventory limitations. Such mer- 
| chants—along with the approxi- 
| mately 25,000 others already 
controlled by L-219—will now be 
| required to file with WPB re- 
| ports on their inventories and 
| sales on a quarterly basis. They 
| also will be limited in the 
amount of goods they can re- 
ceive if their inventory-sales ra- 
tios exceed that established by 
the formula spelled out in the 
order. 

A merchant controlled for the 
first time as a result of the new 
amendment becomes subject to 
the restrictions on receipts at 
the beginning of the fourth quar- 
ter of his 1943 inventory year. 
If at that time, or at the begin- 
ning of any subsequent quarter, 
his inventory ‘of consumers’ 
goods exceeds his inventory limit, 
he must restrict his receipts ac- 
cording to provisions of the 
order. 

The amended order also tight- 








ens control over merchants whose 








BROADEN RESTRICTIONS 


ORDER L-219 


Merchants with inventory of $50,000 or 
more or having annual sales of $200,000 
or more now subject 


to L-219, Con- 


sumers’ Goods Inventory Limitation Order. 


inventories at the beginning of a 
quarterly period exceed their 
“normal inventory” by a substan- 
tial margin. If the inventories 
are over the “normal inventory” 
by more than 25 per cent, the 
merchants’ allowable receipts 
will be further restricted. The 
degree of reduction will be de- 
termined by the amount of the 
excess inventory. 

For example, if the inventory 
exceeds normal inventory by 26 
to 50 per cent, allowable re- 
ceipts are restricted to 75 per 
cent of normal receipts. If the 
excess is between 51 per cent 
and 100 per cent, receipts are 
kept down to 50 per cent of 
normal. If the excess is over 
100 per cent, allowable receipts 
cannot go over 40 per cent of 
normal receipts. 

The increased penalties be- 
come effective for merchants al- 
ready controlled by the order at 
the beginning of the fourth quar- 
ter of their 1943 inventory year. 

Other changes effected by the 
action are: 

1. Tolerances permitted at the 
beginning of the second quar- 
ter for merchants in different 
parts of the country are con- 
tinued. Plans to reduce the tol- 
erances were abandoned in view 
of the increasing transportation 
difficulties and other problems in 
obtaining deliveries on specified 
dates. 

2. A controlled merchant 
whose receipts are limited and 
who sells part of his stocks out- 
side of his normal method of do- 
ing business (such as to other 
merchants or distributors) can 
apply to WPB for permission to 
purchase additional goods equal 
to the amount of such sales. 
This will encourage release of 
consumers’ goods which other- 
wise might lie dormant in deal- 
ers’ stocks. 

3. A change in the method of 
computation of projected sales 
will result in decreasing the ef- 
fect on normal inventory of sales 
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increases and decreases exceed- 
ing 10 per cent. This is accom- 
plished by the introduction of a 
“sales trend ratio” and a “sales 
project ratio.” Previously a mer- 
chant was required only to com- 
pute his sales ratio for the pur- 
pose of calculating his projected 
sales in determining his normal } 
inventory. As a result of this | 
change, inventories should be | 
brought more in line with the | 
actual requirement of the mer- | 
chant’s business, | 

If more than 50 per cent of | 
the merchant’s sales of all kinds 
of goods during his most re- 
cently completed inventory year 
consisted of items on List A, the | 


merchant is exempt from the | 


order. List A of this order in- 
cludes: antiques; coal, fuel, oil, 
gasoline and miscellaneous heat 
or power fuel; farm machinery 
and equipment, and attachments 
and repair parts therefor; flowers 


and plants, except artificial 
types; grain, hay; lumber and 


building materials, except hard- 
ware; motor oil and grease; 
rubber tires; second hand goods; 
stock food; seeds for farm use; 
“Consumers’ goods” imported 
into the United States and “Sup- 
plies,” as defined in 1046.1 Sup- 
pliers’ Inventory Limitation Or- 
der L-63, concerning which the 
merchant is required to keep and 
actually keeps records on Form 
WPB-825, formerly PD-336. 





Farm Machinery Makers 
May Release 40% of 
Production Under L-257 


The War Food Administration | 
has authorized manufacturers of 
farm machinery and equipment 
to distribute up to 40 per cent | 
of their production in the year | 
beginning July 1, 1943, of items 
now listed for rationing under 
WPB order L-257, which pro- 
vides for specific quotas for vari- | 
ous farm machines and permits | 
unlimited production of repair | 


parts. 
Under the terms of the re- 
cent order—Supplementary or- | 


der No. 5 to Food Production 
Order No. 3 — manufacturers 
may distribute up to 40 per cent 
of their production as they see 
fit through normal distribution 
channels. However, they are first 
required to fill quotas issued to | 


them by the War Food Adminis- 
tration, which were designed to 
place rationed items of farm ma- 
chinery and equipment where 
they would be needed to satisfy 
State and County quotas estab- 
lished under last year’s ma- 
chinery distribution program. 
This refers to machinery pro- 
duced under WPB order L-170. 

WFA officials said that this 


| action is a step toward a simpli- 


fied program for distribution of 
farm machinery and equipment 
in the year ahead. A_perma- 
nent program will be announced 
in the near future, which will 
take into consideration the 
greater production of farm ma- 
chinery and equipment scheduled 
this year. 





LIMITATIONS ON RATINGS | 
USED BY LOCAL HOUSING | 
AUTHORITIES UNDER 
CMP 5A 
Preference ratings and symbols | 
issigned by CMP Regulation No. 
5A may not be used by any local 
housing authority, WPB has an- 
nounced. Local housing authori- | 
ties may use the ratings and 
symbols assigned by the Federal | 
Public Housing Authority to | 
obtain maintenance repair and | 
operating supplies, to the extent 
that such use is specifically au- 
thorized.. This is by Direction 
No. 1 to CMP Regulation No. 5A. 
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CLARIFY STEAM-JACKET 
KETTLE REGULATIONS 


(Washington Bureau 
of HARDWARE AGE) 


To clarify the restrictions gov 
erning the manufacture and sale 
of steam-jacketed kettles, Order 
L-182 has been amended by 
WPB. Kettles using steam al 
working pressures less than 90 
lb. regardless of end-use, are 
covered by Order L-182, while 
those designed to operate with 
steam at working pressures of 90 
lb. or over will be controlled by 
Order L-292, to be amended 


soon. 









































































THINKING AHEAD 
PAYS DIVIDENDS! 


{ 


KAWNEER, TOO, IS BURNING THE MIDNIGHT 
OIL—TO MAKE YOUR FUTURE MORE SECURE 


Merchants who intend to be on the profit side in post-war 
years are doing a lot of hard thinking right now —about 
how to meet the tremendous changes ahead. Analysing 
trends. Anticipating new conditions. Making plans, 

So are Kawneer executives and designers. And as a 
result, Kawneer Store Fronts of Tomorrow will offer a 
timely solution to many vexing problems —will enable you 
to meet the post-war world in an aggressive, American 
way. Announcements must necessarily await the winning 
of the war. In the meantime, remember that Kawneer is 
solving some of the important problems that will affect 
your business in the not-so-distant future. 


Kawmeef store FRONTS OF TOMORROW 
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Some of the Reasons 
For 100 Years of 
Unbroken Popularity 


The genuine Russell Jennings Auger Bit dates from 
1840. The first bit, a simple twist design, held favor 
for fifteen years. Then, in 1855, Russell Jennings 
patented his “extension lip” principle. This proved 
so vastly superior to all others, it was accepted al- 
most immediately. The demand increased steadily, 
and today this type of bit is universally recognized 
as standard. The present Russell Jennings line in- 
cludes: 


Regular Auger Bits 
Plug Auger Bits 
Scotch Pattern Bits 
Screw Plug Bits 
Electric Drill Bits 
Electricians’ Bits 
Plumbers’ Bits 
Expansive Bits 

Car Bits 

Machine Bits 
Conveyors, etc. 


For the duration, the sale of Russell Jennings Auger 
Bits for civilian use must of necessity be very lim- 
ited. When your stocks are too low for comfort, 
see your jobber. He will have our best co-operation 
in his efforts to serve you. 


Fussell Fennings, 
AUGER BITS 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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Civilian Requirements Gets 
Bigger Material Allotment 


Fourth quarter allocations of controlled 
materials for Office of Civilian Require- 
ments to exceed those of third quarter. 


(Washington Bureau 
of HARDWARE AGE) 

The Office of Civilian Require- 
ments will receive a larger aliot- 
ment of controlled materials for 
fourth quarter use than it re- 
ceived during the third quarter. 
This was announced by WPB, 
when the Requirements Com- 
mittee recently completed its allo- 
cations. The action was fore- 
seen by HarpwareE ACE with its 
prediction of more goods for 
civilians in the fourth quarter 
when the announcement of 
OCR’s request for fourth quarter 
steel was made known. 

WPB Chairman Donald M. 
Nelson in a view differing from 
that of many of his associates 
said: 

“If it becomes necessary to 
produce a _ given quantity of 
cook stoves or farm machinery 
or whatever, to maintain civilian 
health and welfare, we are going 
to produce them regardless of 


the scarcity of the materials in- 


volved.” 

This would indicate that the 
old “bed-rock” economy plan 
has been discarded. WPB also 
let it be known that the steel 
allotments for the fourth quarter 
are final and the Requirements 
Committee will not, as in the 
past, entertain requests for sup- 
plemental quantities during the 
quarter. 

Mr. Nelson added that supply 
of controlled materials has in no 
way caught up with the demand. 

“Although carbon steel sup- 
plies were the controlling factor 
in making allotments of copper, 
aluminum and alloy steel, the 
other controlled materials, the 
latter are extremely _ tight,” 
Nelson went on. “Copper pro- 
duction particularly, is adversely 
affected by current serious man- 
power shortages.” 

Requests by the Army, Navy, 
Aircraft Resources Control Office 
and Maritime Commission for 
carbon steel were reduced by 
about 9 per cent in the fourth 
quarter allotments. All other re- 
quests including those for export 





were reduced about 17 per cent, 
while the civilian allotment was 
the only one to show an in- 
crease. Reports of heavy over- 
buying by the Army and recent 
military successes may have 
played a large part in reducing 
the military allotment. 

Total requests from the 16 
claimant agencies for carbon 
steel amounted to slightly more 
than 19,500,000 as against an 
estimated fourth quarter supply 
of a little under 15,500,000 tons. 
The fourth quarter allotment; 
reflect more realistic production 
programming by the fact that 
over-all reduction of the claim- 
ant’s requests amounted to only 
13 per cent, as against a reduc- 
tion of 25 per cent which was 
necessary in the third quarter to 
keep production schedules within 
available supplies. 


OPA CLARIFIES 
TERM “TOY BOOKS” 


Toy books are defined as “toys” 
or juvenile playthings, and are 
under strict price control, the 
Office of Price Administration 
said recently. They should not 
be confused with “children’s 
books,” which include study exer 
cise; story and picture books de 
signed to be studied, looked al. 
or read, and which are exempt 
from price regulation. 

According to OPA interpreta 
tion, “toy books” are those espe 
cially designed to be enjoyed in 
some form of active play. They 
include cut-out picture book-~ 
(for cutting out paper dolls and 
costumes), coloring books (for 
coloring outlined objects with 
crayon or paint), tracing book- 
(for tracing on tissue over pic- 
tured objects), pasting books 
(for pasting gum-backed section- 
together to reproduce picture:! 
objects), model books (for as 
sembling perforated sections 
create models or pictured ob 
jects), and pop-up books (which. 
when opened, cause folded ob 
jects to stand up). 
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\ctually, manufacturers’ ceil- 
ing prices for toy books are 
regulated at March, 1942, levels 
by Maximum Price Regulation 
No. 188 (Manufacturers’ Maxi- 
mum Prices for Specified Con- 
sumer Goods Other Than Ap- 
parel), and any new items which 
are produced must receive maxi 





New Stove Rationing Program 


mum price approval by OPA at 
Washington before they may be 
marketed to the trade. 

At the wholesale and retail 
levels, sales of toy books are gov- 
erned by Maximum Price Regu- 
lation 210 (Fall and Winter Sea- 
sonal Commodities). 





| 


| 
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Will Begin on August 24 


Affects heating and cooking stoves burning 
coal, wood, oil or gas, for domestic use, with 
certain listed exceptions. Dealers must regis- 
ter to make sales. After Aug. 24 stoves sub- 
ject to order cannot be transferred without ra- 
tion certificates, excepting in special instances. 


Tne Office of Price Adminis- 
tration has announced that on 
and after Aug. 24 all heating 
and cooking stoves designed to 
burn coal, wood, oil or gas, for 
domestic use will be rationed 
with certain specified exceptions, 
under OPA Ration Order 9 A. 
The domestic stoves excepted 
from rationing will include: 
sheet metal air tight wood heat- 
ing stoves not equipped with 
grates or cast iron base or lining; 
gas hot plates; portable ovens; 
laundry stoves with built-in water 
jackets or coils; portable gaso- 
line camp cook stoves and alco- 
hol or charcoal stoves. The 
types of stoves covered by this 
order will be rationed through- 
out the United States. 

On and after Aug. 24 a con- 
sumer, eligible for the purchase 
of either a heating or cooking 
stove, excepting the types indi- 
cated in the above paragraph 
must obtain a Stove Purchase 
Certificate to be permitted to 
buy such a unit. When this 
order is effective applicants show- 
ing that they have no usable 
stove, and did not dispose of one 





within 60 days, and that one is 
needed for essential heating of | 
essential living or working space | 
or for essential cooking the local | 
War Price and Rationing Board | 
issues a Purchase Certificate, 
OPA Form No. 901. However 
these certificates may only be 
issued as long as the Local 
Board’s quota for the month has 
not been exhausted. To obtain 
the Stove Purchase Certificate 
the consumer files OPA Form R- 
900, “Stove Rationing Applica- 
tion for Stove Purchase Certifi- 
cate.” 

In order to be permitted to sell 
heating and cooking stoves, cov- 
ered under Ration Order 9 A the 





dealer fust first complete and file 
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Registration Statement, Form R.- | 
902 with the local War Price and | 
Rationing Board for the area in | 
which he is doing business. All | 
dealers who handle such stoves, 
even though they have at the 
moment no rationed stoves in 
stock, must nonetheless register 
to obtain permission to make 
such sales. This form must be 
filed with the War Price and Ra- 
tioning Board by the dealer on 
Sept. 1, 2 or 3. From the effec- 
tive date of Ration Order 9 A, 
Aug. 24, 1948, no manufacturer, 
distributor or dealer may transfer 
rationed stoves without the pass- 
ing of the necessary ration 
coupon. 

Each Local Board will receive 
a quota, each month, for the 
number of stoves of each type 
that are available for rationing 
in its area. When a_board’s 
quota for a period is exhausted 
no fnurther certificates may be 
issued in its area until the next 
quota period opens. Coupons 
for transfers to certain govern- 


ment agencies and for export and | 


other extraordinary transfers are 
covered by special regulations 
and are issuable outside the local 
board quota. 


FRACTIONAL H-P 
MOTORS MRO SUPPLIES 


The sale of a fractional horse- 
power motor to replace one 
broken down is considered a 
maintenance and repair transac- 
tion, where the broken one is 
taken in by the repairer. 

This transaction, according to 
an Interpretation issued recently 
by the War Production Board. 
comes within the exemption pro- 
vided by Order L-123, covering 
the delivery of maintenance and 


With this dapper salesman 
standing right plunk on your counter, you 
don’t have to root through stock to fill your 
V-Belt orders. 


The Gilmer “Eye-ful’” Tower Belt Assort- 
ment No. 350 has the answer to 887 V-Belt 
questions, all easily accessible and in plain 
view ... right under your nose! 


The dealer who displays his Gilmer V-Belts 
not only brings himself new business and saves 
the day with customers . . . but makes a $14.01 
profit on a $21.01 investment. 


7 








repair parts. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Send me the complete Gilmer “Eye-ful" Tower Assortment No. 350, as follows: 


1—35 assorted V-Belts for household appliance 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America's Belt Bible 

Bill me $21.01 through your nearest jobber. 


NAME_ 





ADDRESS _ 














Country 


Serviced Through Representatives 
Branch Offices and Warehouse 


Stocks in 23 Leading Cities 
Ras 
Few 


proved by Under- 
writers Labs., 
heaethin aekith Ine., and Cana- 
amen tiadien dian Eng. Stds. 
No sn2 Assoc. Certified 
p ae by Electrical 
Testing Lab. 
Spec. 6. 


Neos. 2200443—2228210 


Twist Type 
Lamp Holder 
Cat. 353 


Shown in com:- 


Patented 


Starter Starter 
Socket Socket 
Cat. 252 Cat. 352 


Showing ‘‘Lob- For remote 
Claw" mounting. 
Lock Has “Lob- 
Contact. Sim- ster Claw’ 
plest — Strong- Dual Lock 
est Contact. 
Patented Patented 


LLOYD WIRING DEVICES 


i,?? 


LLOYD POLICY INSURES QUALITY 


LLOYD PRODUCTS COMPANY 


Dept. HA-8 Providence, R. |. 











Sets Formula to Establish 
Ceiling Prices on Used 


Consumer Durable Goods 


Fifteen kinds of used con- 
sumers’ durable gvods were 
brought under a new overall 
regulation by OPA effective July 
15, 1943. The regulation, which 
provides a simple pricing formu- 
la, covers not only specific used 
articles but also these same com- 
modities when rebuilt, recon- 
ditioned or renovated. 

The regulation MPR 429 
covers the following list of used 
consumers’ durable goods: 

(a) All kinds of used furni- 
ture made from any kind of ma- 
terial, to be used for any pur- 
pose, including furniture used in 
offices, stores, restaurants, hos- 
pitals, hotels, camps, trailers, in- 
stitutions and houses. 

(b) All kinds of used bedding, 
including mattresses, _ pillows, 
studio couches, boxsprings and 
pads, but not including non-up- 
holstered metal coil and flat bed- 
springs, folding bedsprings or 
bedsprings with attached legs, 
metal cots and foldaway beds. 

(c) All kinds of used stoves, 
ranges and space heaters. 

(d) Portable room-coolers of 
under one ton b.t.u. capacity. 

(e) All kinds of used floor 
coverings, both hard and soft- 
surfaced floor coverings, includ- 
ing carpets, rugs and linoleum, 
either inlaid or felt base. 

(f) Used portable lamps and 
lamp shades. 

(g) Used houseware items such 
as clothes wringers, metal iron- 
ing tables, laundry boilers, ice 
cream freezers, kitchen and bath- 
room scales, pressure canners, 
kitchen cutlery, choppers and 
grinders, small electrical appli- 
ances (irons, fans, heating-pads, 
etc.), metal cooking utensils, 
carpet sweepers, step ladders and 
stools. 

(th) Used hand tools, includ- 
ing chisels, pliers, wrenches, 
screw drivers, snips, shears, shov- 
els, farm and garden tools, axes, 
hammers, hatchets, saws, sledges, 
wedges, picks, logging tools, car- 
penter’s tools (planes, levels, 
squares, etc.). 

(i) Used hardware items, such 
as wheelbarrows, blow torches, 
chain and chain products. 





(k) Used baby carriages, 
strollers and all other convey- 
ances of similar sort. 

(1) Commercial and _institu- 
tional kitchen equipment includ- 
ing, but not limited to, ranges, 
broilers, automatic fryers, ovens, 
steamtables, hot plates, griddles, 
coffee urns and the like, toasters, 
dishwashers, glasswashers, mix- 
ers, choppers and canopies. 
These commodities previously 
were held to March, 1942, sales 
prices. The new formula gives 
the dealer who sells used goods 
a simpler and more precise 
method for determining ceiling 
prices. This new formula must 
be used starting September 1, 
1943. 

The pricing formula is based 
on the principle of comparing 
the used article for re-sale with 
the cost of a new article of the 
same kind. If the used article is 
in “good condition,” as spelled 
out in the regulation, it falls into 
Class I and the seller may set its 
price at 75 per cent of the selling 
price of the article when new. 
If the used article is in poor con- 
dition, it falls into Class II and 
the seller may take 331/3 per 
cent of the original new price for 
his ceiling. 

If, for purposes of comparison, 
the seller does not have new ar- 
ticles of the same kind in stock, 
he may price his used item upon 
the basis of the same percentages 
of the retail selling price of the 
most closely similar new item he 
has in stock, providing the used 
item, when new, sold for approxi- 
mately the same price as that of 
the similar article. 

If the seller does not have in 
stock an article similar to the 
used one, he may determine his 
re-sale price by comparison with 
the retail price of the same or 
similar article as offered by other 
stores of the shopping area in 
which he operates. 

If the same or similar article 
is not now being sold in his com- 
munity, the seller still may de- 
termine his re-sale ceiling by the 
retail selling price of the article 
at the time sale of it was dis 
continued. 
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In case the seller cannot de- 
termine the retail selling price 
of the article when new under 
any of the foregoing rules, he 
may apply to the nearest field 
office of OPA, for instructions on 
what to do. Authority has also 
been delegated by Washington 
to field offices to fix dollars- 
and-cents ceilings for the sale of 
any articles covered by this reg- 
ulation in any locality under its 
particular jurisdiction, where a 


run-away price situation has oc- 
curred. 
For any rebuilt or recondi- 


tioned article, application also 
may be made to the proper OPA 
field office for permission to 
charge a higher price than the 
75 per cent of new-selling price 
maximum stipulated by the reg- 
ulation. Such permission may be 
granted if the applicant can show 
(a) that the article is of an 
essential class in which there 
exists a serious shortage of new 
merchandise, (b) that, the re- 
sultant mark-up would cause a 
loss to him because in the course 
of rebuilding, reconditioning or 
renovating the used article, the 
applicant has been compelled to 
expend so much money on labor 
and materials that he would be 
discouraged from performing 
such reconditioning under the 
price formula set by the regula- 
tion. 

Additional charges for credit, 
packing or delivery are allowable 
only if they were made during 
March, 1942, the base pricing- 
period of the General Maximum 
Price Regulation. Such extra 
charges may not exceed the high- 
est charge made during March, 
1942, and must be shown sepa- 
rately on a bill of sale. 

All used consumers’ durables 
governed by Maximum Price 
Regulation No. 429 are divided 
into two classes. 

Class I includes articles if 
(a) no part is missing which is 
necessary to make the article 
fully useful; (b) the article is 
in good working condition, is 
clean, has good appearance, and 
can be used by the consumer for 
the purpose intended without fur- 
ther repair; and (c) in the case 
of floor coverings, upholstered 
furniture and bedding, the fabric 
is clean and substantially free 
from burns, cuts, stains, frayed 


edges, faded colors and worn 
Spots. 
Class II articles include all 


those not meeting the standards 
of Class I. 

The regulation requires retail- 
ers to post signs of a specified 
size at some conspicuous spot in 
their stores, enumerating the 
types of merchandise governed, 
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describing the two classes into 
which it is divided for quality 
pricing purposes, and announcing 
that ceiling prices for articles in 
Class I must not be higher than 
75 per cent of the present retail 
selling price of the same or a 
similar article when new; and 
that used articles in Class II 
must not be priced higher than 
3311/3 per cent of their selling 
price when new. 

Plans are under way to make 
this ceiling price notice sign 
available shortly to all retailers 
upon request to their nearest 
district or regional OPA office. 

Every used article covered by 
the regulation and selling for $2 
or more must be marked by the 
retailer with a tag or label show- 
ing the quality Class (I or II) 
and the dollars-and-cents selling 
price of the used article. 

If the dealer customarily has 
given his customers sales slips, 
or simpler evidences of purchase, 
he must continue to do so. Upon 
request, regardless of previous 
custom, the retailer must give the 
customer a receipt showing the 
date, his name and address, a 
list of the articles bought and 
the prices paid, the kind and 
amount of any additional charges, 
and the name and address of 
the customer. 


EXTEND PERIOD FOR 

COUPON 18 FOR ONE 

PAIR, RATION SHOES 

(Washington Bureau 
of HARDWARE AGE) 

Stamp 18 in War Ration Book 
1 became good for the purchase 
of one pair of rationed shoes 
June 16 and will remain valid 
through Oct. 31 by Amendment 
21 to OPA Ration Order 17. The 
validity period of Stamp 18 is 
only 11 days longer than that 
of stamp 17. In holding the 
length of the second shoe ration 
period to approximately the same 
as the first, OPA said that the 
rate of purchasing under ration- 
ing had been reduced in line 
with wartime curtailments from 
the all-time high in shoe purchas- 
ing set during 1942. 


EASE RESTRICTIONS ON 
LUGGAGE METAL TRIM 


Use of iron and steel for 
valances, bindings, and corners 
on foot lockers, and for hanger 
bracket assemblies in men’s 
wardrobe luggage has been per- 
mitted by WPB, in amended or- 
der No. L-284 (luggage). The 
revision also increased the maxi- 


mum permitted length of physi- 








cians’ bags from 17 in. to 18 in. 





When you find time to think about the stock 
you will need to regain your normal markets 
after the war, think about McKinney in your 
builders’ hardware line. 

Here’s why. 

With a background of more than 75 years 
experience in hardware engineering, McKinney 
will be ready with the proper lines to suit the 
trend of the times. 

And the diversified war production which has 
been added to its regular hardware line (the 
making of parts for various war items from air- 
craft to hand grenades and landing mats to 
tanks) will add much to McKinney's production 
skill—will help make McKinney ‘more broadly 
known than ever, after the war is over. 

First consider McKinney for wartime building . . . 
then talk McKinney and display McKinney for build. 
ing after the war. 


















TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished. 
© 


@ Perfect balance. Supplied in D and long 
handle. Round and square point. 


PARKER RG NORTH EA 
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AMES BALDWIN WYOMING CO. 
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Act to Permit Increased 


Stove, Furnace, Etc., Making 


Three orders amended by WPB to 
permit manufacture of additional 
domestic heating furnaces, stoves, 


ranges and wate 


r heaters, as well 


as additional supplies or replace- 


ment parts. 


Increased production 


will not make these items read- 


ily available for 


Action to insure sufficient sup- 
plies for worn parts, and when 
necessary, to replace worn-out 
domestic heating furnaces, stoves, 
ranges and water heaters was 
taken July 29 by the War Pro- 
Board. 


small amount of production to 


duction In addition, a 


meet other essential civilian re- 
authorized — by 
amendment of Orders L-22, Fur- 
naces, L-185, Water Heaters, and 
L-23c, Domestic Cooking Appli- 
and Domestic Heating 


quirements is 


ances 
Stoves. 

When these orders originally 
were issued, there were extensive 
inventories of finished products 
and of parts which 
drawn upon to meet 


could be 
essential 


| civilian needs. These inventories, 


largely, have been exhausted. 
These actions are in accord- 


| ance with the announced policy 
| of the War Production Board to | 


meet, insofar as materials are 
available, essential civilian needs. 
It does not follow, the Plumbing 
and Heating Division, WPB, 
pointed out, that greatly in- 
creased production of these ar- 
ticles will result or that they will 
become readily available for the 
casual buyer. 

By placing the control of fur- 
nace production directly under 
the Controlled Materials Plan, 
Order L-22, as amended, enables 
the WPB to meet the fluctuating 
demand so prevalent with respect 
to this product. Under such con- 
trol, materials will be allocated 
for the production of furnaces 
at a rate based upon actual re- 
quirements of the Army, Navy, 
Maritime Commission, War Ship- 
ping Administration, war hous- 
ing and essential civilian needs. 

Order L-22 further requires 


casual buyers. 


that furnaces shall be delivered 
only on orders rated A-10 or high- 
er. This restriction will serve as 
a control on distribution and will 
aid in directing furnaces to 
essential uses only. Further sim- 
plification of furnaces produced 
and a limitation on the number 
of models which can be made are 
established by the revised order. 
| Production and distribution of 
cast iron and steel furnaces are 
covered by this order. Formerly, 
manufacture of cast iron furnace 
was unrestricted since the origi- 
nal order L-22 expired Dec. 31, 
1942. Manufacture of steel fur- 
naces previously was regulated 
by Order L-22-a, which is now 
revoked. Repair parts for fur: 
naces or parts necessary to con- 
vert a furnace from oil or gas to 
coal are unrestricted. 

The amended Order L-23-c re- 
moves quota restrictions imposed 
upon individual producers but 
| definitely specifies the quantity 
|of the different types of stoves 
| that may be produced by the in- 
| dustry as a whole. This quantity 
is only to the extent necessary to 
meet approved programs. 
| The revised order also provides 
for the return to production of 
the larger firms, as it is deter 
mined that their production is 
needed. Under the original order, 
larger manufacturers, and small- 
er manufacturers in tight labor 
| areas, have not been permitted 
|to produce since July 31, 1942. 

Order L-23-c, as amended, also 
provides a simplification program 
which specifies the number of 








models and types of domestic 
cooking appliances and heating 
stoves which will be permitted. 
Order L-185 in its amended 
form revives production of water 





heaters for essential civilian uses, 





HARDWARE AGE 








which 
ments. 
no pr 
civilia 
yentor 
consid 
ventor 
and a 


The 
H. R 
Hous« 
ferrec 
on E: 
bill v 
posal 
value 
and 
descr 
“com 
dent. 
schec 
mitte 
gress 

Th 
origi! 
senta 
crat 
H. F 
perm 
get 
prop 
veyer 
bill 
to g 
plies 
ques 
H. F 

Re 

Sasct 
how 
wou 
part 
gove 
ever 
Fort 
duce 
wou 
ern 
dur: 
lish: 
teri: 
the 

Con 

thor 

of t 

min 

Ccivi 

get 

T 
por 

Cor 

279 

noc 

Cor 

tras 

set! 


fig] 


for 









' 
; 
i 
Z 


e delivered 
-10 or high- 
ill serve as 
on and will 
immnaces to 
urther sim- 
3 produced 
he number 
e made are 
ised order. 
ribution of 
rnaces are 
Formerly, 
n furnace 

the origi- 
1 Dec. 31, 
steel fur- 
regulated 
th is now 

; for fur. 

ry to con- 

or gas to 


L-23-c re- 
s imposed 
icers but 
quantity 
of stoves 
by the in- 
; quantity 
cessary to 
s. 
) provides 
uction of 
is deter 
uction is 
1al order, 
nd small- 
tht labor 
yermitted 
1, 1942. 
ded, also 
program 
mber of 
domestic 
heating 
nitted. 
amended 
of water 
ian uses, 











which include necessary replace- 
ments.. The original order made 
no provision for production for 
civilian use since at the time in- 
yentories of water heaters were 
considered sufficient. These in- 
yentories have been exhausted 
and a small amount of production 





| must be resumed. Revised Order | 


L-185 permits manufacture of 

water heating equipment based 
on a percentage of similar equip- | 
ment produced in 1941. A rated 
order of A-10 or higher is neces- | 
sary for purchase of such equip- | 


ment. 








War Sarplus Bill Would Control 
Disposal of Property Worth Billions | 


(Washington Bureau 
of HARDWARE AGE) 

The O'Leary War Surplus Bill 
H. R. 2795 which passed the 
House on June 9 has been re- 
ferred to the Senate Committee 
on Executive Expenditures. The 
bill which would control the dis- 


posal of surplus war property, 


valued between $50,000,000,000 
and $100,000,000,000 has been 
described by trade sources as a 
“complete defeat for the Presi- 
dent.” No hearings had been 
scheduled by the Senate Com- 


mittee up to the time of Con- 
gressional recess. 
The Bureau of the Budget 


originally proposed, and Repre- 
sentative James O’Leary, Demo- 
crat of New York, introduced 
H. R. 1601 which purported to 
permit the Bureau of the Bud- 
get to dispose of surplus war 
property. The impression con- 
veyed by the proponents of the 
bill was that the Bureau wanted 
to get rid of excess office sup- 
plies. President Roosevelt re- 
quested the Committee to pass 
H. R. 1601. 
Representative Carter 
sasco, Democrat of Alabama, 
however, maintained that the bill 
would permit the executive de- 
partments to dispose of excess 
government property — “almost 
everything except the gold at 
Fort Knox.” He thereupon intro- 
duced a bill of his own which 
would prohibit the sale of gov- 
ernment-owned property for the 
duration and looked to the estab- 
lishment of a Surplus War Ma- 
terial Board. Representatives of 
the armed services, industry and 
Congress were to have the au- 
thority to make plans to get rid 
of the surplus property with the 
minimum of interference with 
civilian industries attempting to 
get on their feet after the war. 
The Manasco Bill was not re- 
ported favorably by the House 
Committee. The bill, H. R. 
2795, which got the Committee’s 
nod, was acclaimed by many 
Congressmen, the press, and by 
trade sources as a_ satisfactory 
settlement of, the six-months’ 
fight between the Committee and 
the White House. The reason 
for this was that the bill set up 
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Man- | 





a joint 10-man committee with | 
five members of each house given | 
authority to study methods of 
disposing of the surplus proper- 
ties. The bill, also, looks to 
future legislation to set up a 
post-war control. 


stricting the President, the bill 


Actually, far from closely re- | 
| 


permits the Procurement Divi- | 
sion of the Treasury to declare 
any property surplus. There- 
after, the property may be sold 
in the domestic or foreign mar- 
kets, lend-leased, donated to tax 
supported governmental bodies 
of the states, or to charitable or- 
ganizations, or even destroyed. 
This power terminates when the 
President declares that hostili- 
ties have ceased. 

Critics of the bill say that if 
it is passed so much property 
could be done away with, foreign 
markets destroyed, and civilian 
industries damaged, that any 
efforts of Congress after the war 
would be futile. The point is 
made by other observers that 
some members of the United 
Nations would find the O’Leary 
Bill noxious, particularly if sur- 


plus properties were given away | 
to countries which they expect to | 


be good customers after the war. 
The only way, it is said, that 


. “oe | 
such countries could be mollified 


is for the goods to be given to | 


them. In which case, it is pre- 


dicted, the United States civilian | 


industries would be competing in 
post-war markets with goods of 
American manufacture. 


REDUCE TYPES OF 
STEEL FENCE POSTS 


The number of styles of steel 
fence posts have been reduced 
by the War Production Board 
from approximately 75 to less 
than 20. The resulting saving 
in steel is estimated at about 
6,000 tons. 

The weights of the posts pro- 
vided for in Schedule No. 14 to 
Limitation Order L-21l, are 
standard, are adequate for 
farm use, and have been ap- 
proved by the Department of 
Agriculture. 





LERT 
REATIVENESS 


Our designers and tech- 
nicians are ‘“‘too busy to 
talk’’ now—about the post- 





war wonders that will come 
to you through A-C. 


But these wonders are as 
sure as Victory— 


A-C’s Alert Creativenes$ 
will produce kitchen equip- 
ment and kindred com- 
modities to perfections of 
quality, ingenuity, durability, 
and economy ‘‘learned-how”’ 
in war in the exacting 
disciplines of making air- 
plane wings and jeep bodies 
inflexible milicary re- 
quirements. 


AMERICAN CENTRAL 


MANUFACTURING CORPORATION 
CONNERSVILLE e INDIANA 
INDUSTRY AND THE AMERICAN HOME 


to 





MANUFACTURERS TO 
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A> Hew Fast - Selling Ttems 
NOW Available for Prompt Shipment! 


FAUCET SEAT & 
WASHER Ate-in-One 


Saves repair bills, 
woter ond heot! 


EXPANDS AND LOCKS 
TIGHT IN FAUCET! 


RENEWS HARD-TO-REPLACE BRASS FAUCETS 


| gees does away with 
old style washers and 
screws. Anyone can install this 
combination seat-and-washer 
in a “jiffy”. Made of tough, 
wear-resistant compound, 
lined with brass, to provide 


a water-tight seal for all types: 


of faucets, ball-cocks, showers. 


No-Leak will not close up in 
center, cannot affect volume 
of water at tap—completely 
covers pitted and water-creased 
seats. For Hot or Cotp 


Water. No priority required. 
No-Leax's patented Brass 
Lining feature prevents shrink- 


ing; assures a steady flow of 
water. 


Principle ! 
| 


SUCTION STOPPERS 


SINK STOPPER 


Fits all size sink strainers. 
Retails at 15¢. 


AIR-SEAL suction 
stoppers are made of 
high-grade, highly 
‘ polished plastic...will 
be found to be the 
most satisfattory 
stoppers.on the mar- 
ket today! 





Finished in White 
or Black. 
EQUIPPED 
WITH FITS- 


size stem on 
shower valves, 
faucets, globe 
valves. 


BASIN STOPPER 
Fits 1” to 1-3/8” 
drains. Retails 
at 10c. 


Vike SINKS, 
BASINS & BATHS 


BATH STOPPER 
Fits 1%" to 2” 
drains. Retails 


... EASY TO INSTALL! 
STREAMLINED! ATTRACTIVE! 
MODERN! DURABLE! PRACTICAL! 


Eliminates need for carrving varicty of sizes in stock! 





Write for “Polder and Prices 


If your jobber doesn’t carry these items yet, write direct 


KEYSTONE BRASS & RUBBER CO., Inc. 


BROAD & 


LEHIGH AVE., 


PHILADELPHIA, PA. 





| tools, 





Plan to Dispose of Excess 


Materials, Goods in Hands 
of U.S. Government Units 


Details of the new procedures 
for disposal of present surplus 
government-owned and Army- 


controlled materials and supplies 


have been announced by the 


| War Department, in revision of 
| Procurement 


Regulation No. 7. 
The purpose is to assure prompt 


return of unneeded property to 
| productive use, either in the war 
| program or for civilian purposes. 


Excess property will be listed 
in five Critical 
equipment valves, 
pumps, compressors, machine 
ete.; (2) Construction 
equipment; (3) Equipment and 
other industrial property not in- 


classes: (1) 


items — steel 


| cluded in other categories, but 
| which should be offered for re- 
| distribution on a national basis; 


(4) Controlled materials, includ- 


ing steel, copper, brass and alu- 
minum; and (5) Property which 
can best be redistributed on a 
regional, rather than a national, 
basis, 

Items of surplus will be cir- 
_cularized for 20 days, and if not 
disposed of for direct use by 
government agencies or war con- 
tractors, they may be 
dealers or jobbers, or returned to 


sold to 


manufacturers for industrial use. 
Items not disposed of under this 
procedure within a_ reasonable 
number of months can be re- 
turned to use as scrap metal. The 
larger hardware and supply firms 
are already on the watch for op- 
portunities to bid on some of 
the usable items, which may from 
time to time become available. 











of HARDWARE AGE) 


The shortage of hand pitcher 
pumps which has been severely 
felt by people in southern agri- 
cultural regions is well on the 
way to improvement, according 
to reports received by HARDWARE 
Ace from WPB and other gov- 
ernmental sources. 

The shortages have been 
caused mainly by delays in pro- 
duction, according to WPB. 
Metal allocations going into re- 
pair parts during the last quar- 
ter of 1942 and allocations for 
the first two quarters of this year, 
going to other sources brought 
production to a standstill. 

WPB reports that production 
is now well underway and that 
it should be starting to gain 
momentum necessary to fill de- 
mands. The War Food Adminis- 
tration has certified to WPB that 
250,000 of these pumps would 
be the absolute minimum neces- 
sary for this year, but it has 
been otherwise reported that 





something like 400,000 would be 


Promise Easing Shortage 
On Hand Pitcher Pumps 


(Washington Bureau 


a much more reasonable figure. 

Present orders limit produc- 
tion to 69 per cent of either 1940 
or 1941, whichever is the higher. 
This would mean that approxi- 
mately 236,000 pumps could be 
produced this year, using 1941 
as a base year. However, as was 
pointed out at WPB combined 
with appeals from limitation or- 
ders this number should reach 
the minimum as set by WFA. A 
note of optimism was injected 
into the situation when it was 
learned that up until the present 
time no manufacturer has re- 
fused his quota. 

WPB officials say that the sit- 
uation will be vastly improved 
over what it was during the past 
year and if hand pitcher pumps 
are not reaching retail outlets as 
yet they will in the very near 
future. Reports from OPA also 
indicate that there might be 
some action under way to do 
something about the low margins 
on these pumps, which has made 
manufacturers reluctant to pro- 
duce them in the past. 
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Increased production of cut- 
ing tools used in food processing 
ad stepped up output of kitchen 
wilery are anticipated through 
syance June 5 of L-140-a (cut- 
y) WPB. Only specific 
clusions from the order are 
ilverplated flatware, surgical in- 
ruments and articles subject to 
ider L-30-d (Miscellaneous 
pking Utensils). Production 
f silver-plated flatware is cov- 
red by Order L-140 the cutlery 
der. L-140-a allows no metal 
pr civilian production of hunt- 











by 













ng knives, carving sets, poultry 
hears, or manicuring implements. 





enerally only one or two pat- 
ems of each product are al- 
pwed. Cutlery will not be boxed 
h sets and no manufacturer shall 
ackage cutlery in such a way 
to sell two or more pieces as 
set. 
Quoting part of WPB’s sum- 
ary as to provisions of L-140-a 
provides that: 
Professional Food Processing 
utlery (Schedule A, butcher, 
ming, fish cutting, and other 
ives in similar trade use) may 
e produced up to 225 per cent 
the base period output. In 
hese products, a manufacturer 
allowed to use during each 
lendar quarter—225 per cent 
the total steel he had used for 
hese same patterns during the 
erage quarter of the base period 
the year ending June 30, 1941. 
Professional Kitchen Cutlery 
hedule B, knives, forks, scrap- 
8, turners, and spatulas, used 
bakeries and other public and 
stitutional kitchens, as well as 
homes) may now be produced 
p to 75 per cent of the base 
iod rate. 
Household Kitchen Cutlery 
Schedule C, knives and forks 
mmon in home kitchens for 
paring and serving food). The 



































duction limit remains un- 
Manged at 35 per cent of the 
period rate. Permissible 






bes in this schedule are two: 
slicer and the cook’s fork. 
m addition to these types, home 
chen supply may be aided by 
oduction over-runs of Schedule 
B knives that are suitable for 
me kitchen use. 
Household Table Cutlery 
Schedule D, knives, forks, 
ns, with non-metal handles 
t home table use) has been in- 
Heased in permitted volume to 
Y per cent of the base period 
ae, compared to the previous 
Per cent limit. 
Permissible types of household 
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wcreased Production of 


itchen Cutlery Ordered WPB 


table cutlery are the table knife, 
dessert fork, dessert spoon and 
teaspoon. A  mannafacturer 
limited to one pattern and one 
length of each of these types. 
Pocket Cutlery (Schedule E, 
all folding blade knives). Pro- 
duction may maintained at 
the same level, 60 per cent of 


1s 


be 


the base period on the quarterly 


basis. This line has been sim- 


plified to provide only the essen- 
tial patterns which are required 
in mechanical, agricultural, food 
production, and similar fields. All 
types of penknives and light pat- 
terns remain cut off. 

Scissors, Shears and Trimmers 
(Schedule F) may be produced 
in greater volumes than previous- 
ly to this extent, on the quarterly 
basis: scissors, 65 per cent of the 
base period rate, and shears and 
trimmers, 65 per cent. 

Hand hair clippers (Schedule 
G). Large heavy duty hand hair 
and fetlock clippers are limited 
on a yearly basis to 45 per cent 
of the entire base period. Heavy 








duty clippers — the professional 
type used by barbers, in hospi- 


tals, etc.—are to be made for 
domestic consumption. 
Industrial Cutlery (Schedule 


H, hand operated knives designed 
for use primarily in shoe, rubber, 
linoleum, electrical and _ other 
manufacturing plants, and in 
trades such as shipbuilding, tire 
repairing, painting, etc.) may be 
increased to as much as 200 per 
cent of the base period, on the 
prescribed quarterly basis. 

As provided in Schedule H, 
essential demands of industries 
will be met, without simplifica- 


| tion of lines. 








Amended L-74 
Oil Burner 


To restrict further the manu- 
facture and 
table and 
tribution of existing stocks of 
oil burners, the War Production 
Board Order 
L-74 as amended, effective June 
28. 

Under L-74, 
sued, all oil burners were divided 
into Classes A and B, the former 
in 


secure more equi- 


allocation freer dis- 


issued Limitation 


as originally is- 


those which consume excess 
of 15 gallons of fuel per hour and 
the latter those which consume 


15 gallons or less per hour. 


Further Limits 
Making, Selling 


It is the purpose of L-74, a: 
amended, to have all orders for 
Class B burners routed through 
the Plumbing and Heating Divi- 
sion of WPB hereafter so that 
prospective purchasers can be 
directed to available supplies. 

the amended order, 
are divided into three 
Class A comprises those 
burners which No. 5, 6 or 
heavier fuel oil, or which are 
designed specifically for  ship- 
board use or for heat processing. 
Class B comprises those burn- 


ers which use Nos. 1, 2, 3, or 4 


Under 
burners 
classes. 
use 








fuel oil except a Class C burner 
which pot type vaporizing 
burner using No. 1] fuel oil ex- 


1s 


clusively. 

An approved order for a Class 
A or C burner is one authorized 
under a construction order or for 
the account of a claimant agency. 
All orders for Class A or C 
burners for other end uses and 
all Class B burners must be ap- 
proved on Form WPB 2727. 

The order prohibits placement 
of an order for any oil burner 
to be used in an area restricted 
by Order L-56 or any order issued 
by the Petroleum Administrator 
for War, unless such order be 
accompanied by a copy of an 
authorization from PAW permit- 
ting the delivery of oil for such 
burner. 








M-199 Revisions Further Restrict 
Distribution and Use of Silver 


On July 29, WPB revised or- 
der M-199, covering the distribu- 
tion of silver, in the light of 
curtailed imports and increased 
stocks made available by the un- 
freezing of about a_ billion 
ounces of Treasury “free” silver. 

Rising essential industrial de- 
mands, usage in do- 
mestic substantial 
make 
necessary additional control over 
distribution and use. There will 
be no in the amounts 
permitted to be used for non- 


increased 
coinage and 


lend-lease requirements, 


increase 


essential purposes. 

The use of Treasury (71.11 
cent) silver is permitted only in 
the manufacture of engine bear- 
ings, official military insignia, 
brazing alloys, and solders. Au- 


thorization to purchase silver 


from the Treasury for these uses 
will be given by WPB to sup- 


pliers manufacturers 
written application. 
Under the amended order, for- 
eign (45 cent) per- 
mitted only in the manufacture 
of medicines and health supplies, 
in the photographic industry, in 
the manufacture of electrical 
contacts and other products or 
parts used for electric current- 
carrying purposes, in the manu- 
facture of miscellaneous other 
products and on orders carrying 
a preference rating of AA-5 or 
higher, with some exceptions. 
Domestically mined silver 
channeled to non-essential indus- 
try for restricted uses as in the 
original order, upon the basis of 
50 percent of 1941 or 1942 con- 
sumption, whichever is larger. 
Insulated wire for electrical 
conductors, as well as silver clad 
metal, has been removed entirely 


or upon 


silver is 


1s 





from the restricted list. 





REDEFINE ‘COMMERCIAL 
DISHWASHER” IN L-248 
Included in the amendments to 

order L-248, effective Aug. 4, 

1943," redefines the term “com- 

mercial dishwasher” among other 


changes. The revised definition 
of the term “commercial dish- 
washer” under L-248 indicates 


that the term means “any me- 


chanical device designed for 
washing dishes, cutlery, glass- 


ware or kitchen utensils in estab- 
lishments where food is prepared 
for consumption or sale on the 
premises. The term does not in- 
clude dishwashers designed for 
domestic use.” 

Under another amendment the 
order now states, in part, that: 

“Any person may make or ac- 
cept physical delivery of any 
such dishwasher pursuant to 
specific authorization of the War 
Production Board on Form WPB- 
1529 (formerly PD-638A). Ap- 
plications under this order and 
Order L-182 may be made on a 
single Form WPB-1529 (former- 
ly PD-638A). 
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ALL YOU 
WANT 


All that UNION offers in 
its hack saw frames, 
chisels, and "Champion" 
screw drivers is a line of 
tools that are well de- 
signed, excellently made. 
and priced to show you a 
profit. In other words, 
UNION offers al/ you 


want from any line. 
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| weight 
| also for (1) deliveries of prop- 
| erty, such as gifts, to the ad- 





Lift Delivery Restriction 
On Orders by Mail, ‘Phi 


Merchandise ordered by mail 


| or telephone may be delivered, 
| since Aug. 5, without regard to 


the size and weight restrictions 
in effect in the Eastern gasoline 
shortage area, the Office of De- 
fense Transportation announced 
recently. 

Modifications of the size and 
limitations were made 


dress of a person, other than the 


| purchaser, “which person is to 
| retain 


possession of the prop- 
erty,” and (2) deliveries made 
to return or replace property de- 


livered in error, or property 
damaged in delivery. For all 
other deliveries, not otherwise 


| exempted, packages must exceed 


five pounds in weight or must 
exceed 60 inches in length and 
girth combined to qualify for 
delivery, the ODT emphasized. 
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Prodi 
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Permission to relax the qpeuding 0 
and weight limitations ip In the y 
cases of mail and phone om 1948, 
was granted in recognition ofgpuce OF as 
fact that many war worker ™paly up to 


unable to shop in person 
out being absent from the 
Retailers assured the ODT 
while the relaxation will b¢ 
great assistance to these 
workers, as well as incapaci 
and others unable 
shop in person, the volume 
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persons 
Specific 
such orders is so comparatifijum pric 
small that it will not resuliffuly 28 b 
dministra 
nd impro 
lictory G: 
ve been 
ult of < 
ren supply 
Under 

Revised M 
ion 135 | 
hosphate 


any increase in delivery mil 

In consideration of these 
tors, ODT officials, in adop 
Amendment 5 to General 0 
ODT 17, held that the main 
jective of motor conservatio 
retained and absenteeism for! 
sons of shopping may be 
duced. 








Set New Schedules On 
Domestic Cooking Uni 


On July 29, WPB amended 
Limitation Order L-23-c, redefin- 
ing all types of domestic cooking 


| appliances and heating stoves, in- 


cluding camp and trailer stoves, 
ete., and setting up new sched- 
ules limiting the rate of produc- 


| tion and the models permitted. 


In general, coal stoves and 


30, 1941. 
and stoves may be produced 
40 per cent of the “base pen 
output. Gas hot-plates, gas 
heaters and portable and di 
ovens may be made at 75 
cent of the base rate. 


ically simplified, to include 
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Gas and oil ran 


The models permitted are 








manufacturers able to use them 
in their present form will be 


for definite production of 
tain civilian goods 





made through the Copper’ Re- 


quantities, 





heaters may be produced at 100 | the minimum number of siggy Wits as 
per cent of the amounts produced | sellers, using the least possigg of 18 in 

| in the year July 1, 1940, to June | critical materials. allowed | 

Price inc 

basis ba: 

facturers 

Release Some Copper, Brass c= uni 

° ° efe ictor 

For Making Civilian Goo vicu.iy | 

’ of mixed 

Some 5,000 tons of brass and | covery Corporation, the gové commerc 

copper are available for manu-| ment clearing house for {1 tubles a1 

facture of household ware, clocks | or excess stocks. 3, 1943. 

and similar “permitted civilian This action does not repel Product 
goods,” WPB has stated this| an increase in allotment placed 
month. The materials have | scarce materials to civilians," eastern 

been “frozen” in manufacturers’ | releases some tied-up tom! middle - 
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In line with the revisions of 
her heating and cooking appli- 
nces, WPB on July 28 revised 
ider L-185 affecting water heat- 
Production of heaters for 
tial civilian users is revived 
luding necessary replacements. 
In the year commencing July 
, 1943, manufacturers may pro- 
ce or assemble water heaters 
y up to the following percent- 


| fired 


Heater 


Production Schedules 


| ages of their 1941 unit produc- 
|tion in the same classification, 
and all orders must be rated A-10 


| or higher: underfired water heat- 
|ers—65 per cent; coal and wood 
water heaters and water- 
backs—70 per cent; all other 
direct fired water heaters—30 per 
cent; and all indirect fired water 


| heaters 20 per cent. 
! 








fet Specific Dollars, Cents Prices 
On Three Grades Victory Fertilizer 


Specific dollars-and-cents maxi- 
mum prices were established 
uly 28 by the Office of Price 
dministration on the three new 
nd improved grades of special 
lictory Garden fertilizer, which 

ve been made available as a 

ult of an easing of the nitro- 
yen supply situation. 

Under Amendment No. 4 to 
Revised Maximum Price Regula- 
ion 135 (mixed fertilizer, super- 
hosphate and potash), effective 
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Aug. 3, 1943, ceiling prices are 


xed at the consumer and whole- 
le levels for packages of fer- 
ilizer of various weights. Al- 


ithough prices for the new grades 


erage 20 cents per 100 pounds 
igher than prices for the 3-8-7 
(3 per cent nitrogen, 8 per cent 


available phosphoric acid, 7 per 
cent water-soluble potash) grade 
of Victory Garden fertilizer sold 


this past spring, actually the cost 
per unit of plant food has been 
decreased at the rate of approxi- 
mately one cent per unit, inas- 
much as the new grades each 
contain a total of 20 plant food 
units as contrasted with a total 
of 18 in the only grade formerly 
allowed Victory gardeners. The 
ptice increase on the poundage 
basis barely compensates manu- 
facturers for the added plant 
food units, OPA said. 

Victory garden fertilizer—pre- 
Yiously limited to a 3-3-7 grade 
of mixed ingredients for the non- 
Commercial production of vege- 
lables and small fruits—on July 
3, 1943, under Revised Food 
Production Order No. 5, was re- 
Placed with grades 5-10-5 for 
fastern states, 4-12-4 for the 
middle west, and 6-10-4 for the 
Pacific Coast area. 

Maximum consumer prices for 
any of the three grades of “Vic- 
tory Garden Fertilizer for Food 
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Production Only” are established 
as follows: 


In 100-lb. packages: Per pkg. 


2000 lbs. or more....... $3.20 
1000 lbs. to 1900 lbs..... 3.45 
500 Ibs. to 900 Ibs..... 3.55 
100 Ibs. to 400 Ibs..... 3.70 
In smaller packages: Each 
SOib. package .....5.. $2.35 
25-lb. package ......... 1.45 
10-Ib. package ......... 80 
5-lb. package ......... 50 


In some states Revised Food 
Production Order No. 5 limits 
the use of Victory garden grade 
fertilizer entirely to private non- 


states the Victory garden grade 
also may be manufactured and 
sold as a regular fertilizer for 
commercial crop production by 
market-gardeners and farmers. 

Where fertilizer labeled “Vic- 
tory Garden Fertilizer—For Food 
Production Only” is sold for gen- 
eral commercial use, the maxi- 
mum prices provided for Victory 
garden use shall not apply, and 
both manufacturers and dealers 
are governed by provisions of 
the original fertilizer regulation. 
This stipulates for manufactur- 
ers a price schedule as set forth 
in the base-period February 16- 
20, 1942; and for retailers allows 
a stated mark-up on their deliv- 
ered cost of the fertilizer. 


“U” ORDER RATINGS FOR 
OFFICES, WAREHOUSES 
Ratings and symbols assigned 

to telephone and telegraph oper- 

ators by Orders U-3 and U-4, 

respectively, may be used to 

obtain maintenance, repair and 
operating supplies for offices, 
warehouses and other facilities 
essential to business operations. 
the War Production Board ruled 

June 4 in issuing official inter- 

pretations of the orders. 





commercial use, whereas in other | 
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CALLING ALL 
FUEL USERS! 





FUEL CONSERVATION 
is Everybody s Business-NOW 


Here’s another and very important way in which 
every Dealer can help the nation’s war effort: 


1. Urge your customers to order fuel supplies 
now. 


2. Recommend that they insulate their homes; 
weatherstrip and provide storm doors and 
windows. 


3. Put heating and cooking equipment in first 
class condition. Place early orders for repairs 
and new equipment. 


Unless the civilian population is provided with 
adequate heating and cooking equipment for 
the coming winter, the nation’s war production 
will suffer. So join us in carrying this message 
to the nation’s home owners. Your help is 
needed. 














Most of our production is for 
Uncle Sam's war needs. Genu- 
ine Allen repair parts and now 
some Victory model coal and 
wood ranges, are available for 
civilian needs. 








PARLOR FURNACES 
PRINCESS RANGES 
STREAMLINE RANGE ETERNAL 


ALLEN MANUFACTURING COMPANY 


Nashville, Tennessee 















OPA Warns Against Selling Radios, 
Phonographs Without Ceiling Ta 


Retailers recently were cau- 
tioned by the Office of Price Ad- 
ministration against selling new 
“assembled” radios and phono- 
graps without tags which must 
be attached by the assembler to 
indicate the officially sanctioned 
retail ceiling price of each item. 
Because the manufacture of com- 
plete radio receiving sets and 
phonographs is prohibited by 
wartime conditions, new sets now 
appearing on the market are as- 
semblies of parts likely to have 
been gathered from a variety of 
different sources. Assemblers, 
who have been reporting their 
new prices to OPA for approval, 
now have begun shipments to the 
trade, 

If the retailer receives any “as- 
sembled” radios or phonographs, 
shipped by the assembler after 
July 25, 1943, and these sets have 
been tagged and labeled 
properly prior to shipment, he 
must withhold these from sale 
until he has contacted his District 
OPA office and the assembler; 
and until these “assembled” sets 
have been properly tagged and 
labeled. 

Maximum Price Regulation 430 
(Assembled Radios and Phono- 
graphs), which became effective 
July 26, 1943, makes it obligatory 
for assemblers of new radios and 
phonographs to attach a tag to 
each item sold, stating (1) the 
retail ceiling price of each set, 
(2) the assembler’s stock number 
for that particular set, (3) a 
notice that the set has been as- 
sembled and priced in accord- 
ance with MPR 430, and (4) a 
statement that the set is guaran- 
teed for a minimum of 90 days 
(unless a special price has been 
authorized by OPA under Section 
12, in which case no guarantee 
is required). 

Secondarily, the regulation re- 
quires assemblers to affix on the 
inside of every cabinet of an as- 
sembled radio receiving set or 
phonograph a label clearly show- 
ing (1) the circuit diagram of 
the chassis, including the loca- 
tion of tube sockets properly 
marked with the corresponding 
tube number, (2) the original 
manufacturer’s name and model 
number of the chassis and phono- 
graph, (3) the assembler’s name 
and address, and (4) his stock 
number for the item. 

Retailers also were reminded 


not 


by OPA that, regardless of ay 
former practice, every pers 
selling an assembled radio receiy. 
ing set or phonograph in tk 
course of business is required jy 
furnish the purchaser with , 
sales slip, invoice, or some simi 
lar evidence of purchase, show 
ing the assembler’s stock num 
ber, date of sale, price charged, 
a statement showing whether the 
set is or is not guaranteed, an 
the name and address of th 
purchaser. 


FURTHER RESTRICT 
KAPOK USES IN M-85 
The diminishing supply of ka 
pok has resulted in WPB re 
stricting its use to life vests, life 
jackets and collars, life saving 
cushions, and insulation padding 
for aircraft. This amendment to 
Kapok order M-85 also elimi- 
nates from previously permitted 
uses, life buoys, sleeping bags, 
mattresses, pillows, blankets and 
pontoon bridges, for the arued 

forces. 


DISTRIBUTOR MAY ORDER 
45 DAY MATCH SUPPLY 


A distributor is enabled to or 
der matches of the strike-any- 
where, penny-box or book-mateh 
types up to an average 45-day 
supply or one-sixteenth of the 
amounts he purchased from Janv- 
ary 1, 1941, to December 31, 
1942, through action of the Wat 
Production Board today. Pre 
viously, a distributor’s eligibility 
to order matches depended m™ 
his inventory of all matches, re 
gardless of type. 

Under an amendment to Lim- 
itation Order L-263, a distributor 
may also order matches for direct 
military, post exchange, shipside 
stores or governmental agencies 
in addition to his base period 
quotas. 

If a distributor’s base period 
quota is less than 300 pounds 
shipping weight of matches, he 
is nevertheless allowed to order 
up to this quantity. 

The amended order also de 
fines penny-box match as 4 
strike-on-box or nough-six match 
packaged for sale in boxes nor 
mally containing between 37 and 








41 matches. 
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Issue Farther Restrictions on 


Manufactare of Paper Items 


The manufacture of a number 
of paper articles was forbidden 
and restriction in the tonnage 
permitted for many other con- 
verted paper products were or- 
dered by the War Production 
Board on July 31. 

Although the general public 
may have to do with less fancy 
and decorative papers or articles 
made from paper, the real needs 
of the average citizen will not be 
seriously affected because plenty 
of utilitarian articles will still be 
available. A sharp curtailment 
of unessential products, however, 
was found necessary in view of 
the decreased production of pulp- 
wood from which pulp and then 
paper is made. Four lists form- 
ing a part of the order specifical- 
ly name a great many paper 
products, which may be manu- 
factured up to varied percentages 
of the 1942 rate of operation. 
These percentages range from a 
high of 110 per cent to a low of 
80 per cent. However, there is 
also a list of products production 
of which is unlimited; those ar- 
ticles being ones 
either direct war products or 
highly essential to the civilian 
economy. 

In addition to the restrictions 
on named products, the order 
also places a 30 per cent pro- 
duction curtailment, effective 
Oct. 1, 1943, on a vast number 
of other paper articles. Prior to 
that date, these articles are 
frozen at the rate of operation 


in effect during the first six 
months of 1943. 
Unrestricted civilian paper 


products include abrasive paper; 
adding and business machine 
rolls; binder twines; carbon 
paper; fuses, gears, valves and 
gaskets; gummed tape; blue 
print, photographic and tracing 
papers; paper-base plastics and 
printing plates; sanitary napkins; 
shoes and parts; tabulating cards, 
and commercial and_ industrial 
tags. Products intended chiefly 
for civilian consumption and use, 
which now may be manufactured 
at a rate of 100 per cent of 1942 
production include: artificial 
leather, buttons, envelopes, sta- 
tionery, tablets, toilet tissue, sales 
tax tokens, shingles and waxed 
papers. 

Other household and industrial 
products are set forth in a third 


list, and may be produced at a | 
| duction materials. 


rate of 100 per cent of 1942 pro- 
They include dishes, 
plates, forks, spoons, napkins, 
towels, facial tissues, hat and cap 
light shades and_ re- 


duction. 


visors: 


flectors; lunch boxes, soda straws 
| for a full quarter. 


and window shades, 
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which are | 








Only 80 per cent of the prod- 
ucts in a fourth list may be made 


-after Aug. 1, 1943, in proportion 


to the quantity manufactured in 


1942. These include carpets, 
chair seats and covers; fly paper; 
games and toys; music rolls; 


mailing tubes; phonograph rec- 
ord albums; luggage; slippers, 
and Venetian blinds. 

The order in respect to pro- 
hibited items has been amended 
to permit manufacturers or con- 
verters, having materials in hand 
expressly acquired for such pur 
poses prior to Aug. 1, 1943, to 
continue their processing until 
Oct. 31, 1943. Production of 
these articles after that date, how- 
ever, is forbidden. 

The manufacture of all other 
articles not listed in the amended 
order, or not otherwise excluded, 
may continue until Oct. 1, as long 
as paper is not used at a rate 
greater than during the first six 
months of 1943. During the final 
quarter of 1943, however, manu- 
facturers may utilize only 70 per 
cent of the tonnage of paper in 
producing these articles as was 
consumed in the last quarter of 
1942. 


CMP NOW CONTROLS 
ALL CONSTRUCTION 
AND CONSTRUCTION 

MATERIAL 


All construction materials and 
facilities recently were brought 
under the Controlled Materials 
Plan, through the issuance of 
CMP Regulation No. 6, in line 
with WPB’s policy to eliminate 
all non-essential construction. 

The regulation governs all con- 
struction materials, and includes 
reconstruction, restoration, or re- 
modeling of any structure or 
project, or any extension or al- 
teration of such project. “Facili- 
ties” covered are machinery or 
equipment acquired in connection 
with construction. 

Regulation No. 6 does not elim- 
inate the necessity for obtaining 
authorization to construct under 
the terms of L-41. Persons en- 
gaged in construction now must 
apply to WPB for allotments of 
controlled materials as well as 
for authorization to begin con- 
struction. 

The basic allotment procedure 
for construction is similar to the 
procedure in the case of pro- 
However, in 
instances where regional WPB 
offices authorize small projects, 
ratings and purchase authority 
may be granted for any needed 
construction period, rather than 








In their war dress of black, Cheney Nail Hold- 
ing Hammers are still the premier hammer. 
Everything that made it the outstanding ham- 
mer for carpenters, maintenance men and 
millwrights, both in the Armed Services and in 
civilian essential work, is still to be found in 
this sterling nail holding hammer. Just as soon 
as Cheney Nail Holding Hammers can be re- 
leased for civilian needs in reasonable quan- 
tities, hardware stores will be shipped their 
fair proportion of our output. In the meantime 
with our resources devoted to the war effort 
we are asking our hardware store friends to 
bear with us until better times are here again. 


Buy War Bonds and Stamps—Everyday. 


HENRY CHENEY HAMMER CORP 


LITTLE FALLS—N. Y 














































Very Hanly 


You can’t hire six handed 
workers like the Hindu 
Goddess Siva, but you 
CAN supply your assem- 
bly and production line 
workers with FAIRMOUNT 
Tools so that they can 
make the most of the two 
hands they have. 


Hand Tools * Special Tools * Forgings 











TOOL & FORGING CO. 


*& we W& O61 QUINCY AVE. CLEVELAND, OHIO 
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| | Repair Shops Get AA-2 Rating 


For Acquiring Welding Rod 


A preference rating of AA-2 
has been assigned to repair shops 
for the acquisition of welding 
rod, the War Production Board 
announced July 28, with the issu- 
ance of Direction No. 10 to 
CMP Regulation No. 5. This 
rating may be used regardless of 
whether or not the shop carries 
welding rod as an opetating sup- 
ply. 

Repair shops may use the 
rating to buy only as much weld- 
ing rod in one calendar month 
as it used during the previous 
month, up to $100. However, any 
shop may purchase up to $15 
worth of welding rod regardless 
of the amount used in the pre- 
vious month. 

If a repair shop requires more 
welding rod than it can get, 
using the AA-2 rating, it may 
buy the additional rod by: (1) 
Use of a customer’s rating for a 
specific job; (2) by applying 


for a rating for a specific amount 
of welding rod on Form PD-1A; 
(3) if the shop also needs con- 
trolled material, by filling Form 
CMP-4B and using the rating 
assigned for all the welding rod 
it needs. 

Repair shops using the above 
procedures should nete that both 
customers’ ratings and Form PD- 
1A applications may be used for 
additional amounts, but that if 
the Form CMP-4B application is 
used, it must be used exclusively 
by the shop in applying for weld- 
ing rod. In the latter case, none 
of the other methods may be 
used for the purchase of welding 
rod. 

Preference ratings assigned for 
MRO purchases under CMP 
Regulation No. 5 may not be 
used by repair shops to obtain 
welding rod, except when the 
shop is permitted to use a cus- 
tomer’s rating for a specific re- 
pair. 








USED ATTACHMENT SETS 
FOR VACUUM CLEANERS 
MAY NOT EXCEED CEIL- 


INGS 
Maximum prices at all levels 
for used household vacuum 


cleaner attachment sets, when 
sold in combination with used 
vacuum cleaners, may not ex- 
ceed prices specifically listed in 
,the regulation covering this mer- 
chandise, the Office of Price Ad- 
ministration has announced. 

Any other prices for attach- 
ment sets would raise the price 
combined vacuum 
cleaner and attachment sets 
above the adjusted base-period 
prices for the same combination, 
and therefore would be contrary 
to the intent of the regulation, 
OPA said. 

Amendment No. 2 to Maxi- 
Price Regulation 294 
(Used Household Vacuum Clean- 
ers and Attachments), effective 
July 3, 1943, in clarifying pro- 
visions in the regulation regard- 
ing the sale of attachment sets, 
points out that retail maximum 
prices for sets $5.50 for a 
standard set and $8.50 for a de- 
luxe set)—listed separately from 
those for used cleaners—were 
especially calculated to bring 
the prices of combination vacuum 





(Additional Priorities and War-Time Orders on page 134) 


cleaner and attachment sets up 
to the level of the adjusted base- 
period prices for this combina- 
tion, and may not be varied from 
that combination ceiling. 





CHANGE CMP CLASS B 
PRODUCT LIST 


The official CMP Class B 
Product List of May 15, with nine 
changes in classification, has 
been established for future opera- 
tion under the Controlled Mate- 
rial Plan, J. A. Krug, program 
vice-chairman, War Production 
Board, announced recently. This 
represents the final action with 
respect to any major Class B 
Product _ reclassification. The 
changes are effective beginning 
with first quarter, 1944 (Jan. 1, 
1944) operations. 

The changes are: Special mili- 
tary communications equipment 
becomes a Class A product. Air 
and hydraulic brakes, automobile 
wheel assemblies, tire chains, and 
carburetors (except aircraft car- 
buretors) becomes Class A prod- 
ucts for Army programs only. 

Metal cots, bunks, and berths; 
gas cylinders; carbon dioxide 
portable fire extinguishers; and 
metal hospital beds become 
civilian Class A products. 
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HE story of the 
cooking and heating appliance in- 
dustry and its experiences with gov- 
ernment agencies is ably presented 
in a booklet entitled “The Govern- 
ment and the Stove Industry.” It is 
published by the Institute of Cook- 
ing and Heating Appliance Manu- 
facturers, Inc., Shoreham Hotel, 
Washington 8, D. C. 

Normally, this industry sells ap- 
proximately $250,000,000 worth of 
essential cooking ranges and space 
heaters, and employs between 50,- 
000 and 55,000 people. Excerpts 
from the introduction are repro- 
duced here for they recapitulate the 
story unfolded in the booklet. Every 
hardware dealer will understand 
better why he has been unable to 
secure badly needed heating and 
cooking appliances after reading this 
story. The fault rests not with the 
sorely pressed manufacturers. Quo- 
tations from the introduction follow: 

“For two years the cooking and 
heating appliance manufacturing in- 
dustry has been badgered by the is- 
suance of government orders, regula- 
tions and_ restrietions—sometimes 
complicated, sometimes impossible 
of interpretation even by the divi- 
sion issuing them, sometimes mutu- 
ally contradictory. These have heen 
followed in many cases by amend- 
ments, charges, interpretations and 
‘clarifications’ which in themselves 
have made the ‘confusion more con- 


founded!’ 


Production Discouraged 


“The result of this unhappy state 
of affairs has been to discourage the 
production of cooking and heating 
appliances, the need for which is 
clearly recognized by the govern- 
ment and by the industry. The 
serious shortage of some types of 
cooking and heating stoves that 
faces the nation today will result in 
inconvenience, suffering and, in many 
cases, a threat to the public health 
and morale during the winter 
season, 

“The members of the industry 
recognize the enormous problems 
that have faced the war agencies 
from the beginning and the impos- 
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A War-Time Story of the Cooking and 
Heating Appliance Industry 





sibility of drawing a definite and 
permanent design at the start. It re- 
sents only the frequently evinced 
attitude that loyal, patriotic citizens 
are trying to evade their responsi- 
bilities and are unwilling to assist 
to the utmost in the war effort. -It 
is our contention, amply substan- 
tiated in the following pages, that 
had the advice of the industry mem- 
bers ‘been accepted in good faith in 
the beginning, the war effort would 
have been promoted, the public 
would have been betier served, and 
the work of the agencies with which 
the industry has dealt would have 
been reduced. 

“All through these pages, there is 
constant reference by government 
men to the appointment of industry 
panels and industry committees for 
the purpose of consultation. Very 
few consultations were held,. little 
advice was asked and in the majority 
of cases, where advice was given, it 
was disregarded To those who at- 
tended those meetings it seemed that 
the practice was to allow the manu- 
facturers to ‘blow off steam’ and 
then for the government agency, 
whatever it might be, to proceed 
without being influenced to any ex- 
tent by what the manufacturers had 
said. 

Revised Policies 


“Many times, after the advice of 
the manufacturers had been disre- 
garded, the developments were such 
that the government had to revise its 
policy and do later what the indus- 
try had advised in the first place. 
Many times, because of the post- 
ponement of this action (and this is 
particularly true in the case of heat- 
ers during the winter of 1942 and 
1943) the suggestions were adopted 
too late to correct the situation that 
the manufacturers, from their ex- 
perience, knew would develop. 

“The necessity for a _ certain 
minimum quantity of stoves and 
heaters was recognized in the sum- 
mer and fall of 1941, and that it 
was repeatedly stated that, some- 
times by one method and sometimes 
by another, material would be pro- 
vided for the production of a mini- 
mum quantity of essential ranges 
and heaters. This has never been 
done. 


“The manufacturers were told, on 
July 18, 1941, and on several subse- 
quent dates, that they would not be 
asked to move stoves without profit. 
yet after the Victory models were 
introduced, these models were some- 
times priced at a figure that was 
less than the manufacturers’ cost. 

“The whole story is one of prom- 
ises made by men who spoke for the 
government with such, authority aad 
assurance that manufacturers -were 
apparently justified in making defi- 
nite plans, and later the breaking or 
ignoring of these promises resulted 
in utter confusion. 


Too Many Bosses 


“Even the casual reader will see 
that the industry has been plagued 
by too many bosses, both currently 
and conservatively, no one boss be- 
ing bound in the slightest degree 
by the promises of another. The in- 
dustry has received directions from 
various commodity sections of WPB, 
from the War Manpower Commis- 
sion, from the Plumbing and Heat- 
ing Division of WPB, from the Pric- 
ing Division of OPA and the Ration- 
ing Division of OPA, and many 
times the orders from one have con- 
flicted with the orders from another. 
Equally bad, the Plumbing and 
Heating Division of WPB has had a 
succession* of chiefs and, until re- 
cently, most of them entirely un- 
familiar with the stove and heater 
industry. In every instance the ad- 
vent of a new chief has meant a 
change in policy. 

“It is our contention that if the 
government men in charge of the 
stove program had taken the indus- 
try into their confidence, in the be- 
ginning, or at any subsequent time, 
plans could have been developed, 
modified from time to time as the 
defense and war needs dictated, and 
an orderly program established 
which would have permitted the 
production of stoves and heaters in 
the amounts necessary to meet 
minimum civilian requirements. In- 
stead of this, the members of the 
industry have been treated as if they 
were children lacking in patriotism 
and unwilling to make the sacrifices 
required, They have been looked 


(Continued on page 91) 
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PHOENIX 


AND JUNIATA 


HORSE and MULE 
SHOES 


Work animals today need the best 
shoes they can get. They’ve got a 
big job to do in our Victory pro- 
gram and that’s why Phoenix and 
Juniata horse and mule shoes are 
in greater demand than ever. You'll 
find it profitable to carry a com- 
plete stock at all times. And, re- 
member, Phoenix and Juniata horse 
and mule shoes outsell all other 
brands combined. 


Phoenix also makes a complete line of 
calks to meet every requirement. 
Phoenix products are distributed by 
leading jobbers everywhere on an es- 
tablished policy through regular trade 
channels. 
















Write for FREE copy of this book. 


This new booklet, explaining fully 
the proper care of the feet of horses 
and mules, is available to your cus- 
tomers. Authoritative—concise—easy 
to understand—fully illustrated. En- 
dorsed by leading horsemen and veter- 
inarians. Write for your copy and de- 
tails of distribution. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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JOHN RICHARD WAL- 
KER, who travels in Texas 
for Belknap Hardware & 
Manufacturing Co., Louisville, 


| Ky., wholesale hardware dis- 


tributors, was born in Padu- 
cah, Ky., March 2, 1879, and 
completed his 50th year in the 


hardware business on June 17, 


| 1943. 


| Mississippi. 


Mr. Walker entered the 
hardware field in 1893 with 
Geo. O. Hart & Son of Padu- 
cah, Ky., as order clerk in the 
wholesale department. After 
three-and-a-half years, he was 
made shipping clerk and put 
in charge of the stock depart- 
ment. He also assisted Geo. 
B. Hart in the buying for two 





JOHN R. WALKER 


years. At the age of 19 he started out on the road for the 
| Hart organization and continued until the firm quit the 


wholesale business. 


He was then 25 years of age. 


Mr. 


Walker became associated with the Belknap company on 
April 29, 1904, and was first assigned to a territory in 


In 1907 he requested a transfer and was 
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given a territory in the San Antonio, Texas, area. He is 
still there and holds a high reputation for ability, knowl- 
edge, performance and success. 


* * * 


LEE J. WEBER, ssales- 
man with The Geo. Worthing- 
ton Co., Cleveland, Ohio, 
wholesale hardware distribu- 
tors, is 65 years of age and 
completed a half century in 
the hardware business on 
April 1. Born July 9, 1878, 
Mr. Weber entered the em- 
ploy of the Worthington or- 
ganization in 1893 and has 
been identified with the same 
company since that time. His 
first 10 years were spent in 
the store and in January, 
1903, he started to represent 
the company in a territory 
immediately west of Cleve- 
land. He is now calling upon 
the second and third generation in his territory. He has 
one son, Robert J. Weber, who represents the firm in a 
central Ohio territory. Mr. Weber’s hobby is fishing, and 
he has followed that sport for many years in Canada and 
later in Florida. Both he and Mrs. Weber particularly 
enjoy fishing in the Florida Everglades for species that 
are not generally hooked by ordinary fishermen. It might 
be mentioned in this connection that he is rated as one of 
the leading anglers of the East Florida Coast where he 
has taken a number of prizes. Last May, The Geo. Worth- 
ington Co. celebrated his 50 years of service with a ban- 
quet which was attended by 50 persons, including busi- 
ness associates, family and friends. 


LEE J. WEBER 


* * * 


W. E. McQUEEN, head 
of W. E. McQueen & Co., Mis- 
souri Valley, Iowa, is 67 years 
of age and on April 1 com- 
pleted his 5lst year in the 
hardware business. Mr. Mc- 
Queen entered the field of 
hardware in 1892 as clerk and 
general utility man for W. M. 
Carlisle-Hardware at Missouri 
Valley and remained with the 
firm until 1903. For two years 
he was clerk and manager of 
the Dazell Hardware at Ster- 
ling. Colo. In 1905 he became 
a traveling salesman, first in 
the Black Hills, Wyo., and 
then covering western Iowa 
for a period of 18 years. On 
Jan. 1, 1925, he entered the hardware business in Mis- 
souri Valley, Iowa, and is still actively engaged there. 
Mr. McQueen served as president of the Greater Missouri 
Valley Association for six years. His hobby is a fine 
one—“owning and running a good hardware store.” 


W. E. McQUEEN 
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ADVANCES 


Some items in one line of roofing 
products. 


Cast iron coal fired warm-air fur- 
naces. 





Prepared roofing and 
shingles — Effective July 15, one 
“maker” and seller of asphalt roofing 
products, raised its Jan., 1943, prices 
about 1 to 2 per cent on the staple 
slate-surfaced rolls and shingles, and 
on mica-surfaced rolls. Several items 
of felts and building paper were vari- 
ously adjusted, all remaining within the 
RPS 45 ceiling limits. On the most 
competitive type 35-pound roll roofing, 
the cumulative mark-up in prices to 
jobbers, from “pre-war” to July 15, has 
been just 20 per cent. 


Home canning jars — More 
home canning jars and covers were 
made in the first five months of this 
year than in the entire year of 1942, 
Roswell C. Mower, director of the WPB 
containers division states. Not only are 
glass manufacturers surpassing all pre- 
production 
quality of the jars and covers is high, 
in many cases higher than has ever be- 
Because of the 


vious records, but the 


fore been achieved. 
number of new types of covers, the im- 
portance is emphasized, even for veteran 
household canners, to read the manu- 
facturer’s directions enclosed with ship- 
ments of jars or canning supplies. 

* * * 


Paint oil ruling—Difficulties 
that have been experienced with the 
quality of paint reducing oil which may 
be sold under recent order No. M-332 
are expected to be remedied by a WPB 
amendment to the order. This defines 
the composition of oils for protective 
coatings, and makes it necessary for the 
oil or non-volatile content to be at least 
65 per cent of the product, by requir- 
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ing that oil represented to be “linseed 
replacement oil” meet federal specifica- 
tion TTO-371. The amendment also 
unfreezes wholesalers’ stocks on hand 
before July 1, and crushers’ stocks on 
consignment with wholesalers before 
July 1. No exception is made for drum 
stocks of raw linseed oil in excess of 
25 drums because of the extremely 
critical oil situation which WPB ex- 
pects will last through August and 


cording to Department of Commerce re- 
ports. Shipments of galvanized. tanks 
for hot-water heaters were 16,641 units 
for June, compared with 10,183 for 
June, 1942. 


* 


Manila fiber outlook—Sixteen 
months ago, WPB recommended the 
planting of 20,000 acres of abaca 
(manila fiber) in Central America. The 
work has progressed satisfactorily and 
the clearing of the jungles and the 
actual planting are now nearing comple- 
tion, under direction of the United 


Fruit Co. Up to July 3rd, 22,756 acres 
had been planted, and later plantings 
will bring the total area under cultiva- 
tion to 28,661 acres, distributed through 
Panama, Costa Rica, Guatemala, and 
Honduras. From the 2,000 odd acres in 
Panama, where the plants had reached 


September. 


Boiler shipments up — Ship- 
ments of galvanized range boilers in 
June amounted to 82,279 units, com- 
pared with 40,538 for June, 1942, ac- 





Wholesale Hardware Sales 
By Geographic Regions, for June, 1943 
(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 














,| SALES REPORTED SALES-YEAR-TO-DATE 
| a — — Np 
| Percent Change | 
REGION June 1943 Thousands of Dollars | 
SS | Change | Months | Months 
a a mG ARG ——~| “from | 1943 | 1942 
of | June May | June June | May 6 mos. (Add | (Add 
Firms | 1942 | 1943 | 1943 | 1942 | 1943 | 1942 000) | 000) 
waa oe (el as a Mee Ce BS 8 
w En | 2 | ob | +4 | $1,229) $1,225| $1,183| —9 | $7,000] $7,680 
Middle Atlantic 106 | +3 | +8 | 9,140| 8,858/ 8,474) — 2 56,824 
Cc 49 —12 | +3 | 5947, 6,734) 5,749; —18 | 37,508 
West North Central 37 | -16 | +4 | 5691| 6,736) 5466, —16 | 32,853/ 39,186 
South Atia 46 | -16 | —2 | 3,053| 3,615| 3,126; —18 | 22,085 
East South Central 1% | —6 | +9 | 2415; 2566) 2209; —19 | 14,738) 18,111 
West South Central 7) +4) +4 | S380) §,142| 5,148) —7 | 30,291) 32,531 
Mountain... .. 5 +9 | +12 | 808/ 738 722; —8 | 4891/ 5,333 
Pacific... 2 | +10 | +6 | 8064) 7,303) 7,617; +7 | 67,131) 62,480 
| | 
U.S.TOTALa....| 343 | —3 | +6 | 41,697| 42,917| 39,394, — 8 273,291 | 295,804 








Bureau of the Census Carrent Statistical Service 
a Includes data for 3 firms not allocated to geographic regions. 
b Less than 0.5 per cent. 
States comprising regions: 
New England—(Conn., Maine, Mass., N. H., R. 1. Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West_ North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
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% it! 
e Greater it! 
Figure it out for yourself—you make one profit on 
the iron—another profit-on the pad, an increase of 


35% profit on the iron, and your customer discovers 
Labor-Saving ironing for the first time. 








Profit on one ($8.95) iron............ $2.78 
Profit on one ($2.95) pad set......... .98 
$3.76 


When you again sell electric irons sell them in com- 
bination with this modern streamlined ironing pad. 
Behind this suggestion are one million satisfied 
users. In the meantime, our facilities are being 
used by Uncle Sam for Victory. 


THE SUNLITE MFG. COMPANY 





MILWAUKEE, 


WISCONSIN 
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Under present conditions ... 
and because of the increased 
demand for these Federal items 
that protect and conserve food 
e+e Our service is necessarily 
limited both as to available 
merchandise and to deliveries. 
However, we will continue to 
do our best to meet your re- 
quirements as fully as possible. 
We regret that we cannot accept 
new accounts. 





No. 430 DRIPLESS SERVER 
1Y2 qt. capacity . . . holds point-saving 46 
oz. can of fruit juice. Fits in refrigerator; 
keeps juice better, longer . . . no contami- 


no refrigerator odor . . . no 










nation... 
drip, spill, waste. Always ready to serve. 
Easy to clean. Has Tenite plastic top and 
slide in choice of colors; clear-glass con- 


tainer. Retails at 75¢. 






CONDIMENT JAR 


Handy, sanitary serving jar for jellies, jams, 
condiments, etc. Two-piece hinged top pro- 
tects contents; spoon is shaped for easy use. 
Top and spoon are red plastic; 6-oz. con- 
tainer is clear glass, 4'' high. Retails at 20¢. 








No. 429 NO-DRIP SERVER 


As smart as it is practical for serving 
cream, condiments, etc. An ideal refrig- 
avoids conftmination 
Has Tenite 


erator container. . . 
and odor. Easy to clean. 
plastic top and slide in choice of colors; 
clear-glass jar is 7-oz. size. Retails at 25¢. 





No. 456 SHAKERS 


Note sanitary '‘side-flow’’ pour- 
ing holes in shaker tops to 
— dust and grease from 
settling down and into con- 
tents. Tops are red Tenite 
plastic, embossed ‘'S'' and 
“p'': J-oz. containers are 
clear-glass. Shakers retail at 
10¢ each. 


SEE YOUR JOBBER ... 


(All retail prices as listed above are suggested retail prices; they may be 
slightly higher west of Mississippi.) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 




















Wholesale Hardware Inventories 
By Geographic Regions, for June, 1943 


(COMPILED BY THE U. 


REGION 


New England 
Middle Atlantic 
East North Central 
West North Central 
South Atiantic 

East South Central 
West South Central 
Mountain 

Pacific 


U.S. TOTAL a 


Number 
of 


Firms 


217 


Bureau of the Census 
a Includes data for 5 firms not allocated to geographic regions. 


b Less than 0.5 per cent. 


TOTAL HARDWARE 


END-OF-MONTH INVENTORIES (Cost) 


Percent Change 
June 1943 
from 


June 


May 
1942 1943 


| 
Ww 
= 

— eauearnaww 


June 
194 


nw 
N= 


br} Qo a—-wne 


Thousands of Dollars 


June May 

1942 1943 
563 $1,976 $1,616 
046 8,914 7,236 
516 10,622 6,772 
917 10,961 7,729 
049 4,396 3,048 
158 1,732 1,214 
211 6,695 5,443 
548 732 577 
468 8,211 6,911 
476 54,239 40,546 

Current 


STOCK-SALES RATIOS 


S. DEPARTMENT OF COMMERCE) 


Statistical Service 


Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 
for an identical group of firms. 





maturity by the time the 
of supply in the 
shipments of some 2,275,000 pounds of 
manila fiber and about 90,000 pounds 


of manila 
the past 
maturity, and 


will increase 


annual yield will approximate 45 mil- 
lion pounds, or 20,000 long tons. The 
entire 28,000 acres should be producing 
The 


produced 


fiber 


quality of the fiber already 
from the Panama plantation compares 
produced in 
Processing machinery and 


favorably with 


Philippines. 


drying equipment have been purchased 


“tow” 


18 months. 


have 


continuously 


by the end of next year. 


that 


By 


world’s source 


Philippines was lost, 


been received in 
this October, 
the new plantings will begin to reach 
thenceforth 


and it is expected will be installed 


time to handle increased production as 


it comes along. 
aa as * 


Furnace prices up 
maximum 
fired 
has been authorized by OPA, 
amendment to Price Regulation 188, 
Manufacturers are 
their 
ceilings and lowest current published 
A dollar-and- 


cent increase 


cast iron coal 


effective August 4. 


permitted to 


in 


increase 


list prices by 9 per cent. 


cents adjustment to the extent of these 
may be made at 
jobber and retailer levels. 


increased 


Ceramic (pottery) products 
Substituting more and more largely 
for metals and plastics, the home and 
war demands for pottery wares and 
products are keeping their manufac- 


costs 


& * * 


warm-air furnaces 
in recent 


production 
until the 


the 


A 9 per 
prices for 


present 


the 


turers more 


these, 


are readily available. 


and 


industry, 


than busy. 


ceramic 


Materials for 


chiefly clay, quartz and feldspar, 
For both 


Army 


manufacturers 


are making unbreakable electrical in- 


sulators, 
mica but 


to other insulators. 


which 
in many 


not 


only 


save 


cases are 
These are used in 


critical 
superior 


radio equipment for ships, planes, and 


tanks. Vitreous china sinks and laun- 
dry trays are being made for Army 
camps and public housing projects. In 
chemical and other industrial plants, 
sturdy noncorrosive porcelain pipes are 
replacing those made of stainless steel. 
So much chip-proof vitrified china is 
needed for the armed services—76,000,- 
000 pieces last year—that production 
facilities have become somewhat 
strained, forcing makers to concentrate 
civilian production on the more staple 
items. Such products as glass and 
pottery cooking pots and frying pans 
have been developed to a high point of 
efficiency. Coffee drip pots, filter and 
all, are made of pottery. Ceramic fire- 
place grates, now made by five or six 
plants, are being improved, and 500,000 
are expected to be in use this winter. 


Ceramic space heaters, to replace 
metal stoves, are in the development 
stage. For the duration, old dinner- 


ware patterns may occasionally be dif- 
ficult to match, because the metallic 
oxides needed for glazes and decorative 
patterns are somewhat and 
their use has been restricted by WPB. 
However, except for blue, reds and 
yellows, which call for cobalt, tin, cad- 
mium and uranium, most colors will be 


scarce, 


readily available. 


a 1 * 
Commodity price averages— 
Commodity prices continued _ their 


downward tendency in the week ended 
July 31, and carried the Bureau of 
Labor Statistics all-commodity price in- 
point it has 


dex down to the lowest 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for June, 1943 
S. DEPARTMENT OF COMMERCE) 


(COMPILED/BY THE U. 


REGION 


Mountain 
Pacific 


U.S. TOTAL a 





TOTAL HARDWARE 


ACCOUNTS RECEIVABLE 











Percent ones ia | 

June 1943 | Thousands of Dollars 

June | May | June June May June June May 
1942 | 1943 | 1943 | 1942 | 1943 | 1943 1942 1943 
-2% | -8 | ‘sue $1,620| $1,308 91 a ee 
=18 | +1 | 9144) 10,980) 9.050) 96 74 91 
-3 | -—6 | 7| 8,910 | 6,188| 100 78 | (86 
—43 | -6 | Bae 9,752; 5,913| 105 66 93 
+3 —10 | 3 3,629; 3,513/ 4,021; 84 115 | ~—s 83 
—25 | +1 1,942 76| 1,928) 84 so | 94 
—15 | +3 | 4032| 4,716; 3,905 93 79 99 
—s|—2]| 366] 308) 375| 104 82 61 
—-8| -6 ares | 9,483 9,369 | 76 85 
—22 | —4 | 40,408/ 51,918 | 42.067 | 91 7 | 9 


| 





Bureau of the Census 
a Includes data for 3 firms not allocated to geographic regions. 
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Collection per 


d by dividing the collecti t 


Current Statistical Service 


during the 





month by accounts Sancta outstanding at the beginning of that. pln for an identical 


group of firms. 
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SERIES 


Today, the slightest slow-down of production is more 
than ever a national calamity. Justrite Safety Products 

designed and built to rigid safety requirements—stop 
the careless or forgetful fire before it starts. 


JUSTRITE 


Safety Products 


JUSTRITE SAFETY FILLING CANS prevent spilling-—splash- 
ing—waste—wherever explosives of ‘flammable liquids must 
be poured into fuel tanks, etc. Sturdily built of 24 gauze 
steel in 20 quart size. Approved and listed by Underwriters’ 
Laboratories, Inc. 
JUSTRITE SAFETY CANS similar in construction to the 
above but without flexible spout are made in 7 sizes, from 1 
5 gallons. Approved, labeled, and numbered by 


pint to 5 
Underwriters’ Laboratories, Inc. 


OILY WASTE CANS for safe 
rags, with or without foot. pedal 
matically. Made in 4 sizes from 
by Underwriters’ Laboratories, Inc., 
Fire Ins. Co. 


Play Safe 


Ask your jobber, or write direct for 
catalogs and prices. 


JUSTRITE MANUFACTURING COMPANY 


2073 N. Southport Ave. Chicago, Ill. 


storage of oily waste and 
either model closes auto- 
6 gallons. Approved 
and Factory Mutual 
-Now 


-Invest in Safety 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 


AUGUST 19, 1943 

















PANTHER AND DRAGON 
RUBBER TAPES 


It is obvious that the wrapping of an insulated wire or cable 
splice with new insulation must be done so as to restore the 
insulating value of the original covering. 

Only high grade compound, properly “plasticized” to obtain 
satisfactory electrical and physical properties, is used in the 
manufacture of PANTHER and DRAGON Rubber Tapes. 
It will mould into a homogeneous mass of insulation and vul- 
canize after application to the splice It has high dielectric 
strength and insulation resistance. It more than complies with 
all the requirements of A.S.T.M. and Federal Emergency 
Specifications. 

Investigate all the advantages of PANTHER and 
DRAGON Friction and Rubber Tapes and the reasons why 
they are being specified (1) and recommended by so many 
wholesalers (2) and used by electrical contractors throughout 
the country. 


RUBBER TAPE 

















FRICTION TAPE 


1. Guaranteed Footage 1. Guaranteed Footage 

2. Substantial Fabric 2. High Grade Compound 

3. High Tensile Strength 3. High Tensile Strength 

4. High Dielectric Strength 4. High Elongation 

5. High Adhesive Strength ° 5. High Dielectric Strength 

6. Uniform Thickness 6. Uniformity of Thickness and Width 
7. Uniform Width 7. Excellent Fusion 

8. Excellent Tackiness 8. High Insulation Resistance 

9. Strong, Durable Core 9. Excellent Tackiness 

79. Colorful, Attractive Boxes 10. Colorful, Attractive Boxes 











Sold Through 
Recognized 
Independent 
Whole- 
salers.. 








Friction Tapes are 
available in both 
PANTHER and 
DRAGON brands. 





3312 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 


DIVISION OF 
OKONITE CO. 






HAZARD INSULATED 1 17 
WORKS EU THE 


ENNSYLVANIA «+ OFFICE N 


WIRE 


PAL CITIES 


PRING 














reached in five months. The index for 
farm products was 0.5 per cent lower 
for the week and the foods index was 
down 0.6 per cent. Few changes were 
reported for industrial products, whose 
index remained unchanged. However, 
it must be emphasized that many lines 
whose prices the Administration con- 
siders “stabilized,” are questionably so. 
Such claims are likely to ignore the 
deterioration of qualities, the disap- 
pearance of low-priced items, which 
force the buyer to take more expensive 
goods, and the so-called “percentage 
margin” allowed in many cases by 
OPA, which encourages the seller to sell 
high-priced rather than cheaper articles. 
lod a . 

Huge retailing totals—Says 
the U. S. Department of Commerce: 
“Brisk sales in June climaxed a half 
year of unprecedented consumer buy- 
ing which carried the total of the na- 
tion’s retail sales, for the first six 
months of this year, to a total of $29,- 
520,000,000.” Sales for June alone 
amounted to $5,228,000,000, or 16 per 
cent above June, 1942, and the month’s 
index of sales of all retail stores in- 
creased 3 per cent, to 163 per cent of 
the 1935-°39 average. Actually, how- 
ever, the six-months’ gain was not aided 
by sales of hardware or other heavy or 
“durable goods” lines. These branches 
of retailing barely seld their own. 

* * = 

As to wholesale trade — 
Wholesalers’ totals also were reported 
5 per cent larger thau during the first 
half of 1942—but this result was due 
to dry goods, clothing, food and liquor 
sellers—not to hardware activity. De- 
creases were reported by wholesalers of 
paints and varnishes, furniture and 
house furnishings, machinery and 
equipment, plumbing and heating sup- 
Whole- 


salers’ inventories in terms of dollars 


plies, and electrical goods. 


were 25 per cent lower than at the 
close of June, 1942. 


* * “ 





Farm prices react—The first 
decline in prices of farm products since 
January lowered the U. S. Dept. of 
Agriculture index from 190 to 188 per 
cent of the 1909-14 average, in the four 
weeks ended July 15. Despite this de- 
cline, the index of prices received on 
July 15 was up 34 points from a year 
ago, and was the highest July index 
since 1920. Prices paid by farmers, 
however, continued to increase, and on 
July 15 averaged 165 per cent of the 
1909-14 index, the highest in 14 years. 
Since the outbreak of war, prices re- 
ceived by farmers have nearly doubled, 
while prices they have paid have in- 
creased by about one-third. During the 
latest four week’s period, meat animal 
prices fell 5 points; fruit (seasonally) 
fell 4 points, and cotton and cottonseed 
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prices decreased 3 points. Truck crop 
prices declined less than usual. Dairy 
products were steady. Grains advanced 
3 points and the 1943 crop of small 
grains started to market. Chicken and 
egg prices were up 4 points—less, how- 
ever, than the average seasonal rise. 
* & * 

Employment—living costs— 
Employment in the U. S. attained an 
all-time peak in May—a total of 62,- 
400,000 persons. Cost of living for the 
United States as a whole in June stood 
7.1 per cent higher than a year ago, 
and 21.3 per cent above January, 1941. 
Both records are reported by the Na- 
tional Industrial Conference Board. 
Fully 7,000,000 more persons were at 
work or in uniform in May than in the 





same month of 1942, and of this in- 
crease at least four-fifths resulted from 
the expansion in the armed forces. 
While total employment has increased 
steadily since the start of the year, the 
number of persons at work in several 
basic industries has turned downward 
in recent months, 
* * « 

Wood-slat corn cribbing— 
Effective July 26, OPA set maximum 
prices on wood-slat cribbing, woven 
with wire, and usable for corn cribs, 
temporary silos, and wind-break fence 
for farms and truck gardens. Price to 
dealers was fixed at $8.75 per 100 
lineal feet, for the 48 inch standard 
red slat fabric—f.o.b. the seller’s place 
of business. This represents about a 





Outdoor Display Sells a Ladder a Week 


For a Yearly Average 


NLESS there’s rain or snow in 

Harrington Park, N. J., ex- 
tension, straight and step ladders 
are on display every business day 
outside the Harrington Park hard- 
ware store. Although several lad- 
ders are sold some weeks the store’s 
average is at least one each week 
throughout the year. This is a par- 
ticularly good record when one con- 
siders that the town has a popula- 
tion of 1500 and that many of 
its residents commute to New York 
City, which is only 16 miles distant. 
Ladder sales are not confined to 
residents of the town since the 
store’s show windows face the rail- 
road tracks and are close to the 

























station. For this reason, people liv- 
ing in towns further up the line will 
stop off to price and buy ladders and 
other goods. 

Both homeowners and _ painters 
buy ladders, says Fred H. Quant- 
meyer, proprietor of the store. Step- 
ladder prices start at $2.19 each 
and extension ladders are sold as 
high as $18.00 to $19.00 each. Other 
items, usually those having sea- 
sonal appeal, are also displayed on 
the sidewalk. In addition the side- 
walk in front of the store’s. other 
show windows on another street are 
utilized for outdoor displays of sea- 
sonal and new items as well as 
small goods. 


Ladders displayed outside the rear display window of the store attract 
homeowners and painters and help sell merchandise throughout the year. 
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20 per cent advance—approved because 
of similar advances in cost of produc- 
tion. Factory maximum prices to 
wholesalers and mail-order sellers are 
to be the percentage discount used 
(below dealer prices) for such sellers 
on March 31, 1942. 


* + 


Store Sales—Sales of the na- 
tion’s department stores for the week 
ended July 17 were 20 per cent above 
the comparable 1942 week, while 
sales for the latest four weeks rose 19 
per cent, according to the Federal Re- 
serve Board report. Sales of inde- 
pendent retail stores in June were 23 
per cent above those for June, 1942, 
and 4 per cent higher than in May, 
based on reports from 1439 retailers in 
34 states to the U. S. Department of 
Commerce. Furniture and hardware 
stores reported sales up 3 per cent over 
a year ago. 


The Cooking and 
Heating Appliance 
Industry 


(Continued from page 83) 


upon with suspicion, and sugges- 
tions based on years of experience 
have been put aside in favor of 
hunches. 

“It is the industry’s earnest hope 
that from a study of this informal 
memorandum, government agencies 
will get a clearer view of what has 
happened in the past and will so 
avoid a repetition of the same types 
of mistakes. This memorandum 
demonstrates the need for unified 
control over the industry’s prob- 
lems, including production, ration- 
ing and pricing. If one man cannot 
be given the supervision of all these, 
the situation can be much improved 
by the appointment of a liaison offi- 
cer to work with all government 
agencies controlling the industry’s 
destiny so that a well-coordinated 
program can be developed without 
further delays.” 

The Institute of Cooking and 
Heating Appliance Manufacturers, 
Inc., will be happy to mail any hard- 
ware dealer or interested manufac- 
turer a copy of this booklet. There 
is no charge. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 66 
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“CLANK — CLANK — CLANK” go the leather-cutting machines . . . 
helping turn out more work gloves for our nation’s battle 
lines and production lines. Each machine is manned by a 
true craftsman giving his best for Victory. But — their 
utmost is still not enough to fill ail needs for Boss Gloves 


... so the available supply (after Uncle Sam’s needs are met) 


is being shared fairly by all Boss dealers and jobbers. 


THE BOSS MANUFACTURING COMPANY, KEWANEE, ILL. 


WORK GLOVES 


ARE WAR GLOVES’ 





Barve U. S. WAR BONDS EVERY PAY DAY—10% OR MORE! 
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And Still Available for Hardware Distribution 


Dehydrator for 
War Gardeners 


The Yankee Dehydrator is made of 
non-critical materials, is designed for 
home use and is now being offered to 





war gardeners via hardware and gen- 
eral stores. Maker states it operates on 
a kitchen range with any kind of heat. 
Units are shipped in carton for easy 
assembly. Orkil, Inc., Higganum, 
Conn., makers of the dehydrator is plan- 
ning on eventually producing approxi- 
mately 1000 units daily. 


New Protective Cream 

A new water soluble protective cream, 
said to be unusually effective against 
paints, lacquers, inks, grease, oils, and 
many other substances has recently been 
placed on the market by The Utility 
Co., Inc., 636-642 W. 44th St., New 
York City, manufacturers of Gre- 
Solvent. 


KEEPS HANDS CLEAN 
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“Gre-Solvent Protective Cream,” as 
the new product will be known, is used 
in factories, homes, shops and offices. 
Maker states it is a bland, greaseless, 
quick drying preparation that forms an 
invisible, glove-like film that prevents 
grime from adhering to the skin. Avail- 
able in 8 fl. oz. and gallon jars. 


Buttermaker 


Gallon jug with a wire drop handle, 
maple handle, and a basswood paddle 
designed to produce butter. Simply re- 
move the cream from the top of the 
milk bottle and keep it for several days, 
add butter coloring included with each 
butter maker and, states the maker, you 














have butter. Can be used as a utility 
mixing receptacle, water container and 
the like. Manufactured by Girton Man- 
ufacturing Co., Millville, Pa., national 
sales agents Supplee-Biddle Hardware 
Co., 507 to 509 Commerce St., Philadel- 
phia. 


Folder on Zinc Plated 
Steel Sheet 


Contains factual information on new 
product introduced by American Nicke- 
loid Co., Peru, Ill. Copy may be had 


on request. 


Pyrex Fall Campaign 


Pyrex Housewares Division of Corn- 
ing Glass Works, Corning, N. Y., has 
issued a pamphlet to the trade explain- 
ing its extensive fall consumers adver- 





tising campaign featuring Pyrex brand 
oven ware. To over 36,500 retail dealers 
will be mailed a complete display kit, 
an advance reproduction of the fall ad, 
and a newspaper mat with the same il- 
lustration used in the national maga- 
zine spread. 


Cycle Trucks 


Recently released from rationing for 
delivery service by OPA, these cycle 
trucks are said to be capable of carry- 
ing up 150 lbs. The wire basket, 
measuring 24 by 16 by 11 in. is bolted 
to the frame. Parking stand is mounted 
on the front axle directly under load. 
Arnold Schwinn & Co., Chicago, IIl. 
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Prevents Flowers 
From Wilting 


Said to prolong the life, beauty, and 
fragrance of cut flowers. Removes the 
necessity of recutting the stems and 


aged and reasonably priced, this prod- 
uct has been made available by Flora- 
life, 729 South Wabash Ave., Chicago, 
ill. 


Air Port Dust Controller 


Compound is described as a stable 
homogeneous liquid of low viscosity 
which may be diluted or extended 
with water in all proportions. The 
concentrate and its emulsions are said 
to be effective in wetting and pene- 
trating over all types of soil including 
moist earth. This compound, states 
the maker, is safe and easy to handle 
and non-corrosive to metal and spray 
equipment. Curran Corp., 6 Pleasant 
St.. Malden, Mass. 


Air Pressure Booklet 


A four page booklet put out by the 
B. F. Goodrich Co., Akron, Ohio, en- 
titled “Airing Our Views on Air Pres- 
sure.” It describes in detail air pres- 
sure, impact, and resistance to wear of 
auto tires. 


“Stur-D-Strap” 


Laminated fibre designed to substi- 
tute for wire or steel strapping. Can be 
used for Strapping all types of pack- 
ages up to 90 pounds. Said to be water 
tepellent and has only 1 per cent elon- 
gation, which allows for selective ten- 
sioning. It is available in 700 ft. rolls, 
% in. wide. A. J. Gerrard & Co., 2700 
Belmont Ave., Chicago, II. 





changing the water. Attractively pack- | 
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HATS OFF TO MRS. ORVILLE 
ARENT. Typical American 
mother—with two sons in the 
service, with the spirit and 
spunk to shoulder a job on the 
home front. A drill press soldier 
at Estate, but also a competent 
homemaker and helpmate to her 
husband and 14-year old 
daughter. 

























“| figured 


| could drill as well 
as my two sons 


—so here | am at Estate 


“When my boys entered the service, I told Dad I was going to 
start drilling, too—and every time I give this electric drill the 
go-ahead, I figure I’m drilling holes into the Axis, helping to 
bring my boys and other boys back safe and soon. 


“My sons kidded me a bit about being a machinist —but there’s 
no kidding here at Estate. We're all serious about giving our 
jobs the best we have. 


“TI know a lot of folks who have worked at Estate for years, 
and they tell me that even in peacetime this was true. That 
must be one reason why this company has been in business for 
over 100 years.” 


Over the Estate plant in Hamilton, Ohio, under the Stars and Stripes, 
flies the Army-Navy “‘E” flag for excellence in war work production. 









...the NAME TO REMEMBER IN COOKING AND 
HEATING APPLIANCES FOR ALL FUELS 


The Estate Stove Company, Hamilton, Ohio 














Onco Merchandiser 


Designed to display the following 
Onco products: Onco refresher—said to 
clean wax and polish woodwork, re- 
frigerators, stoves, etc.; Onco all pur- 
pose semi-paste wax for floors, wood- 
work and linoleum; Onco automobile 
cleaner and polisher; Onco painted 
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surface cleaner, and Onco glass and 
silver cleaner. 
and said to be sturdily built. Given 
free with a complete set of selling aids 
as display cards, window streamers, 
and envelope stuffers, with an order 
for the Onco Merchandise Deal. G. WV. 
Onthank Co., 11th and Cherry Sts., Des 
Moines, fowa. 


Comes in five colors 


Meal Container 





Designed to permit the meal to be 
brought to the war worker. Has five 
food compartments, main dish, two 
cups for salads, deserts or beverages, 
and two smaller compartments, closed 
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WHATS nEW 


AND STIL AVAILABLE FOR HAROWARE D/STRIBUTION 





by inexpensive paper lids. Said to 
keep food at proper temperatures by 
insulation. Space atop the main course 
provides for bread, cake, pie, napkin, 
and silver. The maker states the Seal- 
Lock container closure has three ad- 
vantages; its paper cup must be de- 
stroyed to open it, thus insuring against 
any tampering from kitchen to con- 
sumer, cap may have workers serial 
number so he will receive the meal he 
ordered, and when meal is finished the 
container may be resealed so worker 
won’t be responsible for the utensils 
within. Seal-Lock being broken the 
insulated top is inverted and serves as 
a tray. Available for war workers only 
for the duration. Mealpack, Inc., 152 
W. 42 St., New York City. 


New Coffee Brewer 


A new 2-3-4 cup vacuum coffee 
brewer made with Pyrex brand glass. 
Has a wide funnel tube, snap-in, tilt- 
out filter, 2 in. wide mouth with pour- 
ing lip, plastic handle and three pur- 





pose plastic cover which serves as dust 
cover, table mat and funnel stand. Hill- 
Shaw Co., 311 No. Desplaines St., Chi- 
cago, Ill. 


Hand Fluid 


“Liquid Gloves” is the name of a 
protective hand fluid for the machinist, 
victory gardener, and industrial worker. 
Gus J. Schaffner Co., Avalon, Pa. 








Books for Children 


The American Crayon Co., Sandus- 
ky, Ohio, is making available a num- 
ber of old favorite stories, the “best 
sellers” of childhood in attractive form. 
Well illustrated and printed in clear 
type they are boxed in sets of two or 
four books, and are popularly priced. 





Wooden Military Toys 


Buddy “L” Wood Products Corpora- 
tion, 200 Fifth Ave., New York City, is 
featuring a line of wooden wheel toys, 
many of which are of military type. 
One of these, an army combat car and 
gun unit, No. 364, is a copy of the 
Army’s tank destroyer with trailer gun 
attached. Gun comes forward to firing 
position and settles back to loading 
position as toy moves. Finished in olive 
drab and red, it is 24% in. long, 5% 
m. wide, 6 in. high and weighs 3 Ib. 
Another featured number is a wooden 
jeep, No. 351, finished in olive drab 
with yellow wheels and red head lamps. 
It is 10 in. long, 4% in. wide, 3% in. 
high and weighs 1% Ib. 


o™ 





co 


BUDDY “L” —No. 351 


BUDDY “L” —No. 364 
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Game of Jeepers 


Jeepers is played with 36 Creepers | 
that are enameled in four colors. Creep- | 
ers are easy to move and will not slip 
out your fingers as you maneuver them 
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about on a one-piece, seven colored 
playing board, according to the maker. 
Exciting action for young and old as 
two, three or four can play the one 
game. Four players may even play 
partners. Play can be learned in two to 
five minutes. May be played as easily as 
checkers or as skillfully as chess says 
the maker, Anderson & Sons, Westfield, | 
Mass. 


Portable Rotary File 


Portable rotary file designed to speed | 
up record work. The maker states its | 
principle of rotation and its clearly | 
visible cards permit an operator to find | 
any one record among thousands almost 
instantly. May be had in sizes ranging 
from desk model to master model ac- | 
commodating 6,000 cards, 8 by 5 in. in | 


size. The illustrated master model has | 


a streamline cabinet with a “Hammeloid | 
finish” and hood which keeps the | 
records locked and free from dust. | 


Diebold, Inc., Canton, Ohio. 
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Like the teeth of this mon- 
ster, earth-biting steam 
shovel, the edge of a Magor 
Hand Shovel stands up 
under toughest war-time 
assignments. 

The steel from which 
Magor Hand Shovels are 
made is rigidly maintained 
at the maximum consistent 
with allowances available 
to shovel manufacturers 
under existing conditions. 
No hand shovel, today, 
excels MAGOR. 






Jobbers: Send for your copy of / 
the new “Victory” Price List. | ~- Sage 







































Dealers: See your jobber for lat- 
est prices and discounts. 
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This easily handled 
high grade spring wire 
is a “must” in most 
progressive hardware 
stores. At present 
there are complete 
stocks in Worcester, 
Akron, Atlanta, Chi- 
cago, Los Angeles. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 

















Tue amount of material availa- 
ble for the manufacture of Dazey 
Churns is enough to fill only a 
small part of the demand for this 


popular product. But we are tak- Dealers, anxious to aid the war 
ing care of the largest possible effort, will do their best to see 
number of customers by confin- that Dazey Churns are distributed 
ing production to the one- and where they will be most effective 
two-gallon sizes. in satisfying the appetites of 
We know that Dazey Jobbers and butter-loving Americans. 
1 4 

DAZEY CHURN and MFG. CO. 
ST. LOUIS MISSOURI 
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Here’s a Quick Way 
To Find Who Makes 


A Certain Product When 
Only the Trade-Name Is 
Known to You— 


Look for that Trade-name in the General Directory Sec- 
tion of the: “Who Makes It?” Number of HARDWARE 
AGE. You’ll find it listed alphabetically under the prod- 
uct heading of the item in question. Alongside the Trade- 
name you'll find the name of the manufacturer who makes 
it. In this same list appears the firm name and address 
arranged alphabetically. Keep this Merchandise Direc- 
tory Issue right at your finger tips where it will solve your 
buying problems in a jiffy. 


HARDWARE AGE 
100 East 42nd Street, New York City 














The Hardware Dealer 
Stands on 
Solid Rock 


(Continued from page 40) 


business which will come to 
after the signing of the peace. We 
will be set to wade right into it 
The retail business boom will be 
enormous. Think of the thou. 
sands of customers, who will need 
replacements, who will need mer. 
chandise that is not available 
now. Let’s look at some sales fig. 
ures of major appliance items to 
illustrate the backlog creating an 
enormous market ahead of us. 


Refrigerators, sold in 1941— 
3,500,000. 

Refrigerators, sold in 1942, 
448,501. 

Ranges, sold in 1941, 728,000. 

1942, 225,000. 

Washers, sold in 1941, 1,892. 
435. 

Washers, sold in 1942, 448,501. 

Radios, sold in 1941, 13,700, 
000. 


Radios, sold in 1942, 3,799,000. 


Now let’s add the daily accumu. 
lation, due to depreciation, of 
many things in the home, then add 
to that the buying desires created 
by new developments and new 
gadgets. What a market ahead of 
us! It is also apparent that in 
spite of higher taxes our American 
people will come out of this war 
with more money to spend than 
they ever possessed before. There 
will be a boom for somebody after 
the armistice. We in the selling 
end of the hardware business will 
share in this to the extent that we 
prepare for it and go after it. 
Post-war opportunities for retailers 
will present themselves as never 
before. There will be an enormous 
upswing in the retail hardware 
business. Anticipating this im- 
mense buyer’s market, who then 
wants to fold-up or sell out? Men, 
we are in a good business! 


When the Men Return 


Millions now in the armed 
forces must, when peace comes, be 
absorbed by industry and_busi- 
ness. The men who left hardware 
store jobs to go to war, we wel- 
come back, of course. These men 


HARDWARE AGE 
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need jobs when they return, and 
we need fighting men in the busi- 
ness of hardware retailing. 

Maybe you have a son arriving 
at the age when he must make up 
his mind on the vocation to choose 
for his life’s work. Perhaps you 
have a son in our fighting forces, 
who upon his return must find a 
job. If so, what better proposition 
can a father hold out to his son 
than a chance to affiliate himself 
with his dad in the retail hardware 
business? What an opportunity 
for the boy—what a promising 
future for him. 

Remember, we are in a good 
business. Let us not lose faith, let 
us build for the future. Confidence 
will lead us to success and reward. 


Faith—the Tie 
That Binds 


(Continued from page 58) 


trating our attention or giving co- 
operation. You don’t have to wait 
until you get into industry to prac- 
tice that principle. You can begin 
right now while ydu are in high 
school. At home, are you doing 
more than you have to do? In your 
relations with your family, are you 
giving more than you are taking? 
In school, are you just squeezing 
by, or are you working harder than 
you have to work? In your associa- 
tions with your classmates and 
friends are you ‘riding free’ or are 
you doing at least your part? Are 
you pulling your weight in the 
boat? 

What is it that a manager of a 
business looks for in his organiza- 
tion? Surely not simply skill in the 
work itself. That he takes for grant- 
ed. After all a welder must know 
how to weld. A stenographer must 
know how to write letters. A book- 
keeper is expected to know the prin- 
ciples of bookeeping. That is funda- 
mental. And as I look over our 
company, although I like to know 
that each person is skilful in his 
or her work, that is not what makes 
me sit up and take notice. What I 
am constantly looking for is the 
natural aptitude for cooperation— 
for working together. I am eager 
to see many evidences of the spon- 
taneous giving of all we've got to- 
ward carrying out our objectives. 
And when I hear of any individual 
who has that knack of forgetting 
himself and giving his complete, un- 
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Sp HICKEY. SALES CO. 


Law & Finance Building - Pittsburgh, Pa. 





























ay TRIPLEX QUALITY 


quality and tensile strength determine 


Proof of fine quality in ~~ threaded 
fastener is always found in its 

formance on the job. 
facture, 


TRIPLEX SCREW COMPANY 


per- 


Precision manu- 
free running threads, uniform 


5317 GRANT AVENUE - 











thet performance. Good hardware deal- 
ers and jobbers know this. That is 
why so many prefer TRIPLEX. 


CLEVELAND, OHIO 


THREADED 
FASTENERS 


BOLTS, 














NUTS AND RIVETS 


selfish cooperation to whatever is at 
hand to be done, I mark that man 
well. He is of the stuff that makes 
everything around him grow. And, 
curiously, he himself grows in stat- 
ure. An ingrown person shrivels 
up and dies. The person who lives 
for others grows in power and ef- 
fectiveness so long as he remains 
unselfishly cooperative. 

That’s what I told those high 
school children. And I concluded by 
urging them to go into training for 
a successful career in industry, or 
in whatever pursuit. they might un- 
dertake, by beginning at once to do 


more than they are obligated to do 
—at home, at school, or in their 
social relations. Be a giver! Bea 
cooperator! And if you develop 
natural aptitude in that direction, 
you will go far in usefulness. And 
remember this! The world rewards 
usefulness generously. 

As I grow older I am more and 
more impressed with the power of 
the simple, spiritual values in our 
lives. When I was younger, I had a 
respect for those values. But some- 
how they did not seem so definitely 
a part of everyday life. They had 
their place, it is true. But that place 





. . » With the help of 


WIRE MILL PRODUCTION 


One of thousands of wire mill 


products for war uses. 
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After Victory— 
“‘Look for the 
Top Wire 
Painted Red’’ 


RED BRAND FENCE 


This is the way a spot airplane run- 
way is laid down at many advance 
bases near our fighting fronts. Rolls 
of ready woven and, reinforced fabric 
are quickly unrolled and anchored 
down. Satisfactory landing fields are 
thus created in a matter of hours. 


Here is an actual combat advantage wherein 
wire mill production plays a major hand. 
Keystone is supplying many miles of wire 
fabric for this unique use—as well as 
thousands of items to help eguip planes, 
ships, tanks, guns and ammunition. 


War products such as above are essential. 
So is fence essential to continued high food 
production. That’s why recent rulings from 
Washington are making available increasing 
quantities and a wider variety of styles of 
fence and barbed wire. This increased pro- 
duction is being distributed to Keystone 
dealers on a quota basis. 


KEYSTONE STEEL & WIRE CO. 


PEORIA ILLINOIS 


and RED TOP 
STEEL POSTS 








seemed to be in church and, per- 
haps, also in our more intimate per- 
sonal relationships. But as time 
went on, and the rigors of the de- 
pression and, more recently, the 
war have brought out the outlines 
of life in sharp relief, I realize that 
those simple, spiritual values are life 
itself. And if we neglect or aban- 
don them, we endanger life itself. 

Let me speak more clearly. For 
example, have you considered how 
important faith is in our everyday 
lives? 

A man drives along the street in 
his car. He comes to an intersection. 
The light is green. He goes through 
the intersection never doubting for 
an instant that the motorists on the 
cross street will obey the traffic 
regulations and will not drive 
through the red light. 

When I got on the train to come 
west, I did not have the slightest 
question as to the skill or the dili- 
gence of the engineer and the crew. 
I had complete faith that they would 
give their services to make my trip 
comfortable and safe. 


We Do Not Doubt 


At our homes we live in peace, 
never wondering if our neighbors 
can be trusted; never doubting that 
the protective services of our cities 
—the police and fire departments— 
are on duty, ready to act if and 
when necessary. 

The worker in the factory does 
not ask to be paid every minute and 
every hour. He works a whole week 
with perfect faith that the company 
will keep its promise and pay him 
honestly for his work. 

The worker in the factory has 
faith in the salesmen in the field. 
He knows that they can and will do 
their jobs well so as to maintain 
continuity of work for the entire 
organization. Even during the de- 
pression I heard no murmurs of 
doubt as to the ability of our sales- 
men. We knew that everyone was 
trying hard to do his part, but that 
conditions were not favorable. 

The salesman in the field calls 
on our customers and makes repre- 
sentations as to our goods and ser- 
vices. He never doubts that the 
men and women back at the plants 
will do their part to support his 
promises. He has faith. 

We go to our Government in this 
great crisis and undertake to supply 
tools for waging war. We promise 
to produce essential materials. We 
never doubt for a single moment 
that everyone in our organization 
will do his part to make good our 
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promise. We have faith. And our 
country has faith in us. 

In the east—it is true in the west 
also, but to a lesser degree—we have 
air raid precaution organizations 
voluntary organizations of neigh- 
bors—to protect us in case of enemy 
raids. It never occurs to us to doubt 
that every volunteer will be at his 
post as agreed. Observation posts 
are manned during every hour of 
the day and night to protect us. We 
have perfect faith in our neighbors. 
We know they will not fail us. 

And then the soldiers. These 
young men leave civilian life, their 
homes, their families, and go off to 
the distant corners of the earth. Do 
they falter for lack of faith in their 
fellow countrymen? Do they wonder 
if food, clothing, and ammunition 
will be sent to them when they are 
away? Of course not! They have 
faith that we shall back them up in 
every way. They know that we shall 
not let them down. 

Faith is the tie that binds us all 
together. Without it we are lost. 
Just think of life without faith! Sup- 
pose you and I lived in constant 
dread that the things we expected of 





each other might not be done. Sup- 
pose that everyone in the world were 
suddenly to become faithless and 
unworthy of faith. Just think of 
the chaos! The most striking ex- 
ample of this is right before our 
eyes. The world is plunged into war 
today because nations broke faith 
with each other. 

But we cannot simply expect 
faithfulness on the part of others. 
Faith is built upon faith. And to 
receive faithfulness we must our- 
selves be worthy of faith. We must 
be diligent in maintaining and 
building so important a value. 

Do you see what I mean by simple 
spiritual values in our everyday 
life? We live by faith in each other. 
And we therefore are bound to be 
faithful toward each other. It is the 
tie that binds. 

This faith of which I speak is not 
passive. It is dynamic. Your faith 
in me inspires me to deserve it. My 
faith in you urges you to even great- 
er effort. You are anxious to mea- 
sure up to the standard of that faith 
Let us always remember this power 
of faith to bring out the best in us 
all. Faith does move mountains! 


Cunningham Featuring Available Lines 


R. CUNNINGHAM, _§hard- 

ware dealer, Johnson City, 
N. Y., has restocked three complete 
sidewall display fixtures with new 
merchandise during the war period. 
This equipment normally presented 
a complete line and stock of elec- 
trical table appliances, enamelware, 
aluminum ware, and other house- 
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These displays of wartime merchandise attracted customers. 


wares made of metal. Today, with 
most of this merchandise no longer 
available, he has turned to glass- 
ware, dinnerware, and pottery items. 

In spite of these changes, volume 
in the department is ahead of a year 
ago. One of the most popular sell- 
ing items recently added is cookie 
jars, which retail at $1.00 and $1.19. 























SAGINAW, MICHIGAN 


QUALITY IN 


[UF KIN 


TAPE-RULES 





Like every product bearing 
the name Lufkin, our tape- 
rules are designed and built 
to be the BEST in their re- 
spective price fields. That's 
good busines for us because 
it means good business for 
you, our customers and deal- 
ers! It's what a man thinks 
of a product AFTER he buys 
it that forms his opinion of 
the dealer who Sold it and 
the manufacturer who made 
it. You can be sure we will 
never jeopardize the respect 
for Lufkin products that has 
grown among your custom- 
ers only after years and 
_ years of acquaintance with 

depe le Lufkin quality. 


OFHK/N 


New York City 





RULES - PRECISION TOOLS 





TAPES 






















100 


Direct-Mail Promotions Bring 
Results Under 
War-Time Conditions 


By WILLIAM CAYTON* 


R.. AILERS need re- 


placements for critical product 
shortages. When new products or 
lines are available, this information 
should be placed in their hands at 
the earliest possible moment. Direct- 
mail announcement and promotions 


are the simplest and quickest way 
in which the wholesaler may do this 
job effectively today. 

We recently used a direct-mail 
promotion to sell four carloads of 
coal heaters in record time. Mail- 
order returns for the mailings were 
approximately 20 per cent. In ad- 
dition to this, our salesmen brought 








HOMER G. SNOOPSHAW delves deeper into the case of 


DWINDLING PROFITS! | 


“Astronomical figures, but they’re correct! 
million ‘B’ batteries, more than 30 million ‘A’ cells used 
every year by hearing aid owners! 
ment for merchandise no longer available! And the brand 


that’s in demand is BURGESS!” 


Pioneers in the hearing aid battery field, Burgess Batteries | 
are already established with agents and consumers. 


BURGESS BATTERY COMPANY, 


More than a 


What an ideal replace- 


FREEPORT, ILLINOIS 





BURGESS | 


Hearing fi 


BATTERIES 


in many more orders by tying-in 
their sales talks with the mail cam- 
paign. 

About the time the oil situation 
in the East was getting bad, we were 
informed that a coal heater was to 
be made available for distribution. 
We had never handled this type of 
heater before, nor had many of our 
dealers to our knowledge. We felt 
sure, however, that these needed 
articles could be sold in our terri- 
tory. We wired an order to the 
manufacturer asking for immediate 
shipment of two carloads. We also 
requested the manufacturer’s local 
consumer advertising schedule and 
arranged for newspaper tie-ups, 
newspaper mats, dealer displays 
and other literature. 


Effective Promotion 


Even before delivery of the stoves, 
we had developed our own promo- 
tion campaign. We immediately sent 
a letter on the heater to our dealers. 
\ special delivery letter with the 
same information was sent to our 
salesmen. The letter stressed sales 
points and the timeliness of the 
heater, gave prices and specified 
approximate delivery date. Most 
important, it highlighted the mer- 
chandising “hook” or “order getter” 
which read something like this: 


“And it isn’t necessary to stock 
these heaters. All you need is our 
floor sample. That’s all. You sell 
right from it.” 


As soon as complete arrangements 
were made with the manufacturer 
for local cooperative consumer ad- 
vertising we sent another letter to 
our dealers outlining the newspaper 
advertising campaign that would 
follow. This letter repeated data 
about the heaters and stressed that 
the dealer only had to order one 
heater to tie-in with the campaign. 
This letter followed about 10 days 
after the first announcement. 

Our salesmen were kept fully in- 
formed on the direct-mail campaign. 
They received advance copies of all 
letters sent to dealers. Also, when 
the manufacturer’s advertisements 
began to appear in the newspapers, 
we asked our salesmen to cut them 
out and to show their customers 
how such publicity would help them 
to sell the heaters. This helped 
many of our salesmen get orders. 

A wholesaler using direct-mail as 





*At the time-this story was written, 
Mr. Clayton was advertising and sales 
promotion manager for Igoe Brothers. 
Inc., Newark, N. J. 


HARDWARE AGE 





wh 
lin 
inf 
pri 
im 
it, 

bu 
att 


gu 
ing 


qu 

the 
WI 
sin 
the 
Th 
she 
col 
sid 
thi 
oul 
fill 

sur 
hes 
stor 
anc 
cus 


por 
ow! 
pol 
dist 
fou 
arr: 
sch 


thu 


que 
the 

pov 
met 
eral 
tha 


AU 








ing-in 
| cam- 


uation 
> were 
vas to 
ution. 
pe of 
»f our 
e felt 
eeded 
terri- 
o the 
ediate 
e also 
local 
e and 
e-ups, 
splays 


toves, 
romo- 
y sent 
alers. 
h the 
> our 
sales 
f the 
cified 
Most 
mer- 
etter” 


stock 
is our 
u sell 


ments 
‘turer 
r ad- 
er to 
paper 
would 
data 
| that 
r one 
aign. 
days 


ly in- 
aign. 
of all 
when 
ments 
ipers, 
them 
ymers 
them 
elped 
"Ss. 


il as 


ritten, 
sales 
thers, 


AGE 








a promotion medium should send 
advance copies of all advertising 
and sales promotion material to 
every salesman of the company. 
Salesmen can tie in with the cam- 
paign which is an accepted and 
effective selling technique. 

The most important job that 
direct-mail promotion must do is to 
present and sell the simple, work- 
able merchandising plan to the 
dealers. This merchandising plan 
must show how the dealer can sell 
the item and the cooperation that 
will be given him in doing this job. 
It must also outline the advantages, 
selling features and other points of 
the product that will appeal to the 
dealer, as well as, the customer. 

Direct-mail promotions of the 
wholesaler must be timely. By time- 
liness, I mean more than seasonal 
influences on the merchandising of a 
product, although that is of utmost 
importance. Timeliness, or lack of 
it, may make or break a campaign. 
Campaigns aimed at dealers too 
busy to give mailings the necessary 


attention cannot be successful. Be 


guided in planning your campaign 
by the type of work dealers are do- 
ing at the moment. 

Today, sales managers must be 
quick to tie up with new products 
that are available for distribution. 
Whether or not these products are 
similar to the products handled in 
the past is of slight importance. 
There is only one yardstick that 
should be applied, within reason of 
course, to new products under con- 
sideration. That yardstick is, “will 
this merchandise make money for 
our dealers and for us and will it 
fill a need on the part of the con- 
sumer.” If the answer is yes, dor’t 
hesitate to add the product to your 
stock. Then sell it to your dealers 
and help them sell the item to their 
customers. 


Forgotten Days 


GAIN and again, the research 
bureaus are asked to test the 
popular attitude towards government 
ownership of public service. One 
poll-taker in an apartment house 
district of New York City recently 
found a majority in favor of such an 
arrangement. Half a dozen public 
school teachers on her list were en- 
thusiastically for it. 

But when, among the _ twoscore 
questions, there came one asking 
the respondent to name some of the 
power dams built by the Govern- 
ment, not two per cent of the gen- 
eralty could remember any other 
than the Boulder Dam, which name, 


AUGUST 19, 1943 


for some reason, had stuck in the 
minds of several. 

Even among the teachers, only 
two remembered the Boulder Dam 
and none other. The remaining four 
could name neither the Boulder nor 
any of the New Deal’s big power 
projects, not even the Norris. But 
they were all firm in their belief 
that government operation of elec- 
tric power has been a great and ad- 
monitory success somewhere! 

—Nation’s Business 





Events for September 


ERCHANDISING plans _ for 
the fall of the year should be 
pretty well set by September. The 
following holidays and celebrations 
should be given consideration in 
working out specific window displays 
during this month: 
Sept. 6—Labor Day. 
Sept. 13—Most schools open. 
Sept. 19-25—National Dog Week. 
Sept. 23—Autumn begins. 








Planet Jr. 
is versatile 





Planet Jr. Tractors Open New Markets 


If you could read a few of the thou- 
sands and thousands of letters that 
have come to us in the past two or 
three years you too would know that 
Planet Jr. Tractors have opened a 
vast new market. 


These letters have come from every 
state in the Union—from every con- 
ceivable kind of grower—farmers, 
truckers, market gardeners, seedsmen, 
florists, nurserymen, plant growers, 
small farmers, large farmers, part- 
time farmers, poultrymen, Victory 


Gardeners—the list is almost endless. 


And the vast majority wanted a Planet 
Jr. Garden Tractor not because other 
equipment wasn’t available, but be- 
cause they knew a Planet Jr. Tractor 
would handle their work efficiently. 
There’s nothing artificial—nothing 
temporary about this kind of demand. 


If you want to get on the band-wagon 
with us write for catalog and full de- 
tails. There will be some Planet Jr. 
Tractors available in the next few weeks. 


S. L. ALLEN & CO., Inc. 
3425 North 5th Street, Philadelphia 40, Pa. 


Also makers of Planet Jr. Farm and Garden Tools 


FARM 
IMPLEMENTS 















YOUR JOBBER’S SALESMAN 
Knows Local Conditions! 


When selecting new lines to 
replace critical goods no longer 


available, use the service of your 


jobber’s salesman. He can help you. | 


His knowledge of local 


conditions enables him to 
suggest lines that will sell 
successfully. He can help 
you, too, with new merchan- | 


dising ideas and methods. | 
Although Amerock is engaged in | 


vital war production, your jobber can | 


still supply many items of genuine 


| 


Amerock Cabinet Hardware. 


Ask your Jobber! 


GENUINE 


PRODUCTS 





AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD,ILLINOIS 
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Converts Appliance Department Into 
Profit-Making Gift Shop 


(Continued from page 41) 


Two large tables 
in the front part of 
the store are used 
for featuring gift 
goods and unusual 
home decorations. 





| also see how well they take care 


of the kitchen equipment. 
Shelves were placed on _ the 


| wall opposite this display. Both 


the shelves and the wall were 
painted white. Colored pottery 
and dinnerware sets are now dis- 


| played there. Few women miss 


this display because of the con- 


| trasting colors of the merchandise 


against the white background. 
Gifts and interesting table decor- 
ations are spotlighted by display- 
ing them on two large tables in 
the front portion of the sales floor. 











Items shown here range in price 
from 25 cents up to $5.00. 

“My wife has helped me with 
the section, says Mr. Reideman, 


‘ 


‘and we have been surprised how 
much business we have pulled 
from surrounding areas. Women 
are buying gifts for themselves, 
for their homes and for their 
friends nowadays and our stock 
moves readily.” 

Windows are used extensively 
to tell and show the public the 
items carried in stock. Women 
shoppers find these displays ex- 
tremely interesting. 





There May Be Something in It 


66°F T has just dawned on me that 

the hardware trade, as a 
whole, has been overlooking a ready 
and eager market for its wares, that 
market being the United States 
Army and Navy. 

“Therefore, as manager for Mil- 
ton Weller of the Midwood Hard- 
ware Co., Brooklyn, N. Y., I’m get- 
ting busy and going after some of 
this business. Just think of the 
thousands of pincers required for 
the various pincer movements; the 
thousands of mops required for the 
Army’s mopping up _ operations; 
thousands of line supports; wedges; 


key rings for the key cities; monkey 
wrenches to throw into the enemy’s 
machinery; hammers for driving 
those wedges into the enemy’s lines, 
and last, but not least, three boxes 
for the three Axis rulers—one box 
for each folding ruler. 

“After these three boxes have been 
delivered and put to their respective 
uses, we will all be very busy in 
supplying the European countries 
with everything from nails to roofing 
materials to help rebuild a free 
world again.” 

At Tunick 
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Here it is!... the New 


Sensational Money-Making 
MENASHA WoopDEN UTILITY PAIL 


No, 132 
SIZE: 8 GALLON 








JOBBERS: Don't pass up this ec, 


moving item. Write today for prices, litera- 
ture and complete details. 








QUICK SALES ... . FAST TURNOVER 


Dealers everywhere are finding the MENASHA 
WOODEN UTILITY PAIL in big demand as a suit- 
able replacement for hard-to-get metal containers of 
various sizes. Every household and business estab- 
lishment is a worth-while prospect for this useful, 
all-around pail, and as a result it is helping dealers 
retain an appreciable volume of sales that would 
otherwise be lost to the war effort. 

It is made of durable kiln dried Western Fir — 
painted inside and out. Two welded wire hoops are 
stapled to staves with steel strap hoop at bottom for 
extra strength. Cover has metal flanged rim to as- 
sure snug fit. 

MENASHA WOODEN UTILITY PAILS are one of 
the few remaining easy-to-sell items still available 
where no priorities are needed. ORDER TODAY 
from your Jobber, or write direct for prices and full 
details including name of Jobber nearest you. 


HAROLD P. SAMMANN CO. 


Phone: AMBASSADOR 2331 
1737 W. HOWARD ST. CHICAGO, ILL. 
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FOR MORE THAN A 
QUARTER CENTURY | . 
SPECIALISTS 
IN FINE 
MICROMETERS 


All sizes from one inch to six 
inches available for immediate 
delivery from stock. 


* 


Central Certified Accuracy 
Micrometers May Be Purchased 
singly or in de luxe sets. Write 
for illustrated catalog. 














1943 






AUBURN::- 
RHODE ISLAND 
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@ An important and interesting department in every 
“going” concern is the analytical and research labora- 
tories where materials are reduced to their natural 
elements, and closely scrutinized to determine their 
physical characteristics. Steel analysis and the constant 
control of hardening methods, for instance in tool manu- 
facturing, is a painstaking, important job. 
Quality analysis for years has played a major role in the 
Here's a partial view of the Greenlee laboratory where Jim Burns, 20 years manufacture of dependable Greenlee Tools, and today 
with Greenlee, carefully analyzes the carbon content of hi-grade steels . 2 P h I ‘ 
used to produce the Greenlee line of hand tools. Skilled and experienced, it is more important than ever. it assures Maximum ac- 
he also supervises heat-treating methods. Here, outward appearance of curacy, speed, and uniform long life for America’s 
metals means little... physical characteristics and final analysis being essential users. And with the impetus of war demands, 
the only barometer of quality. 

many new methods come out of laboratory research, 
and with them, many new merchandising values for post- 
war markets. Yes, there will be new things to tell you of 
Greenlee quality when peace returns . . . improvements 
that we think you will like. 
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1809 Herbert Ave. « Rockford, Illinois 
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The 20° cut in paper pulp production is merely the beginning. 


The Government expects to reduce paper consumption 40%. 
RETAIL STORES ARE NOW USING CHALKZINE CARDS 


... to save time and effort 
... to reduce sign-card expense 
... to use less paper stock because you must! 


EVERYWHERE... signs are needed as never before 
and most signs have a "very short life”. 


The total cost of “quickie” signs is a considerable item in your annual 
expense. This can be reduced. There are hundreds of signs during the 
year wherein the CHALKZINE will make your sign job easier and 
less costly. 

The CHALKZINE is a ready-to-use sign card, 10!/," x 13!/," with an 
easel support. The writing surface is black and you may use ordinary 
white or colored chalk crayons... erase with a rag and make a change 
...on the spdt... instantly ...and use the same sign card over and 
over again... at no additional cost. 









THIS SAMPLE PACKAGE AVAILABLE NOW 


Each card has an attractive feature in the upper left-hand corner. See illustration. 
ASSORTMENT 


er American Flag in full colors. 

3 cards...... Minute Man on fia§ blue ground. 

3 cards...... Buy the Best. There is no substitute for quality. 

D Gre. cscs Our customers are our friends . . . Our friends are our customers. 

(Available through leading hardware jobbers .. . if your jobbers cannot supply ready-to-use and re-usable cards 


you, send your order to us) 


lor onl e 0 
THE ELLWOOD CO. 709 So. Cicero Ave. Chicago, U.S.A. way $1.5 
YOU CAN HELP! WAGE WAR ON WASTE OF SIGN-CARDS 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


OWL IS DISTRIBUTING THOU- 
SANDS OF USEFUL GIFTS to 
residents of “Hitler's” Europe in an 
effort to sustain the morale of the peo- 
ple in the occupied countries. The 
gifts range from small printing presses 
to packets of garden seed. 

The methods of distribution “are 
secret but it is known that the govern- 
ments in exile aid are getting the ma- 
terial to their peoples and that airplanes 
are used, in addition to various means 
of smuggling. The demand for the 
goods is heavy and OWI’s Santa Claus 
tactics are bringing results. 

The printing press is the most ex- 
pensive item and OWI must have some 
assurance that it will reach its intended 
destination before they will consent to 
ship it. The press is made of alumi- 
num and weighs 23% lb. and will fit 
into a suitcase. It will print a small 
newspaper. Type setting machines, ink 
and a set of tools accompany each press 
and fit into another smaller suitcase. 

A mimeograph machine is another of 
the items designed to enable the peo- 
ple of Europe to distribute information. 
The machine measures 34% by 5 by 4% 
in. and weighs 12 oz. It is reported 
that this small machine can make 4000 
impressions an hour. A stylus pen, 100 
stencils, ink eradicator, ink distributing 
brush, two writing plates, 2% lb. of 
ink, 25 white carbon tissues and other 
items are sent along as equipment for 
the mimeograph. 

A small sewing kit, a much sought 
after item, contains three needles, five 
pins and 40 yd. of thread with a 
propaganda leaflet attached. The kits 
have small flags on either the inside or 
outside and the notation “A small re- 
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membrance from the United States of 
America.” 

Rubber stamps which carry mes- 
sages such as “Heil Hitler—Heil Hun- 
ger” can fit into the palm of the hand. 
A small ink pad is also sent along. 
Small pocket mirrors bear colored 
pictures of planes, tanks or flags on 
the back. 

An item with yet another purpose is 
a phonograph record which carries a 
picture of the president and the records 





are usually entirely musical. There is 
also a lapel clip with a flag and a pic- 
ture of President Roosevelt. OWI says 
that it would not be safe to wear these 
in some parts of Europe but added that 
the Arabs seem quite fond of them. 

Most of the items are accompanied by 
a propaganda leaflet or message of 
encouragement and are usually wrapped 
in a red, white and blue wrapper ex- 
cept in areas where the Gestapo is 
particularly active, when a plain wrap- 
per is used. 

oe 


ALONG WITH THE OPTIMISM 
which pervades the Capital in regard 
to more goods for civilians comes the 
news that electric flat irons, a sorely 
needed household item, may soon be 
produced in small quantities for es- 
WPB had been 
trying for some time to get the steel 
and copper necessary for the manufac- 
ture of flat irons, but more critical 


sential civilian use. 


needs have had priority over household 
articles. The Office of Civilian Re- 
quirements is presently completing an 
extensive survey which will show the 
need for electric irons. The possibility 
of increased steel for civilians in the 
fourth quarter along with the pressure 
which prompted the survey makes it 
reasonable to expect that limited quan- 
tities of flat irons will go into produc- 
tion before the end of the year, WPB 



























































For the 
Toughest Jobs 


e.g 
VAUGHAN 





THIS VAUGHAN 

BALL PEIN HAMMER 
for Machinists is but one 
of the complete line of 
Vaughan's highest quality ham- 
mers — for every type of job. 








VAUGHAN'S AXES are 


c— 


r se they are ~ 
electrically fused and‘ double 
heat trea de range of sizes 
and designs. 


ne" oF 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
Chicago : Illinois 


mosey 
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MIAMI “sTREAMLINED" 
WOOD BATHROOM CABINETS 


With production of famous MIAMI 
Metal Bathroom Cabinets necessarily 
discontinued for the duration, MIAMI 
Wood Cabinets are “filling the breach.” 


In present war housing, and for all es- 
sential replacements, these attractive 
Wood Cabinets are doing a serviceable 
job—and in addition are saving war- 
vital metals. 


MIAMI Wood Cabinets are now avail- 
able in quantity. They are of mod- 
ern “streamlined” design, with mirrors 
framed in steel (by permission of 
WPB). Complete in every detail, and 
equipped with convenience features 
that are standard in MIAMI Metal 
Cabinets. 


Details and folder sent on request. 
Write Dept. HA. 


SOME MODELS OF 
MIAMI METAL CABINETS 
are still available from distributors’ 
stocks 


... and after the war we will again 
be in full production of fine MIAMI 
Metal Cabinets. 


MIAMI CABINET DIVISION 
The PHILIP CAREY MFG. COMPANY 
DEPENDABLE PRODUCTS SINCE 1873 
MIDDLETOWN, OHIO 
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officials said. It was also added that 
the situation for the coming year can- 
not be adequately forecast, as changing 
military fortunes will undoubtedly 
affect civilian supply. i 

However, the outlook in regard to 
another scarcity in the electric appli- 
ance field, electric fans, is still gloomy. 
There are still some manufacturer’s 
stocks of electric fans available for the 
most essential needs, such as hospitals 
and certain industrial users. WPB be- 
lieves that these will be exhausted by 
the end of the year and that any that 
are manufactured next year will go to 
the same type of essential user, with 
still none for civilians. 


eR fF 


STOVE PURCHASE CERTIFI- 
CATES now issued and normally valid 
for 30 days from date of issuance were 
made invalid after Aug. 23, OPA an- 
nounced in issuing Amendment 7 to 
Ration Order 9. 

New certificates will be distributed 
to War Price and Rationing Boards be- 
fore the ‘date that the new stove ra- 
tioning program goes into effect, OPA 
explained. After that time, purchasers 
of most types of domestic stoves (ex- 


cept exempt Federal agencies) will be 
required to give up a new certificate on 
OPA Form R-901 (except for purchases 
on priority orders.) 

Coal and oil heating stoves are at 
the present time rationed in 32 states 
where fuel oil is rationed. Anyone in 
this area who obtained a certificate to 
buy a stove before Aug. 23, but did not 
purchase his stove by that date must 
apply for a certificate under the new 
order before he will be able to get his 
stove. 


x * * 


THE DIMINISHING SUPPLY 
OF KAPOK—normally securéd from 
the Netherlands East Indies—has re- 
sulted in WPB restricting its use to 
four military items: Life vests, life 
jackets and collars, life saving cushions 
and insulation padding for aircraft. 
Kapok is a silky fiber from the seed 
pod of the Celba or Kapok tree grown 
principally in the Netherlands East 
Indies. 

Eliminated from the previous list of 
permitted uses are life buoys, sleeping 
bags, mattresses, pillows, blankets and 
pontoon bridges, all for the armed 
forces. It is expected that cork can be 





Ideas for Warm Weather Window Trims 








Dennison Mig. Co., Framingham, Mass., is offering merchants a new display 
idea booklet. It is distributed free and contains many refreshing new ideas 
for late spring and summer window trims. Featured in it are timely ideas 
for showing garden goods, suggestions for patriotic displays for the current 
holidays and other interesting trims, including a gay circus window. There 
are also interior displays designed to match some of the windows shown. 
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FLOORS AND 
FLOOR COVERINGS 










SAAT AF? 
eee Ps o 
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BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘“‘Geme’’ Casters are ball bearing casters and move 

























THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let “‘Geme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 






cal prospect for ‘‘Aeme’’ Ball Bearing Casters. 


The manufacture of ‘“‘Acme’’ Casters will be discontinued for the duraties. 
We can only supply ‘‘Acme’’ Casters to customers with high priority ratings. 









THE SCHATZ MANUFACTURING CO. 
U. S.A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 











IF YOU SELL TO 
MECHANICS, THIS IS 
“MUST HAVE" MERCHANDISE 


Fuller’s Mallets are made of durable 
cellulose nitrate plastic, contain no INBREAKABLE |= | AMBER 
metal, and offer a superior replace- a MAR- | -PROOF 
ment for rawhide and rubber mallets. 
Exceedingly strong, yet widely pre- 
ferred by machinists and toolmakers for 
work on the most delicate machinery. 


Patent Pending 
consists of six mallets WITH AN ATTRACTIVE DISPLAY CARD 


Open stock on 34” to 1%” diameter curved head. Open stock on 114” to 2” diameter straight head 


PROMPT DELIVERIES—Sold only through regular hardware jobbers. Ask your jobber's 
salesman for catalog pages or write direct for pages and name of nearest jobber 


FULLER TOOL CO. tewion'ay 


es N.Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 


No. 160 Assortment 2 each %4” diameter, 1” diameter and 1%4” diameter 
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ACME FASTENERS 


— REPORT FOR DUTY 
IN 

CONSERVATION 

PROGRAM 


Uncle Sam 

says ‘‘Con- 

— serve.’’ And 

= Acme Tack- 

Point Corru- 

gated Fasteners 

fit right in with 

the conservation 

program. They 

are used to re- 

pair all kinds 

of wooden arti- 

cles — add years 

of life to furniture, screens, cabinets, etc. 

The Acme Fastener display box, with its 

REPAIR label, reminds your customers of 
the things at home waiting to be fixed. 









Set the carton on your counter—watch 
it go to work for Uncle Sam and you. 
You'll find it a real “extra sales” stimulator. 
Anyone who works with wood is a pros- 
pect for these easy-to-drive Acme Fasteners. 
Strong holding, they penetrate but do not 
crush the wood fibres. Be sure to get your 
share of these extra sales—display the car- 
ton with the REPAIR label. 

If your jobber cannot supply you, 
write us direct. 


FOR BULK SALES—the 100 Ib. KEG 





Acme Fasteners are furnished in 100 pound kegs 

. offering opportunity for profitable bulk sales 
In addition, there are standard cartons of 500 and 
1000; boxes of 100 fasteners, 10 boxes to a carton; 
also boxes containing 50 fasteners of one size .. . 
4” » 4" x 5; %&” x 5. A display carton con- 
tains 12 of these boxes. 


ACME STEEL COMPANY 


General Offices: 
2838 Archer Avenue, Chicago, Ill. 


Branches and Scales Offices 
in Principal Cities 





Acme Steel Company 
2838 Archer Avenue 
Chicago, Hlinois 
Please send me all the facts on Acme 
Corrugated Fasteners. 
SR ree ere 
Address 


RPT ee 
‘sa esea eee ae eee ee eee eee ee eee 
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used as a substitute in life buoys, while 
substitute fibers—such as wool waste 
and Spanish moss—can be used in 
other products. 

The order, M-85 as amended, also 
permits the use of kapok in other prod- 
ucts if authorized on Form WPB-1076; 
permits sale of kapok to manufacturers 
if allocated by WPB on Form 2562; re- 
places the previous A-2 rating with an 
AA-5 rating for orders placed by OEW, 
DSC or any other RFC corporation. 


x «re 


A REVISED TIRE RATIONING 
CERTIFICATE which will take the 
place of three different forms now in 
use is being distributed to local War 
Price and Rationing Boards, OPA said 
recently. 

Besides serving three purposes, the 
new certificate has been simplified so 
that the number of entries required by 
the local board, by the consumer to 
whom it is issued, and by the dealer 
who gets it from the consumer, is cut 
substantially. Moreover, the form is in 
three parts, instead of four as previ- 
ously, the part the dealer was required 
to tear off and return to the local board 
having been eliminated. The form is 
known as OPA Form R-2, Revised. 

x 2.2 


OPA ANNOUNCED RECENTLY 
A PLAN by which applications for 
tires, tubes and recapping services for 
commercial vehicles will be passed 
upon by tire experts in areas where 
there are sufficient concentrations of 


such vehicles to warrant setting up the 
new procedure. 

The action is taken to make certain 
that no replacements are issued for 
tires or tubes which in the opinion of 
an experienced tire man can be made 
to give additional mileage. The pres- 
ent truck tire shortage demands that 
no tire be replaced unless it has been 
run to the point where replacement is 
absolutely necessary. 


x * * 


RATINGS HAVE BEEN DIS- 
CONTINUED on iron cord sets, the 
only copper conductor that is called a 
copper device, WPB’s Wholesale and 
Retail Trade Division announced re- 
cently. The only way a new iron cord 
set can be obtained is by turning in an 
old cord in exchange. WPB expects to 
extend this exchange requirement to 
other controlled materials as the need 
arises. 


x~* 
EFFORTS TO INSURE RADIO 


TUBES for maintenance and repair of 
civilian radio sets are progressing since 
the regulation requiring tubes for this 
purpose to be marked MR has been put 
into effect. 

Up until this time WPB had no way 
to insure the delivery of tubes for ci- 
vilian use. If a retailer’s tubes were 
requisitioned for military needs, the as- 
sumption in WPB, until a clarification 
could be made, was that the tubes had 
reached civilians. It was almost impos- 
sible to regulate civilian output. Under 





Planned Ads Bring Results 


to Worthington 


Hardware Co. 
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Here’s Good News From The Worthington Hardware Co. 
A Multitude of Home Front Necessities at Prices You Can Afford to Pay. 
Work Clothing Dress Clothing CANNING SUPPLIES Special Rugs 
rousers $1.99 | Trousers $2.98 10 $4.50] yy CANS a enkadiniia Porch Rugs, 8x10 $13.95 
Socks “ioc ond Sue artoray $2.98) SEALING WAX fie bar see? 0. fm “ ee 
Overalls $1.79 to $2.49 | Sport Suite BSc 3 for $1.00] MASON JARS —Pts. 78 Qa. 8H THROW RUGS, in cotton and 
Overall Jackets $2.19 » om JELLY GLASSES 4% dor besten ou $229 
Dehydrating Kits JAR RUBBERS Se doz 
%79 Ladies Slack Suits — =, tzedon| Canvass Bags for | Mexican Picnic Baskets 
Sees it - 2M dor Servi 
Extra containers 3% doz Meal f we, SOT CAPS ah Gn we 
Sian Seendstnahaaamniie MASON JAR CAPS 19 dow $1.25 to $2.98 Large size, very attractive 
Water Sets ATTENION FARMERS Swaw He Ware 
Pitcher and 6 glasee raw Hats 6-10-12 qt. Kettles 
i Priority No. 19 permits farmers to buy 68c to $1.39 $1.49, $1.79, $1.98 
ny 10 qt. galv. Pails AS Nice variety to choose from Sen Pectlsn He 
Choice 4 designs ttn Sete. Hts oie 12x17 im. Drip Pans *~ 
Red Wood Picnic Tables D8 Disston Saws $3.95 - Rubber Lawn Hi 
Clothes Props or your order for 12 G. Shot % Hose, t ply cotton 
SoS fer Ste 3 ines, $6.95, $14.95 and $17.95] (;,, 22 L. R. Shells for Pext con $1995 ie oe 
& lene —Seecial Ideal for the yard trol and have them in one week Top grain cowhide an o 
Dishes “Odora” Popular and Sh . Bee-Wing Humus 
MOTH. PROOF Classical Albums jer Curtains (Use like Peat Moxs) 
a Delux Wardrobe Deces, Vietor, $3.00 Bie 2 bag 
An ie Bluebird and Co $1.69 0 bale 
$389 This is a - Enlightens soll—Holds mositure 
3 Gal. Water Founts Re tw at . ye 
mi fr the comfort and convenience of r many frenda and customers will find it clean and All Wood Wagons 
° neo 
AN Glas — No Ru The Worthington Hardware Co. s 
Worthington Gell Grow With Worthington Phone 2.5146 


















Worthington Hardware Co., Worthington, Ohio, plans its advertising care- 

fully. Every inch of space must be used economically and effectively. In 

this advertisement 14!/, by 10/4, in., a wide variety of replacement mer- 

chandise is featured. Prices are quoted and pertinent facts about items are 

listed in the copy. This particular ad announced a new facility for customers 
of the store, namely. a ladies powder and rest room. 
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One MERCHANDISER 
THE SELLING FOR yoy 








To increase your sales of the ONCO Quality Line of waxes, cleaners 
and polishes, we have created this new handsome ONCO Merchan- 










































po diser. It is now available to dealers everywhere. Displays and sells at 
oe one time 5 different nationally-advertised ONCO Products which 
and are already established as household favorites. 
we The ONCO Merchandiser Display comes in 5 colors, and is 
oy sturdily built to do a good job for you. It will make an attractive 
i ies addition to your store and lessen your help problem. It will ring the 
t to bell of your cash register because it packs plenty of selling power. A 
need complete display unit, together with attractive dis- 
——4 play cards, window streamers and envelope stuffers 
— NCO Merchar- —all sent FREE with order for the ONCO Mer- 
inf FREE! oe Complete chandiser Deal, which gives full profit to both 
ae ~ten Unit with order for following? wholesaler and retailer. 
this 1 doz. ONCO — —_— Order at once from your wholesaler the ONCO Big 
7 1 doz. ONCO ae wee i Profit-Making Deal or write to us for full information. 
: ace 
way 1 doz. oNnco — _" ‘@) N i he A N 4 
= vp dan. onco siver and Ols* TTCRAIYE COMPANY 
Ol ON © automobile DES MOINES, IOWA. 
ation Va ae and Polish sates NEM YORK - CHICAGO - ST. LOUIS + KANSAS CITY + ™ NNEAPOLI! 


had LOS ANGELES + SAN FRANCISCO ~- CLEVELAND +» OKLAHOMA CITY 
OFFICES DETROIT 
npos- 


nder 





+ DENVER + POINT PLEASANT, N Y + FAYETTEVILLE) GA 

















We are now supplying 


ROPE HALTERS, TIES, LEADS 


: Ge» Made of high quality JUTE rope, fitted with 









































me dependable Covert Snaps and Hardware. 
ete 
cane nade Ga ae eee Let's all pull together 
moe Ee Be ey for VICTORY 
taining materials in time 
i to nchedule deliveries hesin- BUY WAR BONDS 
oa COVERT MFG. CO. 2S .¢.2 
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eo TROY, N. Y. JEWELRY 
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Vicuex TOOLS 
e Out of America’s huge 
war effort will come new 
products and new econ- 
omies. This is the future 
we are looking toward— 
and planning toward—the 
times when quality Vichek 
Tools will be in greater 
demand than ever in 
building and maintaining 
the products of tomorrow. 
. * . 


eV LCHEK TOOL CO. 


3001 E. 87th St., Cleveland 4, Ohio 
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this regulation the marked tubes must 
be reserved for the civilian population, 
and cannot be sold on rated orders. 

Present supplies of unmarked tubes 
may also be sold on a certificate from 
the dealer that the consumer has turned 
in an old tube. Distributers should 
therefore obtain consumer certificates in 
order to get replacement of stock. 

With the advent of the tubes marked 
MR it will be possible to trace the 
civilian supply. 

x* 


ADDITIONS OF PERMITTED 
ITEMS will be provided in an amend- 
ment to L-236, a hardware simplification 
order, WPB has announced, as a result 
of suggestions made at a July 14 meet- 
ing of the Hardware Industry Advisory 
Committee. In addition several revi- 
sions in the order are expected. 

The committee also discussed the zinc 
situation in relation to hardware; revi- 
sions to the War Housing Manual and 
revisions in Federal specifications for 
builders’ hardware to conform with 
L-236. 

Price regulations for hardware were 
explained to the committee by OPA. 
W. C. Habbersett, Chief of the WPB 
Hardware and Small Tools Section pre- 
sided at the meeting. 


. 2 2 


RETAIL AND WHOLESALE 
DEALERS who have not yet offered 
their idle stocks of manila rope for sale 
to the Government have again been 
urged to do so by WPB. The present 
government purchase program, under 
which dealers owning manila rope are 


paid 10 per cent more than their costs, 
will be continued only for a limited 
time. 

To date, the government’s appeal for 
manila rope urgently needed for Army, 
Navy and Maritime use, has met with 
a splendid response. More than 63,864 
dealers have reported and offered for 
sale 7,100,000 lb. of manila rope, which 
is being rapidly redistributed to direct 
military uses. The appeal is directed 
primarily to dealers whose names may 
have been overlooked in mailing the 


program. 
oe £ 28 


THE FABRICATION OF ITEMS 
of farm machinery for which critical 
material is allotted within the period 
April 1 to June 30, 1944, does not have 
to be completed until Sept. 30, 1944, 
under Order L-257 as amended recently 
by WPB. 

Under the original order manufactur- 
ers would have had to rush through the 
fabrication of all material allotted un- 
der L-257 before the order expires June 
30, 1944. The present amended order 
removes from Schedule A 11 items of 
farm equipment that are not of suffi- 
cient importance to be placed under 
control. It also makes a few other minor 
changes for the purposes of clarifying 
the order. 

=z 2 2 


WPB ACTED RECENTLY to 
ease restrictions on the production of 
space heaters. Under Order L-173 as 
amended, gas heaters may be manufac- 
tured without restriction except for 
limitations provided in L-23-c. 

Oil heaters may still be produced in 





Sewing Essentials Attract More Women 





Women customers increased 40 per cent when Wm. A. Wolf & Sons Hard- 

ware Store, Madison, Wis., put in a complete line of sewing essentials. 

The line produces a better than average margin, and fills a definite need 

in the neighborhood which does not have a dry goods store. It includes such 

items as needles, thread, bias tape, combs, darning cotton, etc., and is dis- 
played in a glass show case at the front of the store. 
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FAST-CUTTING, FAST-SELLING 


BERON 
WOOD HANDLE FILES 


Your customers will find many uses for 
these Silicon Carbide Files. Fitted with 
a well-shaped wooden handle for con- 
venience and fast work. In demand by 
farmers, mechanics and home owners 
for removing and dressing rough 
edges and for all other purposes where 
a file is commonly used. 


BEREA ABRASIVES ene ae 


assorted if desired. 






Division of The Cleveland Quarries Co. - Cleveland, Ohio 























PEACETIME QUALITY... 


Meets Vital Wartime Needs 


Witt Corrugated Cans, famous for high quality throughout half a 
century, give the kind of rugged, long-lasting, service our armed 
forces need in the rough and tumble of wartime handling. This same 
dependable service is yours in the Witt Cans still available to civilian 
users. 


Od te” ee. Omen een: 


Save the Scrap—In WITT Cans * WITT CANS 


for War Agencies 


Nos. 1, 2, 3, 7 and 9% meet 
Fed. Spec. #RR-C-81, and 
are available to the U.S. 
Army, Navy, Maritime Com- 
mission and War Shipping 
Administration on ‘preferred 
orders.” 
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EXTRA SALES AT YOUR 
PAINT COUNTER! 











































TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


| teaspoontul deodorize ? 
full gallon of paint! 25c size 
vood for entire apartment 
R1 not affect 
color, drying or durability 
“5 PAINT 
AND BRUSH SAL 
No closed season 
tor painting wher 


dsmel does 


Ridsmel is used 


DISPLAY CARTON 
SELLS FOR YOU! 


T } 
ry ] 


Fae 
4 


y ur 
sample 
dozen 


$54 


HOLLEY CHEMICAL CO. 


122 East 25th NEW YORK 

























RMSTRONG-BRAY 
Gear & Wheel Pullers 





4 ' Sd 





PROMPT SHIPMENT 
FROM STOCK 
ESSENTIAL TOOLS TODAY 


because they save hours of time, pre- 
vent costly breakage and long shut 
downs. 


STEELGRIP Standard Rigid Arm Gear 
and Wheel Pullers are of improved de- 
sign. Will not slip from work. Arms 
are forged and heat-treated. 2-arm, 3- 
arm and special models. 12 types and 
sizes. 

CHAINGRIP Universal Pullers pull 
wheels, solid gears, pinions, etc., even 
at considerable distance from end of 
shaft. Proof-tested chains have both 
chain hooks and special pulley hooks. 
3-ton and 12-ton capacities. 

Write for Catalog Sheets 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 

5348 Northwest Highway, Chicago, U.S.A. 











unlimited volume for the armed ser- 
vices. Other production is limited by 
L-23-c, but manufacture for other pur- 
poses than housing is now permitted 
up to a limit of 32 per cent of the 
amount of iron and steel consumed 
during the manufacturers’ base year. 
No heaters may be made for civilian 
use with a capacity in excess of 30,000 
B.t.u. per hour. 


x kk 


RECOGNIZING THAT UNAU- 
THORIZED QUESTIONNAIRES 
issued by Federal agencies are “im- 
posing an unwarranted burden’ on 
American business” the Advisory Com- 
mittee on Government Questionnaires 
has issued a bulletin, suggesting that 
they be more closely scrutinized by 
those to whom they are addressed. 

The committee suggests that busi- 
nessmen exercise more caution regard- 
ing such reports and if they suspect the 
questionnaire is unauthorized, that they 
make inquiries about it. In this con- 
nection it states: 

“With a few exceptions requests for 
information, as defined by law, are sub- 
ject to the review of the Bureau of the 
Budget and may not be issued by a 
Federal agency unless authorized by the 
bureau. The Advisory Committee ad- 
vises businessmen to exercise more cau- 
tion about report forms they suspect. 
Inquiry should be made of the Advisory 
Committee on Government Question- 
naires, 1615 H Street, N. W., Wash- 
ington, D. C., or of the Bureau of the 
Budget, whenever doubt exists as to 
whether the use of a report form has 
been authorized. Whenever desired, no 
disclosure will be made of the person 
or organization making the inquiry.” 


RETAILERS OF DOMESTI( 
GAS RANGES were cautioned b 
OPA against paying inflationary prices 
for used stoves merely because ration 
ing of new domestic gas ranges will 
begin in August. 

If dealers bid up prices on used 
ranges among themselves in anticipa 
tion of getting higher prices from the 
consumer after rationing starts, they 
will, OPA said, find themselves caught 
with stecks of used ranges for which 
they may have paid more than the ceil- 
ing prices that will be authorized by 
OPA’s forthcoming maximum price reg- 
ulation on used domestic gas ranges. 
OPA plans to issue this regulation at 
about the same time as the rationing 
program goes into effect. At present. 
used gas ranges are covered by the 
General Maximum Price Regulation. 

The impending regulation will not 
sanction exaggerated charges for modeis 
of used ranges bought by dealers at 
speculative prices, and will, therefore. 
prevent the profitable liquidation of any 
retail stocks bought on that basis. 


x * * 


A SCHEDULE TO CONSERVE 
MATERIALS and increase productive 
capacity through a reduction in sizes 
and types of files was established re- 
cently by WPB. This action was taken 
in the establishment of Schedule V of 
Order L-216. 

Savings will be realized through a 
reduction of the thickness of the rec- 
tangular cross-section of files and 
through a reduction of the number of 
sizes and types which are permitted to 
be manufactured. 





Features Wardrobe 


Storage Cabinets 





Wardrobe storage cabinets in various sizes and styles are featured in the 

second floor housewares department of the Geo. W. Peck Co., Elmira, N. Y. 

Sales have been unusually brisk on this item as a result of the public's 
efforts to conserve clothing through proper care. 
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Literature and Films Offered On 
Cutting Tool Conservation 
Des eapdasmare is given a partial list of literature and motion picture films which 


are available on the subject of the conservation of cutting tools from manu- 
facturers or other sources at the present time. 


Company name, address 


American Swiss File & Tool Co.. 


Elizabeth, N. J. 


Brown & Sharpe Mfg. Co., Prov- 
idence, R. I. 
The Carborundum Co.., 


Falls, N. Y. 


Niagara 


Clemson Bros., Inc., 


A 3. 


Middletown, 


Cleveland Twist Drill Co., 1242 
E. 49th St., Cleveland, Ohio 
Greenfield Tap & Die Corp.. 
Greenfield, Mass. 
Heller Brothers Co., 
Se 

National Twist Drill & Tool Co.. 
Detroit, Mich. 

Nicholson File Co., 
ms i 

Republic Steel Corp., Union 
Drawn Steel Div., Massillon, 
Ohio 


Newark, 


Providence, 


Simonds Saw & Steel Co.. Fitch- 
burg, Mass. 


Stanley Tools, 143 Elm St., New 


Britain, Conn. 


L. S. Starrett Co., Athol. Mass. 


Company name, address 


The Cleveland Twist Drill Co.. 
1242 E. 49th St., 
Ohio 


Cleveland. 


LITERATURE 


Type of materia! available 

(merican Swiss File catalog containing essen- 
tial file information including selection and 
use of files. 


Rules to prolong life of cutters. 


Carborundum Training Program: 1 Grind- 
ing bulletins; 2 Lecture charts; 3 Instruc- 
tor’s manual and 4 Bound volumes for ref- 
erence work. Also a variety of other in- 
struction books. 

A book, “Metal Cutting” 
knowledge for saving blades and speeding 
work. 

“Handbook for Drillers,” containing informa- 
tive operating instructions and other data. 
Booklet entitled, “How to Get More Produc- 

tion From Taps.” 

Manual of information on correct use of files 
and filing. 

Catalog, 265 pages, including information on 


giving hack saw 


use of cutting tools. 
Literature useful as shop-school texts. 


“Steel Handbook No. 42 for Machine Tool 
Users.” Gives speeds and feeds for machin- 
ing various grades of steel on automatic 
screw machines. Also has data on hook 
angles, drill trouble check chart and other 
information on machining of steel. 

Handbook, “Facts for Mechanics,” telling how 
to get utmost service from blades. Also 
offers a 70 page catalog and operating 
manual. 

Stanley Industrial Tool Catalog No. 50. A 
textbook of tools with quick facts on hand 
tools for industrial use. 

“The Starrett Book for Student Machinists,” a 
“How To Do It” 
copy. 


manual costing 75¢ per 


FILMS 


Type of film 
Use and Abuse of Twist Drills. 





Ten Points 


They Cost so Little—They 


Are Worth so Much 


1. You cannot bring about 
perity by discouraging thrift. 
2. You cannot 


tearing down big men. 


4. You cannot help the poor by 


destroying the rich. 


5. You cannot lift the wage-earner 
by pulling down the wage-payer. 
6. You cannot keep out of trouble 
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strengthen 
weak by weakening the strong. 
3. You cannot help small men by 


by spending more than your income. 

7. You cannot further the broth- 
erhood of man by inciting class 
hatred. 


pros- 8. You cannot establish sound se- 


curity on borrowed money. 
the 9. You cannot build character 
and courage by taking away a man’s 
initiative and independence. 

10. You cannot help men perma- 
nently by doing for them what they 
could and should do for themselves. 

—from the B & T Spokesman 

issued by The Bronson & 

Townsend Co., New Haven, Conn. 

















Stack 
dri-kleen 


Or 
QUICK 
SALES 

& 

GREATER 
PROFITS 








Large Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
®@ Simple to use. © Odorless, non-inflammable, 
non-explosive, @ Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. @ Restores 
original sparkle and brilliance to colors. @ Keeps 
hands smooth and soft.¢ A ingly 

—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 














































Order F — Write see 
i De’ ° 
or Write Direct oucounlt: Etc 


ee ee ee, ee ae 
325 West Huron Street, Chicago 10, Illinois 


Are you getting 


YOUR SHARE OF 
INDUSTRIAL | 
SOLDERING IRON | 
BUSINESS? , 









One thing is certain in these 
uncertain days—your best pros- 
pects are those plants. engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live’’ prospective 
market. 


Illustrated here is No. 600-10 (100 
watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons 


ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 












Solve Tough 
Fastening Jobs 


In Hollow Material 
Faster 
with 


PAINE 


TOGGLE BOLTS 
AND 
TOGGLE BOLT CLAMP 











Clamp Cuts In- 
stallation Time in 
Half and Saves 
the Fingers. 





FREE 
With Every ~ 
BOX OF PAINE TOGGLE BOLTS 
Ask your Jobber and Write for Catalog 
THE PAINE CO. 


2963 Carroll Ave. Chicago 12, lil. 


Offices in Principal Cities ~ 


‘PAINE - 
rnd wawciwe DEVICES 





MOUSE AND RAT 
TRAPS 


McGill Metal Products Co. 


Marengo, Illinois 




















The kitchen and dining alcove. Kitchen measures 11 by 14 ft. and alcove 
9 by 14 ft. Mural on the alcove wall is the bottom of the dining table 
which is swung down when in use. The table legs form frame for mural. 


“The Kitchen of Tomorrow” 


IBBEY-OWENS-FORD GLASS 

COMPANY, Toledo, Ohio, 
played host to a number of editors 
on June 20, at which time the com- 
pany’s recently designed “Kitchen 
of Tomorrow” was explained and 
demonstrated. 

“The Kitchen of Tomorrow” is a 
round the clock room in which all 
equipment used for the preparation 
of meals is so designed as to permit 
its being closed when not in use. 
Natural wood finishes on all cabi- 
nets harmonize with other furniture 
in the house. Between meals the 
room can be converted into a study 
room, game room, bar or additional 
living space. H. Creston Doner, head 
of the company’s department of de- 
sign, developed new equipment for 
the room which is said to be revo- 
lutionary in design. Cabinets and 





fixtures are at proper working levels, 
thus eliminating bending and stoop- 
ing. Ample foot space beneath cabi- 
nets permits the housewife to do 
approximately 75 per cent of her 
kitchen work sitting down. 

The kitchen proper and its adjoin- 
ing alcove are separated by a cabi- 
net which is in reality a refrigerator 
built horizontally with sliding doors 
making it accessible from either 
room. 

The cooking unit is compact with 
a cover which may be lifted when 
the unit is in use. All cooking ves- 
sels are square with rounded cor- 
ners. Bent, clear Tuf-flex covers per- 
mit the cook to watch the cooking 
process at all times. When the cover is 
closed it acts as an insulating agent 
and turns stove into a fireless cooker. 


Th oven-griddle-barbecue is shown at the left, in the center is the 
cooking unit while the sink and dishwasher are at the exteme right. 
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Removal of containers and substitu- 
tion of shallow baking dishes with 
Tuf-flex covers makes each opening 
a miniature baking oven. Mixing 
and other food preparation equip- 
ment are stored out of sight. Built- 


in waffle iron which may be con- 
verted into a sandwich grill or small 
pan fryer, combination oven-griddle- 
barbecue, covered and illuminated 
sink and dishwasher are among the 
other features of the kitchen. 





This Firm Name Is Easy to Remember 


— 








A large red arrow identifies the store and bears the firm name. 


ROSE might smell as sweet by 

any other name but Irvin 
Fletcher, manager of the Red Arrow 
Hardware Co., Prattville, Ala., 
doubts it, judging by what this con- 
cern’s name has meant to it. 

“Our experience convinces us 
there really is something in a firm 
name, and although we have been in 
business for only a few years we 
would not sell ours for thousands of 
dollars,” says Mr. Fletcher. 

The company started in business 
five years ago. Now the name “Red 
Arrow” is indelibly connected with 
the hardware business in that part 
of Alabama. Some 400 red arrow 
mileposts dot the countryside with- 
in a 25-mile radius of the town. A 
big red arrow points to the entrance 
of the store. Trucks have the red 
arrow sign, also the company’s sta- 
tionery. Mail addressed simply to 
Prattville, Ala., and with a red arrow 
on the envelope reaches this store 
without trouble. 

“People ask us quite often where 
we got the name,” says Mr. Fletcher, 
who with D. L. Yarbough & Son 
owns and operates the store. “It 
just came to us and has turned into 
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one of our best assets since. The 
name seems to appeal to the public. 
People often ask for Mr. Arrow, 
others seem to think it has some- 
thing to do with Indians. Negroes 
frequently say ‘R-row’ instead of 
‘Arrow’.” 


Coming Conventions 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 




















































THE SAWING 
IS y 


When you sell Star Unbreak- 
able Special Flexible Hack Saw 
Blades, you're selling peak per- 
formance. Stars are proving 
that they have what it takes 
24 hours a day in tough jobs, 
in busy war plants, meeting 
stepped-up production 
schedules. 


Their all around efficiency 
is making them the favorites 
of mechanics who need blades 
which last longer, which per- 
mit faster, cleaner sawing, 
which do not break at crucial 
moments. % 


A special green protective 
finish makes STAR Unbreak- 
able Special Flexible Blades 
easy for your customers to 


VLEMSON BROS. 


MIDDLETOWN + NEW YORK 


*T. M. Reg. — Blades Bearing the name 
“Moly” are made only by Clemson 
Bros., Inc. and affiliated companies. 

Makers of STAR Hack Saw Blades, Frames, 

Band Saws, and Clemson D-17 Lawn Machines 


@ 4521 
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-gTOP THaY 


- 


No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 

Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
4” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 





Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- 
gh Oly, 
= 


cular about Con- 
2 


densation Drip 
3 
< 


and its Preven- 
tion. 


J. W. MoRTELL Co 
Technical Coatings 
Since 1895 


508 BURCH ST., 
KANKAKEE, ILL. 












UTILITY TAPE 
HUNDREDS OF USES 


INSULATES . WEATHERSTRIPS - PLUGS 
UP CRACKS -. MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 


GLAZES WINDOWS 





This new pli- 
able plastic 






doesnot 





erack, chip, 
dry out or 
shrink. Easy- 








to-handle, un- 
rolls like rib- 


and is 







bon 





ready for use, 







inside or out- 
Can 
he paint- 






side. 






ed also. 







SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 
clean, dry 
surface. No 
tacking or 
tools needed, just press into place and it 
Stays put 

About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 


4. W. MORTELL CO., 508 Barch St, Kankakee, Ill. 
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Clarifying the Situation on Chain 


Under L-302, M-330 and P.R. 19 


(Continued from page 56) 


all important farm chain items that 
could be manufactured in 
pliance with regulations imposed by 


WPB. 


com- 


The jobber. the dealer, the 
farmer, and the public generally 
should fully understand the facts 


surrounding the manufacture of 
chain for farm and pur- 
Probably no other single 
product is more universally essen- 
tial to the functioning of our war 
industries than chain. 


defense 


poses. 


agricultural implement 
farmer operates is de- 
pendent in some manner upon chain. 
Chain is used in the production of 
planes, ships, tanks, trucks, guns 
and a component part. of 
these weapons. The steel mills, rail- 
Merchant Marine could 
without chain and the 


Every 
which the 


is often 


roads and 
not operate 
particular requirements of the Army 
and Navy for this product are tre- 
mendous during this crucial period. 

To supply the important chain 
items that are sadly needed by the 
(American farmer during the next 90 
days. the chain manufacturer must 
have three things: First, plant fa- 
cilities; second, and most important, 
sufficient men and women to oper- 
ate the machines and equipment; 
third, from 30 to 60 and even 90 
days time in certain instances to 
secure the steel and other necessary 


raw materials before production of 
farm chains can be started on a 
large scale basis. 

The jobber and most of his cus- 
tomers have formed the opinion 
through various press releases that 
they can now procure all the chain 
required to aid in the production of 
food, but everyone in our industry 
knows. of course, that as long as 
the war lasts the hardware jobber 
and retail dealer are not going to 
receive a sufficient quantity of farm 
chains to satisfy the demand of the 
American farmer. 


“Stop-It” Used to Seal 
Leaks in Masonry 


“Stop-It” is the name of a new 
waterproof material for sealing open- 
ings in masonry walls and floors which 
has been developed by Tamms Silica 
Company, 228 N. LaSalle St., Chicago, 
Ill. Maker states it will permanently 
repair and waterproof below-ground sur- 
faces that are seeping water and is use- 
ful for filling cracks in walls and floors. 
Can also be used for building broken 
or crumbled areas in concrete walls 
and tiers and for filling in around pipes 
and bolts. Maker adds it can be used 
for repointing and repairing brick or 
other masonry surfaces and for anchor- 
ing bolts, machinery, etc. Comes in 
powder form and is used by adding 


water. 





Outdoor Sign Attracts Passersby 








| Although conducting a strictly wholesale distribution business, Sechtman 
Hardware Co., Inc., Hartford, Conn., uses this interesting outdoor advertis- 
ing near its business headquarters where it is seen by both the firm's dealer- 
| customers who call and by their customers’ customers who pass by. 
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HOTEL CLEVELAND | 
wih | 





Rooms with every detail planned 
for restful comfort. 


Convenience that saves time and taxi 
fare. Hotel Cleveland adjoins the 


Union Terminal and 
Terminal group, and 
is at the very heart of 


Cleveland, Ohio. 


HOTEL >. | 
CLEVELAN 


evelu 41 
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Interesting Letter 
to Trade Issued 
by Yale & Towne 


A recent letter to the hardware 
trade from The Yale & Towne Mfg. 
Co., Stamford, Conn., has a very 
timely message with a very human 
and homely appeal. It reads as 
follows: 


“*** Tn the icy North Atlantic, 
Tom’s on anti-submarine patrol. 

“Back in the hardware store, 
he knew that the trade mark 
YALE stood for quality and fine 


workmanship. Today, as_ radar 
helps him locate the Axis pig 


boats, he’d get a kick out of 
knowing that Yale is an important 
producer of radar parts. 

“Harry’s over Europe tonight, 
with a load of eggs for Hitler’s 
breakfast. We hope the parts we 
make for aircraft will help him 
land them smack in Adolf’s lap, 
and take Harry safely to his 
base. 

“Dick’s in the Solomons lobbing 
shells into the Japs at Munda— 
a far cry from the hardware store 
on the corner. The gun parts 
made by YALE are just about as 
far from the hardware and pad- 
locks he used to sell. 

“This is the part, we are con- 
fident, that our hardware men in 
the armed forces would expect 
Yale & Towne to play in our all- 
out war eifort-—we are still mak- 
ing many padlocks but most of 
them are finding their way to the 
fighting fronts. 

“While so much of our energy 
is being put into war production, 
we have not neglected the home 
front .. . ever since Pearl Harbor 
we have devoted our advertising 
to practical helps for the hard- 
ware dealer. the ads 
from our current Wartime Prog- 


Some of 


ress Plan promotion are enclosed. 

“We sincerely hope that both 
phases of our wartime activity will 
prove helpful, to our boys at war, 
and to you who carry on at home.” 


Here’s Hoping 

The acme of frankness was 
reached in this classified ad in the 
Los Angeles Examiner recently: 

“Wicked old desert trader, sole 
owner of 14 lb. ham, desires to meet 
pleasant, unattached lady with cook 
Obj. picnic. Box K6466, 


Examiner.” 


—Editor and Publisher 














WHERE THE NEED 
1S GREATEST — 





SAMSON'- BRAIDED 
CORDS SERVE 
REG. U. S. PAT. OFF. BEST— 


Now and Always 


SAMSON SPOT 


SASH CORD 


PHOENIX 


SASH CORD 


AETNA 


SASH CORD 


WHALE 


CLOTHES LINE 


SAMSON 


SMALL LINES 


ALSO 
POLISHED COTTON 
TWINES 
ETC. 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


ee 





REPAIR & RESURFACING COMPOUND 


for all types of surfaces 





@ Ready To Use 
@ Easy To Apply 


@ Ready Mixed 


Greater compressive strength than 
concrete ... and it's resilient. 


LEV-L-FLOR under the heaviest 
londs without cracking up or breaking out 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 
‘ Waterproof . Slipproof . Sparkproof 
Decayproof . . Dustproof . . Weatherproof 

Acid- and Alkali-proof! Economical, ioo 
Packed in 55-gal. drums, 5-gal. and = 1-gal 
pails, and 1-qt. cans. 

Send for literature ‘'HA"' 
*” 


Many attractive territories 


J ° BBERS ore open to Jobbers. 


Write for full details today. 


stands up 


WRITE TODAY FOR LITFRATURE ' 


CENTRAL PAINT: VARNISH WORKS 


BROOKLYN, NEW YORK 
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Gross tack 


is A COOD TACK 


(AND THEY'RE ALL STERILIZED) 


TTT] 


Jacks and staples 


for new nequirements 
M specially -“-- 


W.W. (ross & C0. INC. 


EAST JAFFREY. N.H. 























VICTORY 


Every Day Brings It 


NEARER! 


VICTORY is on the wing as never 
before. The big “push” is just 
around the corner. Preparing for 
our part in it is straining every 
facility. If because of this, de- 
liveries to you run a little meager, 
please take the will for the deed. 
The time will come when there'll be 
all the hooks you can sell, and no 
one will be happier to supply them 
than yours truly! 


M. S. Brooks & Son, Chester, Conn. 
Since 1848 


BROOKS  HOGKS*® 
















Floor waxes, furniture 
polishes and accesso- 
ries were moved to this 
prominent location in 
order to save time. It 
is one of the busiest 
sections in the store. 







Prominent Location Aids Sales of Polishes 


66 HIS is the hottest thing in 
the store,” says Lyle A. Zieg- 


prominently, necessitated constant 
running back and forth. Mr. Zieg- 





ler. Elgin, Ill., of this section of 
floor waxes, furniture polishes, pol- 
ishing cloths, etc. There’s a good 
markup on the entire line. The sec- 
tion was moved to a side wall loca- 
tion because constant demand for 


ler says. “We have a fast turnover 
on these items and have more than 
doubled our volume, in them, as the 
result of moving them from tables 
to side wall fixtures where they are 


these items, previously located less more quickly seen.” 























Wooden Baby Furniture Well Displayed 





The Geo. W. Peck Co., Elmira. N. Y., secured new volume when it added 

lines of wooden bassinets, baby high chairs and baby cribs. This mer- 

chandise is displayed in the second floor housewares department. Items 

are arranged on a platform which permits easy examination of the goods 
by interested shoppers. 
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VAUGHAN NOVELTY MFG. CO., Inc. 


‘World's Largest Manufacturer of Bottle Openers and Can Openers’”’ 
U.S.A. 


3211-25 CARROLL AVENUE CHICAGC, ILL. 


* * BUY WAR BONDS AND STAMPS * 








Here’s a Quick Way 
To Find Who Makes 


A Certain Product When 
Only the Trade-Name Is 


Known to You— 


Look for that Trade-name in the General Direc- 
tory Section of the: “Who Makes It?” Number 
of HARDWARE AGE. You'll find it listed 
alphabetically under the product heading of the 
item in question. Alongside the Trade-name 
you'll find the name of the manufacturer who 
makes it. In this same list appears the firm 
name and address arranged alphabetically. 
Keep this Merchandise Directory Issue right at 
your finger tips where it will solve your buying 


problems in a jiffy. 


HARDWARE AGE 
100 East 42nd Street, New York City 








RE AGE 





AUGUST 19, 


1943 





ZS ALLIGATOR 
TIME! 


@ Year in and year out hardware and 
implement dealers have made money 
out of Alligator Stee] Belt Lacing—made 
money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will 
show a remarkably good turnover. Don’t 
let this profitable business get away, 
because you can't deliver when the 
emergency calls come in. 
Check your stock of Alligator today and 
order from your jobber. 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 
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MACHINE BOLTS 


® Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson “‘Ready Reference’’ List, a 


handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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ORNAMENTAL 


and Parkerized black. 


The 44-00-1 series 
is made of wrought 
steel, overall size 
21/16" x 2%". A 
similar design in a 
loose pin half sur- 
face hinge is also 
available. 





SURFACE HINGES 


Two of the popular styles of "Shelby’’ orna- 
mental surface hinges are shown here. Both 
are available in gunmetal black, bright zinc, 




























Series 45-00-3 or- 
namental surface 
hinge is made of 
wrought steel, over- 
all size 23/16" x 
1'/.". A similar de- 
sign in an of fset 
hinge is also avail- 


able. 
Make "'Shelby"’ your BUY work when ordering hinges 








THE SHELBY SPRING HINGE COMPANY 
SHELBY, OHIO 


oll: ar oes 
Sieh 


BUILDERS 


HARDWARE 
Geod Looks — Beller Year 


YOU CAN EXPECT A 
FEW OF BRIDDELL 
TOOLS SOON 
E mm 


BRIDDELL 
—— athe. NUMBER 





During the past months stores and 
warehouses throughout the nation 
have been about cleaned out of 
Briddell’s line of Butcher's Cleavers, 
Ice Picks and Chippers, Crow Bars, 
Pinch Bars, Wrecking Bars, Briddell 
Oyster and Clam Knives and Tongs, 
and numerous other Briddell prod- 
ucts. 

We've been busy doing our best 
to meet production schedules for 
Ordnance Materials for Uncle Sam 
and our allies. 

Now, we're permitted to make a 
few—just a few—more things for 
civilian use. Watch for them at your 
dealer's, or write direct to us. 


CHAS. D. BRIDDELL 
INC. 


Manufacturers Since 1895 


Crisfield, Maryland 
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Let’s give a big hand to the Average 
Consumer, 

Who’s learned to ignore each un- 
authorized rumor. 

Her cupboard is bare, but she’s 
right there to share it, 

Or if there’s a surplus, she’s quick 
to declare it. 


She can’t tell you where her kid 
brother is stationed, 

But she knows exactly what prod- 
ucts are rationed; 

When retailers tell her, with tactful 
explaining, 

“I’m sorry, no more” you don’t hear 


her complaining. 


A Big Hand to the Consumer 






And being a lady, she doesn’t know 
whether 

She’d rather have gabardine, buck- 
skin or leather; 

(New shoes with an old suit are 
smart masquerading, 

And stamp seventeen must go Easter 
Parading. ) 


She listens with pride to the Presi- 
dent’s speeches, 

And won’t hitch her star to a large 
can of peaches. 

For good sportsmanship and a swell 
sense of humor, 

Let’s give a big hand to the average 
consumer! 





—Mary A tice Bates, 


—in The Pick-Up 
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“SOME GUY WANTS To KNOW HOW YOURE FIXED 
FOR HOLD-UP INSURANCE 
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SOUTHINGTO 








SCREWS 


For Wood or Metal 


Since 1867 the name Southington has stood for 
dependable 


Wood Screws, 


Southington 
Sheet Metal 
Serews are in constant demand because of their 
superior quality. 


hardware. 
Drive Screws and 


value in 


All standard sizes with vari- 
ous styles of heads in the most called for types. 
Send for Catalog which illustrates and describes 
the entire line. 


Government restrictions prevent us filling orders 


on certain lines. “Our Country first”—you 


understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
sr SOUTHINGTON, CONN. 2: 








WATERPROOF 


WET BASEMENTS 
~— soca ONTHEINSIDE 
w i TF i 












DRYE 


= DRYE for basement and cistern leaks ON THE 
- INSIDE . . . in concrete, brick or stone. Easy to use. 
- Makes quick, durable repairs on cement and iron; silos, 
eens used by thousands. IMMEDIATE DELIVERIES. 


BUY FROM THESE JOBBERS —— 


Louisville, Ky Washington, D. C. 
Merchants’ & Manufacturers’ Capitol Wall Paper & Paint Co. 
Paint Co. Baltimore, Md. 
The Sherwin-Williams Co. a Wall Paper Co. 
Cincinnati, Ohio Service Paint & Paper Co. 
Kruse Hardware Co. Roanoke, Va. 


floors, etc. 





The Sherwin-Williams Co. Nelson Hardware Co. 
Richmond, Va. 
a t i. Bullington Paint Co. 
Sutts Ores. Warduere Co. a 
Totedo, Ohie American Plumbing Supply Co. 
Toledo Plaster & Supply Co. Fargo, 


Vietor H. ‘Leeby Co. 
Denver, Colo. 

Falby Paint & Hardware 
Taunton, Mass. 

The Pierce Hardware Co. 


Fort Wayne, Ind. 

The Rhoads-Morgan Co. 
Indianapolis, ind 

Hatfield Paint Co. 


Belleville, 11. Canada; Vancouver, British 
John F. Yoch Material Co. go — aug 
Mt. Vernon, Hil. McLennan, McFeely & Prior, 

Ogletree Builders Supply, Inc. Ltd. 














4 E. Pearl Street 
Cincinnati 2, Ohio 


WEATHER SEAL CO. 


AUGUST 19, 1943 
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OUR GUARANTEE 


This Daniel Boone Hendie le is made of 
the best Second Growth Hickory in 
the world. Its Grade and Pattern 
have been approved by Too! Makers 
and Tool Users as being unequalled. 


NO BETTER HANDLE CAN BE MADE 





TOPS IN 
HICKORY 


Daniel Boone 
Handles, according to ‘ 
independent scientifictests * 
by engineers in leading uni- N 
versities, withstand 37% more 
pressure before fracturing than 
the average of all other grades of XN 
hickory tool handles. 


\ 


Longer service life, less frequent 
rehandling means time saved when time 
is money. Profit with this well-known 
brand backed by Turnerday’s unexcelled 
teputation for producing the world’s finest 
striking tool handles. Order from your jobber. 


| TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
| LOUISVILLE, KENTUCKY 
my FOR OVER 80 YEARS—WORLD’S LARGEST HICKORY HANDLE MANUFACTURER 








FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 


Buy Spring Hinges of Quality 








SPRING HINGES, 


We proud that 
Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 
plants and for ships of our Navy. 


Type 2001 
The “Triplex” 


are 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 
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DETACHABLE BLADE 
for HOBBYISTS 


KNIVES 
& EVERY ART & 


CRAFT! 


No other item you've ever handled 

returns you 80 much sound, steady 

profit, or your customer such com 

pjete satisfaction and that's why con 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
RAB IT 


Address inquiries to Alfred Field & Co.. sole 
distributors in Hardware Field, 93 Chambers 
Street, N 






Get our deal for 
this beautiful! 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national “‘big push’’ in publications reaching the 
very people who buy from you . plus strong, 
compelling Dealer Helps’ and this handsome 
time-proved display cabinet containing ample stock 

these together make X-acto Knives with 8 
interchangeable blade types PROFITABLE. Get 
all the facts today 


OES | 





6 
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Illumination of this type aids the customer—and aids sales. 


Customers Shop Longer and Buy More 
In Well Lighted Stores 


PROPERLY lighted store is one 

of the best assets a retail hard- 
ware dealer can possess regardless 
of business conditions. It is a well 
established fact that customers will 
shop longer and buy more in a well 
lighted store. This is exactly what 
every merchant desires. 

The firm of Valmassei Bros. Hard- 
ware, Monroe, Mich., believes in 
and practices this fundamental mer- 
chandising rule. They use combina- 
tion direct and indirect lighting 
fixtures to secure a high degree of 
illumination throughout their store. 
These fixtures are spaced so as to 


Still and All— 


ESPITE the welter of Wash- 
ington, 

Much mightly labor is being done 

By men whose courage and 
strength of mind 

Routine can’t fetter, nor red tape 
bind; 

Big men, little men, working for 

One stubborn purpose — to win 
the war. 

And though there’s fumbling and 
waste, it’s true, 


give illumination of even intensity 
on every table and ledge and in 
every corner. 

Customers like to shop in well 
lighted stores where the merchan- 
dise on display appears more at- 
tractive and interesting and they 
can see more items. Shopping is 
not as tiring when store interiors 
are bright, pleasant, and comfort- 
able. So it’s easy for customers to 
spend more time shopping without 
realizing it. 

The longer customers stay in the 
dealer’s store, the greater the pos- 
sibility of additional sales. 


The drones and loafers are very 


few. 

So though we critics may have 
our fun 

With boobs and bunglers of Wash- 
ington, 


Most of that “bureaucratic mob” 
Are pretty earnestly on the job 
And doing as well in their modest 


way 
As the rest of the folks in the 
Oo. om, 


—Berton Braley, 
in Nation’s Business 





Features Replacement Merchandise 


OLID Iowa farm customers are 
somewhat jolted when they 
enter the Easter Hardware & Variety 
Store, Osceola, Iowa, to find replace- 
ment or victory merchandise on the 


front counters right under their 
noses. 

“Tt’s just as well to play up the 
wood and straw and pasteboard 
and leave no room for regrets or 
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SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 

Semi-Finished, Castle, Slotted, Cold Punched, 

Hot Pressed, Cold Forged, Stove Bolt and Machine 

Screw Nuts in any quantity from stocks. We make 

nuts from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 








® Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency in both chopping and driving. 
Full force of each blow is centered at 
point of impact, as in sketch. 





Stock, display and profit with this uni- 
versally sought and accepted tool. 

National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by. the Makers of True 
Temper Products, Cleveland, Ohio. 


TRUE TEMPER 


PRODUCTS 


HAMMERS «+ HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 


FORKS « RAKES » HOES + AXES + 
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> THE LUCKY DOG KIND | 


_prt 
ALL SPORTS 








The WRIGHT family has produced wire and 
wire products through three wars. Today, all 
the resources of this organization are first for 
war. Every effort vossible is being made by us 
to meet the requirements of our customers, 
and ‘with equipment that will bring to them 
greater service when victory comes. 


bt WRIGHT 


WORCESTER * 


STEEL & 


WIRE CO, 
MAS S. 
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8 75¢ 


Reversible Handle 


LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup 
plied with super-sharp or serrated edges 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 


stocking RED DEVIL WOOD SCRAPERS 


LANDON P. SMITH, INC., IRVINGTON, N. J 























“ARMSTRONG BROS,” Chain Tongs 
come in “Standard”, “Reversible and 
“Ideal” (V-jaw) types; all have drop 
forged, heat treated jaws, forged handles, 
and proof-tested chains, and important 
design improvements 

“ARMSTRONG BROS.” Pipe Wrenches 
have drop forged handles and replaceable 
tool steel jaws. Heavy forged-in lugs, 
held by recessed nut absorb all side 
strain; no clumsy nut housing or 
flat spring. 

Write for Catalog C-39a 

















ARMSTRONG BROS. TOOL CO 
FRANC sco AVE. ad's { HICAGO i 
n Worehouse & Sales: 199 Lafayette St... New York 


Replacement mer- 
chandise for the 
items which have 
gone to war are 
shown on a table 
at the front of 
the store. 


complaints,” says Ray A. Easter. 
“Sometimes the very newness of an 
idea stops the argument before it 
starts.” 

Featured on_ these 
wooden pails at 98 cents. The gal- 
vanized used to sell at 79 cents. 
Straw hats give a harvest air, at 29, 
59, and 69 cents. Canvas water bags 
for the field to sell at $1.00 and take 
the place of canteens, jugs and bot- 
tles. There’s a bucket spray at $3.60 


tables are 




















to replace the pressure spray which 
formerly sold at a much higher 
price. Also featured are chick feed- 
ers of light wood and cardboard. 
They look flimsy but are the best 
this hardwareman can offer. 

If there’s any gripe from a stolid 
stockman or rural customer. Mr. 
Easter and the women who are serv- 


ing as salesmen around the store 


simply make the quiet remark, 


“Metals have gone to war.” 


Sampler Boosts Paint Sales for Olver 


| Majene- a sampler is boosting 
paint sales for the Olver 


Hardware Co., Endicott, N. Y. This 





o a : ey 
tA 





unusual sales device was supplied 
by the manufacturer. It is installed 
on a table adjacent to the wrapping 


The paint sampler 
is a colorful, effi- 
cient sales device 
which has been 
used to excellent 
advantage in sell- 
ing paint. It is 
approximately 4 
ft. long and 2!/, 
ft. high. Small 
swinging panels 
show samples of 
the application of 
various types of 
paint on one side 
and complete in- 
structions on how 
to accomplish 
similar results on 
the other. 
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MIDLAND 


Saddlery 


Hardware 


No. 1968 Hame Bottom Loop & Clip 


SADDLERY HARDWARE AND HARNESS CHAINS 


A complete fast selling profitable line 
of well-known 
and Harness Chains for every known 
practical use. 


MIDLAND products are made to give 
long, satisfactory service. Ask for 
MIDLAND Brand when ordering from 
your jobber. 


The MIDLAND CO. Mfrs. —Inc., 1911 SO. MILWAUKEE, WISCONSIN 








Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/M Tri-Ply Wicking will do...and do very well. Here’s why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 


racing-to-the-rim. 


3. Inner layer of soft asbestos paper keeps fuel-supply 


uniform. 


4. Rippled censtruction permits wick to be rolled without 


buckling. 


5. Tri-Ply construction effects complete fuel-vaporization. 
R/M Tri-Ply Wicking comes 7”, 1”, 11%”, and 134” wide — SIX FEET 


TO THE BOX, 12 boxes to the carton. Also 
Ask your jobber. 


<— 
IRIM 
wa) RAYBESTOS-MAN 


MANNHEIM, PA N 
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in cartons of 100 feet. 


AiTAN, INC. 


4 ¢ f 


. Zt ? Ps 
> ff 
TRADE MARK REG.U 5. PAT OFF 


R TOOLS 
are portable 


They bring great cutting power to the job—in 
the shop or wherever the work may be. They 
are easy to carry. They need no power source 
except hand power and they cut quickly even 
through 34 inch annealed bolts. By means of a 
perfected toggle joint tremendous pressure is 
delivered to the special steel heat treated cut- 
ting edges. They, cut rods, bolts, wires,. cables 
and straps. With jaws of special design they 
squeeze, crimp and perform many other opera- 


tions. 
H. K. PORTER, INC. 
EVERETT, MASSACHUSETTS 


Porter fools are sold through Igading sup- 
ply and jobbing houses — subject fo the 
restrictions of war production. pe on 
request—ask for our new maintenance book 


THE NAME SILVER LAKE STAMPED ON EVERY FOOT 


@ PACKED IN CARTONS ®@ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


AUGUST 19, 1948 


SILVER LAKE CO. ; 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Mills 
Sales 


Chattanoochee, Ga 


99 Chauncy St., Boston 

















STURDY - PRACTICAL 


SANITARY 
ECONOMICAL 


NO RESTRICTED MATERIALS! 


Here is the answer to today’s demand for practical 
chick feeders made of “‘priority-free’’ materials. 
Admat Feeders are made of high grade, sturdy 
wood fibreboard that will last indefinitely in brooders 
or indoors. Admat Feeders are so cheap they can 
be thrown away and replaced when they're soiled. 


‘f - - In every carton, an attractive 
eo Counter Display Stand 
~ m! 








FOR THE DURATION . . . men, 
machines and materials normally 
employed in the manufacture of 
Daisy Air Rifles have been placed 
at the disposal of the govern- 
ment. Meanwhile our research 
department plans ahead for the 
war’s end when Daisy’s 67 years 
of leadership will bring you big- 
ger and better values in 


DAISY 
AIR 
RIFLES 


MANUFACTURING 
TH MICHIGAN 

















table at the rear. Many customers 
have purchased paint or made in- 
quiry about how to do some par- 
ticular painting job as a result of 
having become interested in the 
sampler. 

Customers generally start to look 
at the sampler while they are wait- 
ing for their change or for their pur- 
chases to be wrapped. In looking it 
over, they often see how paint can 
be used to do some job they have 
wanted to do. Even if they do not 
buy paint at the time, they are good 
prospects for it later on. 


The sampler shows how to paint 
various interior wall surfaces, how 
to prepare the work for painting 
and how to use various types of 
paint. It is helpful to new employees 
who have to do many types of work 
for which they have not been com- 
pletely trained. Customers also 
understand the instructions and di- 
rections given on the sampler and 
are more confident that they can do 
the painting job when they secure 
instructions from a device made up 
by the manufacturer. 





Two-Sided Display Does Double Duty 


People were able 
to see the items 
in this two-sided 
display when they 
entered the store 
and they also had 
an opportunity of 
seeing it again 
when they left. 


N effective display of household 
cleaning and polishing goods 
was created by James & Hawkins, 
Inc., Bayshore; N. Y., in a unusual 
fixture supplied by the manufacturer 
of the products. The display was ar- 
ranged on a cross aisle table near 
the front of the store. It included 
all types of polishes, cleaners, 
sprays, waxes, and other kindred 
products. 
The unusual fixture made it pos- 





sible to build the display high. It 
was designed so that merchandise 


could be shown on two sides. Cus- 
tomers were able to see the mer- 
chandise when they entered and as 
they left the store. This attracted 
more customers to the display which 
was very appealing due to the color- 
ful packages. Excellent use was also 
made of the shelving below the table 
where larger size cans were shown. 





End Tables Aid Sales for Leary’s, Inc. 


EARY’S, Inc., Windsor Locks, 
Conn., added a line of popu- 
lar-priced occasional end, coffee, 
and tier tables to attract new cus- 
tomers and boost volume in the 
housewares department. Results to 
date have been decidedly satisfac- 





tory and have exceeded all expec- 
tations.. 

“We were stumped as to how to 
display this line at first,” says E. G. 
Leary, owner. “However, we finally 
decided to rearrange the front part 
of our store so as to secure a nar- 
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MASON 
LINES 


TWISTED - HANKED 
CONNECTED 


CHALK LINE Of laid cable construction from pure, 
STAGING white high-grade cotton, twisted into 
an extra strong smooth line that has 
long since established LAWNDALE as 
top quality that repeats by name. Put- 
up 12 connecting 50’ or 100’ hanks. 
Natural or Yellow—15-18-21-24 ply. 


WRITE FOR SAMPLES AND PRICES ...WE ALSO 
INVITE INQUIRIES ON SPECIAL CONSTRUCTION 


CLOTHES LINE 
NET TWINE 
TROT LINE 


CLEVELAND MILL & POWER CO. 
LAWNDALE, NORTH CAROLINA 








LAMSON CAP SCREWS 


@ Lamson full finished cap screws of SAE 1020 

steel have approximately 90,000 Ibs. per sq. in. 

minimum tensile strength. Our high carbon cap 

screws of SAE 1035 steel, heat treated, have approx- 

imately 150,000 lbs. minimum tensile strength. 
A copy of the Lamson “Ready Reference’’ List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 





LAMSON & SESSIONS 
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MILWAUKEE 


WROT WASHERS 


yo rookie 


© Standard Washers 

© S. A. E. Washers 

© Riveting Washers 

© Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
® Carriage Washers 

© Brass Washers 


® Shakeproof Lock Washers 
© Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

® Screw Machine Products 
© Stampings 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 
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The symbol of Uncle Sam’s ap- 
preciation awarded to the workers 
and management of .. . 


DIAMOND CALK 


HORSESHOE COMPANY 


... for their part in the war effort, 
through the furnishing of tools for 
the maintenance of mobile equip- 
ment of the army, navy and air 
corps, at home and abroad. 


4622 Grand Avenue 
Duluth..--Minnesota 





















BiG DEMAND 


‘\ FOR U.S.-ALLIED 


\ FLAGS 


Get your share of to- 
day's heavy demand for 
U. S. and Allied flags. 
Many stores reordering 2 
times per week. We can 
make immediate deliver- 
ies in all sizes and mate- 
rials. Send for our 
wholesale prices and il- 
lustrated catalogue today. 









Cash in NOW on the big 
market for service flags. 
Sizes for homes, offices, 
churches, etc. Write for 
our dealer catalogue TO- 


DAY. 


REGALIA MFG. CO. 


Dept. 44, Rock Island, Ill. 


 practicat «= YS 
SMOKE ABATEMENT 


The only sound method for 
eliminating smoke and_ soot 
must be based on improved 
equipment for burning coal. 
Our improvements give ihis 
long sought efficiency. Ap- 
proved by municipal smoke 
commissions and inspectors. 
We are justly proud of the 


Sener ate 


with exclusive 
Air-Jet Carburetion 


os 
Saves Vy 
on coal 


. 
One firing lasts 
up to 3 full days 
+ 


Burns the 
smoke and soot 


Proven Satisfactory from Coast te Coast 


SSIGLITz | 


Stove Factory in Amerion” 
2007 PORTLAND AVE LOUISVILLE, aT 
Marketed Threagh Leading Distributers — Exctusivety | 
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A new line of end 
tables was brought 
to the attention of 
customers by show- 
ing them in a space 
between two of the 
main traffic aisles 
of the store. 


row platform space. The tables were 
displayed there. Main traffic aisles 
were on each side of the display. 
“A sample of each table in stock 
was put on display. Decorative and 
utility houseware items were shown 
with them to suggest how the table 
could be used in the home. Lamps 
were shown on some, while ash 
trays, book ends, vases, etc., were 





displayed on others. Our customers 
soon were aware of the fact that 
we carried ‘this merchandise and 
sales were very good from the 
start.” 

Eight types of occasional, end, 
coffee, and tier tables are carried. 
This assortment seems to fill most 
of the needs of the customers in 
the community. 


Ladder and Basket Display Aids Volume 


yom picked up immediately 
when J. Robertson Co., Wau- 
watosa, Wis., displayed its stock of 


ladders, baskets and other wooden- 
ware items along the back of the 
window at the front of the store. 





A venetian blind window background provides an ideal setting for this 
display of ladders, baskets and wooden ware at the front of the store. 
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CASHIN ON THIS READY-MADE MARKET S=* 





x] 
g 


o, 





x 


RK KLN 





em 


J 


9 MILLION 
FIGHTING AMERICANS 


Find Pres-Kioth an indispensible aid in 
keeping their uniforms always ready 
to pass inspection. Feature 
Pres-Hioth in your store 
and get a shore of this 
plus business. 
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Write Today For Full Information Or Ask Your Jobber 


WEAVER PRES-KLOTH CO., OMAHA, NEBR. 











FLUSHED with VICTORY 


ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


Dlambing BraAA Good Since 1890” 
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es 100% in war production, are able once 


HINK what's going to happen when the 
last shot is fired ... when the dammed 
up demand for civilian goods breaks loose 


.. when plants like ours, now engaged 


again to fill your orders. 


That day is sure to come—soon, we 
hope—but meantime, we ask your pa- 
tience and continued good will through 
this trying period, when our entire plant, 
personnel and all materials available to us 
are being devoted to the production of 
materials of war. The sales and profits 
you are missing today are not lost... 
they're just piling up. And the sacrifices 
you are making are being increasingly re- 


w flected in gains for Uncle Sam and hisallies. 


SCHLUETER 
M ng Ce. STLOUIS 
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gency use. Order NOW. 


Embury Mfg.Co.,Warsaw,N.Y. 





Modern in design. Modern in appear- 
ance. Sheds water like a duck. New 
Aero combustion. Storm and wind- 
proof. All weather controls. Favorite 
with farmers. Ideal for any emer- 
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SPRADLING'S 


SUMMER SPECIALS 


No. 74—Approx. 13 inches long. 
from assorted colors of fibre with a 
Leatherette gusset. 
No. 71—15'/2". 


MONEY 
MAKER 


OVERNIGHT BAGS 






amis MONEY 
serctigestt i MAKER 
No. 


4 | 


Made 





Soft bottom. 
Lacquered fibre. 
Leatherette gusset. 


Stiff 
tom. 

















No. 





high quality, heavy weight Leatherette, 


with three snap buttons. Approx. 15!/2” 
long. 
No. 73—Same size. Made from water- 
proof material. 
ORDER 
FROM 
your 
JOBBER 





72—Made from assorted colors of 

















The display interested shoppers 
from the start and was so situated 
that every person entering the store 
passed by it before leaving the store. 

Home owners buy these items 
when they need them and not on 
impulse. However, this company 
found that there were a lot of home 
owners who did not have this equip- 
ment. When they saw it on display 
they bought it. Other persons de- 
cided to replace present equipment 
with new while the merchandise 
was still available. All of this in- 
creased purchasing power in the 
hands of consumers has _ boosted 
sales volume on the line and for the 
business as a whole. 

Robertson’s carries extension lad- 
ders ranging in price up to $6.95. 


Step-ladders retail for $1.75 and up. 
Several sizes of willow clothes bas- 
kets are carried. Wooden towel 
racks are another popular item 
which has sold faster since being 
displayed at the front of the store. 





Horse and Mule Booklet 


Entitled “How to Care For the Feet 
of Your Horses and Mules,” this book- 
let explains that if these animals are 
kept in good physical condition through 
proper care and feeding they are able 
to work harder and longer without 
straining themselves. It tells how to 
give this necessary care and includes a 
list of diseases common to horses and 
mules with causes and _ treatments. 
Copies are available on request. Phoe- 
nix Mfg. Co., Joliet, Ml. 
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“1D LIKE A BICYCLE BUILT FOR TWO” 





HARDWARE AGE 
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fe BETTER QUALITY 





et 

Feet AND PERFORMANCE 

ook 

a Your Post-war customers will 

able demand better products. The 
ae makers of Top-Line will be pre- 

“ou pared to meet that demand with 

be te a new and improved line of ap- 

a d pliances—combining modern re- 

ents. search with the reliability of 

ww Top-Line’s reputation in the COTTERS 


electrical field. 
@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve as a 
i NIT drift pin. Lamson stock cotters conform to all Govern- 
LIN E oes ment specifications. Cotters of brass, bronze, alumi- 

num and stainless steel are made to specifications. 


A copy of the Lamson “‘Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 


TENNESSEE VALLEY ASSOCIATES, Nashville, Tenn. 





Economaster is the “TOP-LINE” Electric Heater for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 















































































4 LAMSON & SESSIONS 
Y 
. FARRELL-C HEEK 
\ FIRE-FIKER 
o 
—_ 
| \ 4 The 
bal LAST WORD 
= in 
FURNACE TOOLS | "mss: 
and 
CONSTRUCTION 
— One of a complete 
line of seven 
models...all leaders 
CLINKER TONGS SLICE BARS in popularity 
among America’s 
ASH HOES CLINKER HOOKS greatly enlarged 
sail tool-using market. 
CLINKER RAKES BACK-UP WRENCHES “ 
ze Good Quality, Practical Design, and Convenient m ASTER Industrial TOOL BOXES 
Use Has Made The FIRE-FIXER Line The “They Take the Knocks and Stand the Shocks” 
"LEADER" in Furnace Tools. Master quality boxes are distributed through the hardware trade 
and are available, in restricted quantities, through all leading 
ASK YOUR JOBBER FOR CATALOG, jobbers. They are handled by more jobbers than any other line. 
OR WRITE DIRECT TO: To build a growing, profitable Tool Box Department, concentrate 
on Master. 
— AR i SANDUSEY, MASTER METAL PRODUCTS, INC. 
F RELL CHEEK STEEL co. ome 321-H Chicago Street Buffalo 4, New York 
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KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 








OXFORD 
PUNCHES 


* OXFORD ) TOOL CC COMPANY 


1633 N. and St. Philadelphia, Pa. 









TROY—BEST 


File Handles 


le / h Rigid 

PATENTED @ 0) Metal to 
Metal 

Ge? iD; 


(Patented), assures better workman- 
ship and safety to user. A favorite for 


TROY FILE WORKS 
Troy, Est. 1831. N. Y. 








Gripper Clips 


S. Pat. Office 


Registered U 
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larg siz for 
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len tools, ete Re 
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Robertson original 
Ho shoe Mag 


net "Ham mers 


e GIBSON GOOD TOOLS, 
Box 268 Orange, Mass., 


INC. 
u.s.a. ® 


Who's Checking Whom? 
K OR years, labor leaders have ex- 


plained various excesses and un- 
palatable policies by saying they are 
unable to hold the rank and file in 
check. 

Occasionally, something happens 
to take the wind out of this propo- 
sition—such as the rank and file’s 
refusal to strike last month at the 
Thompson Products Company, which 
makes essential airplane equipment. 

The ClO called the strike, but the 
union members shoved right through 
the picket lines and the strike flop- 
ped. A reporter quoted one woman 
worker as telling a picket if her hus- 
band in North Africa knew she was 
on strike “he would blow my head 
off.” 

An elderly 
swinging a hammer, displayed a pair 
of Army wings, worn in honor of 
his boy in the Army Air 
Pretty soon, the picket line melted, 
and the CIO called off the strike. 


rank and file 





worker, significantly 


Corps. 


In this case, the 
checked the leaders. 


Nation’s Business 





THERE WERE TWO SALESMEN, JIM AND 

DAN - HARD WORKING AND AMBITIOUS- 

8 TALENT THEY RAN NECK ANO NECK- 
EACH TACTFUL AND JUDICIOUS - 














KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., 





U.S. A. 
















GUNSHINE 
cHAMOIS 


\ tu 
SSwee Pisce cuamels. 


HOYT — WORTHEN TANNING 
HAVERHILL MASS 


CORP 
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| YET FORTUNE BEAMED UNEQUALLY UPON 
THEM-TO BE CANDID- DAN DION'T OO AS 
WELL AS JIM — JIM SOLD MORE STUFF 
THAN DAN DID- 





DAME FORTU: eonTune’s FAVOR WENT + TO Jim- 

DAN SOMETIMES SEEMED TO RILE HER. 

FOR DANIEL WAS A SOURPUSS , WHILE 
YOUNG JIMMY WAS A smut t 




















I3O Witllior fr 


Vig SCHAFFNER’S ' FA 


FIRST-AID KITS: 








commercial cars to carry First-Aid Kits 
everyone is a prospect. 


Deposit Box’’. 
“Little Doc’ 


“= GUS. J. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 


Three sizes—‘‘Little Doc’’ 
Jr.—‘‘Little Doc’’ Master. 





ao that I. C. c 
State Laws re- 
quire owners and operators of trucks and 


Kit contains 15 im- 
portant First-Aid items in a Utility “‘Safe 








STEEL MORTAR HODS 








"42" ‘ly  reinforeed. 
Ne. 188 igh A The fork-is 
Mortar x 1% pressed from 
deep heavy gauge 


Write for prices. etek, 
The GCovetand Wire Spring Co. 
& 88h St. and Hamilton Ave. 
. ® PB", Ohic @ * 















WRITE TO 


A.M. Collot Supplies 





221 N.W.8 “Ave. Miami Fla. 
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ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCUT-R-CARS 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 








SCALES 


ESTABLISHED 1888 


S&S Priority required. Consult your jobber 


HANSON SCALE CO., Chicago 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 











HARDWARE AGE 
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EASY TO BUY::-STOCK:-- SELL : 


DOOR-EASE Siaigwdedd STICK LUBRICANT 


Add to your profits with this popular 10c item. Quick 
sales... sure repeats! No styles ... no seasons... no 
obsolescence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 






DOODR-IEASE 


STAINLESS STICK LUBRICANT 





= 





MAKING 


| 
MERCHANDISING | 
| 





! 
| 


IN GREAT DEMAND! 
Fuel conservation is the cry over the radio and in 
HISTORY newspapers and magazines. Our Government urgently 
| asks people to SAVE fuel. Nothing WASTES fuel more 
than soot clogged 
| flues and chim- 
| neys. And nothing 


| helps CONSERVE 
fuel like 





Are destined 
to again be 
one of the 
largest sell- 
ing items in 
Housewares 
Departments 
-Everywhere- 


Packaged In 
Rolls 


3 Popular 


Sizes 











Retailing for 





FIRE 
CHIEF 
BRICK SOOT DESTROYER 


| (Do not confuse Fire Chief Brick with the powder type product) 
"The Original Brick Soot Destroyer" 





(Registered U. S. Patent Office) 


| 


| Thousands of dealers are selling it, because it retails profitably 
| at 25 cents per brick and one brick tossed over a coal fire in a 
| furnace or stove removes all soot in almost no time. Absolutely 
SAFE to use. Prevents chimney fires. Our FREE Dealer Helps 
and Attractive Counter Display Case do the selling. Write for 
Minimum trial order NOW. 14 Gross $12.00. Freight Allowed. 
If your Jobber can’t supply you, write us direct. 














$1.00 $1.95 
$4.95 


SAVES FUEL 


If there was ever a year 
to save fuel—This Is It! 


THE KNACK COMPANY 


1518 E. Woodbridge St. Detroit, Mich. 


Branches: Pittsburgh—Erie—Columbus. 











ALFOL INSULATION CO., INC., NEW YORK, N.Y. 





HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


and 


ABRASIVE FILES 





the 
ranted 


L 





ARE AGE 





GENERAL 


3618 W. PIERCE STREET 


VISES 
SKATE SHARPENERS 
LAWN MOWER SHARPENERS 
cand GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
buy from yeur regular jobser, WEED CUTTERS HOSE REELS 


HARDWARE COMPANY 


MILWAUKEE, WISCONSIN 





Manufacturers of 


Quality 
Hardware 








AUGUST 19, 1943 
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(Continued from page 82) 


Procedures Governing Sales 
of Steel-Copper Announced 


Substantial changes in proce- 
dures governing sales of steel and 
copper by warehouses and dis- 
tributors are effected by a gen- 
eral revision of CMP Regulation 
No. 4, announced recently by 
WPB. 

A major change permits a dis- 
tributor to refuse any order for 
steel, including an authorized 
controlled materials order, which 
does not call for immediate de- 
livery. 

Orders calling for immediate 
delivery which must be filled 
include authorized controlled ma- 
terials orders, orders from farm- 
ers under the provisions of Priori- 
ties Regulation No. 19 and orders 
bearing preference ratings of 
AAA, 

Small orders for steel may be 
filled without authorization, pro- 
vided delivery will not cause any 
one customer to receive at all 
points and from all sources in 
any one calendar quarter more 
than 10 tons of carbon steel, 
1,000 pounds of stainless steel 
and 2 tons of other alloy steel. 

A distributor may now deliver 
up to 56,000 pounds of steel rails 
to any one person at any one 
destination. The original limita- 
tion of 40,000 pounds of all other 
steel products which may be so 
delivered remains in effect. 

By a change in the copper sec- 
tion of the Regulation, all deliv- 
eries of brass and wire mill prod- 
ucts are banned after September 
30, except to fill authorized con- 
trolled materials orders. Until 
that time, a warehouse may fill 
from stock orders for these prod- 
ucts bearing preference ratings 
of AA-5 or higher, up to 2 per 
cent of the total quality of prod- 
ucts shipped during the period 
from April 1, 1943, to June 30, 
1943. 

Previous prohibition against or- 
dering from warehouse stocks 
brass mill products aggregating 
more than 2,000 pounds of cop- 
per content remains, but wire 
mill products may now be accept- 
ed up to 3,000 pounds per month. 

A warehouse which receives an 
authorized controlled materials 
order for copper from a customer 
and arranges for direct shipment 
by the producer or another sup- 
plier of the material may not con- 
sider the delivery as made from 
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its stock and may not request 
replacement, it is made clear in 
the amended regulation. 


MILITARY RESERVE ON 
INDUSTRY WIPING CLOTHS 


Processors of industrial wiping 
cloths will set aside 25 per cent 
of their entire “pound” produc- 
tion for military use, as the result 
of a new WPB order No. L-312, 
effective immediately. This per- 
centage must be delivered to 
military agencies, or set aside for 
delivery upon receipt of direct 
military orders, unless WPB re- 
leases such stock or otherwise 
allocates it. Included in stock to 
be earmarked will be all proces- 
sor colored wiping cloths, meet- 
ing federal specifications, up to 
25 per cent of total production. 





L-283 Simplifies Brooms, 


and Cuartails Production 


Brooms are to be stripped of 
non-functional frills without any 
loss of utility under terms of 
WPB order L-283 issued Aug. 7 
by the War Production Board 


imposing for the first time con- 


servation measures on this com- 
mon household article. Acting to 
conserve steel, twine, lumber, and 
lacquer consumed by the indus- 
try, WPB limited the amount 
of metal used in brooms, im- 
posed restrictions on the diam- 
eter of broom handles, on the 
number of coats of finish, and 
the number of sewing seams, and 
also set maximum figures for the 
number of designs in which vari- 
ous types of brooms can be 
made. At the same time pro- 
ducers were limited in the 
amount of broom corn they may 
carry in their inventories. Effec- 
tive immediately, inventories can- 
not exceed the amount consumed 
by the individual manufacturer 
during the six-month period end- 
ed March 31, 1943. 
Manufacturers are restricted to 
20 designs for ordinary kitchen 
brooms, 20 designs for whisk 
brooms, 18 designs for metal cap 
brooms and 15 designs for metal 
case brooms. The order also es- 





tablishes specifications for the 
type of wire and twine that may 
be used in production of brooms, 
and bans the use of wire that is 
tinned, galvanized, nickeled, cad 
mium coated, or finished with 
enamel or a lacquer finish. 
Production of whisk brooms, 
on a semi-annual basis, is lim- 
ited to the quantity produced 
during the first six months of 
1943. Production of toy brooms 
and hearth brooms is prohibited. 





UNIFORM PRICE ON 
SPECIFIED PLASTIC 
PIPE AND TUBING 


Uniform  dollars-and-cents 
maximum prices, and discounts 
for producers, distributors and 
retailers for sales of plastic pipe 
and tubing, pipe fittings and 
tube fittings, when produced from 
certain plastics known commer- 
cially as “Saran B-11,” have been 
announced by OPA, in amending 
price regulation 188, effective 
Aug. 9. Simultaneously, an 
amendment to regulation 406 
was issued, to exclude therefrom 
plastic pipe and plastic tubing 
manufactured from Saran B-11, 
thus avoiding conflict. 
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Help Wanted, Accounts Wanted 


Business Opportunities gS “rr aed Neer . $1.00 

Sales Representatives Wanted Alten Booon Werdehor Roped naarenves Pe Lpee~4 
Set solid, maximum, 50 words...... . $4.00 BOXED DISPLAY RATES 

All capitals, maximum, ;50 words.... 5.00 One inch . Jeuenenaeedes Re 
Each additional word......... .08 Each additional ER, nan bbar 


Positions Wanted 
(Special Rate) set solid, maximum, 











JOBBERS AND RETAILERS ATTENTION. 














WANTED SALES MANAGER 


by established hardware specialty manufac- 
turer (cabinet and builders’ hardware). Must 

experienced in building sales force and 
sales promotion. Tremendous post-war oppor- 
a Give age, experience and salary ex- 
pectec 


Address Box H-257, care of HARDWARE a 
100 E 42nd St., New York City 17, N. 











MANUFACTURERS REPRESENTATIVE 
NEEDS HIGH GRADE LINE to jobbing trade 
in Missouri and surrounding States. Well es- 
tablished for many years and work territory in- 
tensively. If you have nothing now, am anxious 
to take on line to sell when available. Address 

tox 264, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 





We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. 





EXPERIENCED HARDWARE SALESMAN 
WITH EXCELLENT following among _hard- 
ware, plumbing and mill supply jobbers in the 
Southwestern States would like to represent an 
established manufacturer on commission basis. 
Address Box H-258, care of Harpware_ Ace, 
100 E. 42nd Street, New York City 17, N. Y. 


SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled and territory 





covered. Address Box No. H-254. care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 








DISTRIBUTORS WANTED 


Territory available throughout New land, 
New York, New Jersey, Pennsylvania for Hard- 
ware Jobbers, Retailers and Salesmen selling 
exclusive complete die cast transmission line. 
All items 
profits. Address Box 265, care of Hardware 
Age, 100 E. 42nd Street, New York City 17, N. Y. 














PACIFIC COAST 
SALES ORGANIZATION 


of seven people thoroughly covering 
the, three west coast states can use 
just one more good line strictly com- 
mission basis. 





er ag H255, care of nAgowens ags 
100 sand St., New York City 17, N. 








HARDWARE 


AGE 
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PROFITABLE FAST SELLING PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 


PATCHING PLASTER 

PLASTER OF PARIS—KALSOMINE 
INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD WATER 
PAINT (WASHABLE) 

CONCRETE PATCHER 
WHITING—PLASTIC PAINT 

All of Above Packed in Various Size 





‘artons 
Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 
Write for Full Information—Price 
List—Color Cards 


AMBASSADOR SPECIALTIES 
Manufacturers 
6440 De Buel Ave., Detroit, Mich. 
Established 1930 




















KILLS 


Toxit 








SFY A This powerful dis- 
. infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 


roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


TOXITE LABORATORIES 


BOX 19 CHESTERTOWN, MARYLAND 









| e 





IT'S NEW — IT’S PATENTED — IT'S SAFE 





EVEN A CHILD CAN USE IT— 
7 APA: 

Repeat Item. Dever A Fast 
Good Profit. 25c Retailer 
No Priorities. Contains No 
Easy To Sell. Strategic 

No W Materials. 

pis — Packed 2 Doz. 
No Grit. t- Gentes 
me ae. 100 USES 
Will Not Dry ASSURED SUPPLY 


Or Harden. d C Jobbers protected 
WALL PAPER CLEANER PADS 


THE ERASER CLEANER 
Durasol Chemical Co., 77 Traverse St., Boston, Mass. 





























THE WM. 


- BOX 


SCHOLLHORN COMPANY 


Pe. © 1944 NEW HAVEN CONNECTICUT 











157 VARIETIES! 


Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 
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ws 
You MAY BE RUNNINC SHORT OF NAILS OR SCRE ee 


E 
YoU CAN SELL YOUR CUSTOMERS TH f 
a 
Gil WARTIME AIDS ThEY 


Hardware Dealers now can make up for 
lost sales —simply by stocking AR- 
TIME SPECIALTIES that THEY 
CAN GET! Columbia Wartime Spe- 
cialties include: 

SERVICE HAND BAGS and Many 
Other Heavy Duty Fabric Items . . . 
Plus America’s Leading Line of FIRS 

AID KITS. 


| 
| IMMEDIATE DELIVERIES — ATTRACTIVE DISCOUNTS 
Contact your jobber or get Samples and Complete Details Direct. 











25 SO. MARKET ST 
CHICACO 


COLUMBIA FIRST AIDERS 








LUMINOUS ... REFLECTING 


X-RAY 


HOUSE NUMBERS 


Show addresses clearly night and 
day. Selling fast everywhere for 
hardware dealers. Free display rack 
with 2 gross numerals, Numbers re- 
tail at only 10¢ each. Markers with 
4 numbers at $1.00. Guaranteed. 


KURSH PAPER CO. 


STAMPS for 
Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere 
in busy American industry, 
| | these new hand-made Mil- 
| | lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and 
tempered heads to prevent 
mushrooming or fracturing. Character sizes from 1/20” 
to %”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY 
GREENFIELD . . 





Get free sample 





and story at no 
cost. Write today. 












610 St. Clair, N.W. 
Cleveland, Ohio 

















MILLERS FALLS 
TOOLS 


MASSACHUSETTS “3 
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Canado 
Factory 
Stratford 


Ontario 


FO 


INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 
write for particulars 


FAULTLESS CASTER CORP 


Evansville, Indiana 


Branches in Principal Cities 


R THE 


DURATION.. 





first with the best and latest . . as 


BAIT CASTING « FLY FISHING « 


we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 


GEPHART MFG. CO. 
1020 West Adams Street «+ 


Specialists in Steel Fishing Rods for 


usual. 


Chicago, Ill. 


SALT WATER FISHING 











We'l 
ian 


For the Duration 


Rating — and Through 


| have to Fill Civil- 
Orders by Priority 


Jobbers Only 





“Double 
makes 


CHI 








CHICAGO LOCKS 
“DOUBLE SECURITY” 


Remember — All 
BOTH sides of Shackle .. . 


Good W 
enable you to meet Price Competition on 
a Quality Basis... 


2024 N. Racine Ave., Chicago, Ill. 


Give You 


CHICAGO Locks — lock 
Selling this 
Locking — Double Security” 
quicker, easier sales and wins 
ill. Chieago Locks are priced to 


Investigate . . . 


CAGO LOCK CO. 











Genuit® DOMES of 


SLIDE SILENTLY- SOFTLY: SMOOT 





40c SET-10c SET-10c SET 


j SILENC. E 
SAVE oy 


& FLOORS - CREATE QUIET 


Look for name 
‘Domes of Silence” 





2, A es , 
Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, 


Noiseless. Sizes fo 






chairs and all furniture. 


Cement and Bathroom Floors. 
r metal beds, wood beds, large 













Rdwentinern 





Acme Steel Co. 

| Admat Ltd. 
Alfol Insulation Co. 
Allen & ae Inc., S. L. 
Allen 


po hE Specialties, Inc. . 
American Cabinet Hdwe. Corp. 
American Central Mfg. Corp. 
American Chain & Cable 


Inc. 
American Chain Div. 
American Fork & Hoe Co. 
American Grease Stick Co. 
American Mfg. Co. .. 
American Safety Razor Co. 
American Thermos Bottle Co. 
Ames Baldwin Wyoming Co. 
Archer Daniels Midland Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 
Autoyre eo 


Berea Abrasives 
Boss Mfg. Co. 


Boston Woven Hose & Rubber Co. 


Briddell Co., Inc., 
Brooks & Sons, M. 
Burgess Battery Co. 


Cc 


Central Paint & Varnish Wks. 
Central Tool Co. 

Cheney Hammer Corp., Henry 
Chicago Lock Co. 

Chicago Spring Hinge Co. 
Clemson Bros. 

Cleveland Chain & Mfg. Co. 


Chas. D 
_ 


| Cleveland Mill & Power Co. 


Cleveland Wire Spring Co. 
Collot Supplies, A. M. 
Columbia First Aiders 
Columbian Rope Co. 
Consumers Glue Co. 
Corning Glass Works 
Coughlan Co., G. N. 
Covert Mfg. Co. 
Crescent Tool Co. 
Cross & Co., W. W. 
Cyclone Fence 


Daisy Mfg. Co. 

Dazey Churn & Mfg. Co. 

Detroit Lubricator Co. 

Detroit Vapor Stove Div. 
Warner Co. 

Diamond Calk Horseshoe Co. 

Domes of Silence 

Drake Electric Works, Inc. 

Draper-Maynard Company 

Dri-Kleen Company 

Durasol Chemical Co. 


E 

Economaster Products Co. 
Electro-Line Fence Co. 
Ellwood Company 

Embury Mfg. Co. 
Englishtown Cutlery Co., 
Estate Stove Company 
Ethyl Corporation 


F 
Fairmount Tool & Forging Co. 
Farrell Cheek Steel Co. 
Faultless Caster Corp. 
Federal Tool Corp. 

Flexible Steel Lacing Co. 
Fuller Tool Co. 


Borg- 


Ltd. 


SG 


General Electric Co. 
Lamp Div. 

General Hardware Co. 

Gephart Mfg. Co. 

Gibson Good Tools, Inc. 

Gillette wid Razor Co. 

Gilmer Co., 

Graham ‘ile. = 


| Greenlee Tool Co. 


Hanson Scale Co. 


Griffin Mfg. Co. 
H 


Hazard Insulated Wire Wks. 
Heller Bros. Co. . 

Hickey Sales Co. 

Hodell Chain Company 
Holley Chemical Co. 

Hoppe, iInc., Frank A. 

Hotel Cleveland 

Hoyt & Worthen Tanning Corp 
Huenefeld Co., The 


! 
Independent Lock Co. 
J 


Jennings Mfg. Co., Russell 
Johnson Steel & Wire Co. 
Justrite Mfg. Co. 


K 


Katzinger Co., Edward 


Kawneer Co. 


Co., 
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Keystone Brass & Rubber Co. 
Keystone Steel & Wire Co. 
Klein & Sons, Mathias 
Knack Co., the 
Kol-gas Heater Co., The 
Kursh Paper Co. 

i 
Lamson & Sessions 
Larson Co., Chas. O 
Libbey-Owens-Ford 
Lloyd Products Co. 
Locke Stove Co. 
Lufkin Rule Co., Th 


119, 123, 127, 


M 

Magor Car Corp. 
Master Lock Co. . 
Master Metal Products, 
Mayes Bros. Tool Co. 
McCormick Sale Co. 

(Iron Glue Div.) 
McGill Metal Products Co. 
McKee Glass Co. 
McKinney Mfg. Co. 
Miami Cabinet Div. 
Midland Co., The 
Miller, Inc., Robert E. 
Millers Falls Co. 
Mortell Co., J. W. 
Myers & Bro. Co., F. E. 


N 
National Mfg. Co. 


Inc. 


° 
Okonite Co., The 
Onthank Co., G. W. 
Owens-Corning Fibreglas Corp. 
Oxford Tool Co. 


P 


Paine Co., The 
Parker-McCrony Mfg. Co. 
Perfection Stove Co. 
Phoenix Mfg. Co. 

Plumb, Inc., Fayette R. 
Porter, Inc., H a 
Progressive Mfg. Co. 
Puritan Cordage Mills, 


Raybestos Manhattan, 
trial Sales Div.) 
Regalia Mfg. Co. 
Remington Arms Co., 
Rockford Brass Wks. 
Royal Electric Co., Inc. 


Ss 


Sammann Co., Harold P. 
Samson Cordage Wks. 
Schaffner Co., Gus J. 

Schatz Mfg. Co. 

Schlueter Mfg. Co. 

Scholihorn Company, Wm. 
Shelby Spring Hinge Co. 
Silver Lake Co. . 

Smith, Inc., Landon P. 
Soilicide Laboratories 

Sonora Radio & Television Corp. 
Southington Hdwe. Mfg. cspneatin 
Spradling's, Inc. ‘ 

Staniey Works 

Stiglitz Furnace & Fdry. Co. 
Sunlite Mfg. Company, The 


Inc. 
(Indus- 


Inc. 


Inc. 





2 


| Toxite 


T 


Laboratories 
Triplex Screw Co. 


| Troy File Works 


| Turner Day & Woolworth Handle 


7 


70 
89 


27 
69 





Co. 
| Twin City Shellac Co. 


U 


| Union Hardware Co. 


United Brush Manufactories 
United States Steel Co. 
Upson Brothers, Inc. 

Utica Drop Forge & Tool Co. 


v 


Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co 
Vichek Tool Co. 


Inc. 


w 
Weather Seal Co. 
Weaver Pres-Kloth Co. 
Western Cartridge Co. 
Whitlock Supply Co. 
Witt Cornice Co., The 
Wood Shovel & Tool Co. 
Wright Steel & Wire Co., 
Worman, V. H., Associates 
Wrought Washer Mfg. Co. 


x 

X-Acto Crescent Products Co. 
Y 

Yale & Towne Mfg. Co. 
Zz 

Zenith Radio Corp. 


6. W. 


HARDWARE AGE 










ll 















































































LINOLEUM CEMENT 


Tiger Grip is a favorite with linoleum 
layers for patching linoleum, gluing 
stair treads and seams, etc. In handy 
size jars and cans. 


DAISY BRUSH CLEANER 
Bristles are scarce. Daisy cleans paint 
brushes perfectly. 10¢ carton; also 
25¢ economy package of 12 doz. 





We Solicit inquiries From Wholesalers. 








Profitable, Fast Selling Line Of Consumers Products 
Established. Quality — New Labels — Convenient Size Packages 


DANDY WALL PAPER REMOVER 


Easily applied—soaks old wall paper off 
walls in a jiffy. Pint sufficient for aver- 





CONSUMERS CRACK FILLER 


, cracks or breaks in wood, 
Mixes smooth, 
5 oz. and 1 lb. cartons. 


Ask For Our Folder Showing Products Of Merit. 


CONSUMERS GLUE COMPANY —since 190s— ST. LOUIS, MO. 














HOPPE’S No. 9 Cleans Guns Fast 
That's Why It Sells Faster 


Men who know, own or use guns and 
dealers who cater to the needs of these 
men recognize Hoppe's No. 9 as a | | 
"buy" word and a criterion of gun clean- 
ers. Many shooters ask for Hoppe's 
No. 9 by name. Many ask for it by 
number. But EVERY dealer "who knows 
his stuff’ always keeps Hoppe's No. 9 
handy—ready for the steady demand 
and repeat. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. Philadelphia, 33, Pa. 











ASK YOUR DEALER 
MAYES TOOLS 


WHEN NOT IN USE 


= oo PROFITS WITH 


DAN: 


REG.U.S. PAT. OFF. 


WO-RUBBING FLOOR WAX 


fl | A High Grade, Quality Prod- 
: . a Profitable Household 
Item for Dealers. 


Remember, DANDEE is HEAVY DUTY. 





Dealers and Jobbers 


TWIN CITY SHELLAC CO., .NC. 340 Flushing Ave., Brooklyn, N. Y. 





AUTOYRE 


MANUFACTURERS OF BATHROOM AND 


ACCESSORIES. NOW 100° 


IN WAR PRODUCTI 


THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 


INN Te) woos k—Yoe 


ecm. ALUMINUM ORIGINATED 1896 
: MAYES GUARANTEES ACCURACY, SERVICE 


FOR 


IDALZATN ae 


*AND DURABILITY -s CATALOG FOR 


MAYES BROS.TOOL MANUFACTURING CO. Inc. Port Austin,Micu. 


HALV 





for Safety . Economy - Good Service ea io 


WELDED AND WELDLESS DR 





THE CLEVELAND CHAIN G& MFG. CO. 














4 COLOR 
COUNTER 
DISPLAY 











PATENTED 


AUGUST 19, 1943 








Zz 


CLEVELAND, OHIO 





Full featured: High quality 
tempered entire 
length; hand-ground bit; many 
models have transparent, un- 
breakable insulating handles 
tented, exclusive 


value of an already high 
quality screwdriver. Adver- 
tised in ‘'Popular Mechanics" 






reach wor workers. 
Order Thru Your Jobber. 


ROCHESTER, N. Y. 









UPSON BROS., INC. 























(Larson) 
A NAME THAT GUARANTEES 


SUPERIOR QUALITY 
BRIGHT WIRE GOODS 


CHAS. 0. LARSON CO. e STERLING, ILLINOIS 




















- 
WE'RE MAKING FUSES 





FOR BOTH “FRONTS” 





THE BIT WITHOUT a 
CENTER SPUR.. 








YES | The Armed Forces ore. The Forstner Augur Bit Is 
* buying more ROYAL ; : : 
Guided By Its Circular Rim 


Crystal Glass Top Fuses than ever 
before, but we can still take care 


of the home front! Tue Forstner 


Augur Bit bores at 
angles, cuts any 











YES! WPB has declared are of a circle, and 
Fuses essential to the leaves a smooth- 
home economy, so your whole- walled, flat-bot- 


saler can get ROYAL Fuses with 
form WPB-547 (the old PD-1X 
under a new number). 


tomed hole in the 
toughest, knottiest 








If your customers have war uses for 
these heavily demanded bits, you can 
Specify ROYAL — the performance - phe Fuse! get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


Jhe PROGRESSIVE MFG. CO 


ey © me Memes 8 ee ol ae oe ee oe ee oe ome 


oe oe | 


ELECTRIC COMPANY INC 





95 GRAND AVENUE + PAWTUCKET, R.! 











aris “sa Brushes of -M eri” 








“UNITED” 


FOR 


VICTORY 


‘UNITED BRUSHES”’ 
FOR PAINTING 











Buy U. S. WAR BONDS 


UNITED BRUSH MANUFACTORIES on 


AND DECORATING 
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HARDWARE AGE 














GE 

























No other name on Pumps and Water 
Systems is more familiar to America 
than the name of MYERS. Years of 
consistent national advertising, plus 
word-of-mouth praise from more than a 
million satisfied owners, give MYERS 
Pumps and Water Systems unchallenged 
first place in the minds of prospects. 


Myers products in increasing quanti- 
ties will be available for essential farm 
installations under Farm Equipment 
Limitation Order, L-257. 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 











M OFF YOUR HAT TO THE ri 


SXMYERS** 


Tos nee 10903 





PUMPS & WATER SYSTEMS-— HAY TOOLS 
HAND & POWER SPRAYERS —- DOOR HANGERS 





‘ - _- 
~~ 4 es 


BLUAHO 


AD J OfSRISA B L 
le - e * 


> = Bs 


WL 


a fd 


KEROSENE “hy 4 
TOVES * RANGES "hemed 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘*BOSS”’ 
the Quality Leader. 





bas An AG A ty a a A CMEC OLNEY Pe TA TAT te EE 


PRIZE WICKLESS 
NEEDLE VALVE = 


STOVES... Lo. DY 
Made in both Table Model 
and High Leg 


Types. 


ws \ C-29-N Table Model 
W h C-28-N High Leg Model 
\ ee | 
di 
VICTORY 
MODELS 


For the 
Duration. 


nN sets <5535> BSS > 
op Wa US 1) 
ne maemmeneramearemnanie ie 


C-39-N Table Model 
C-38-N High Leg Model 





Nationally Famous For Cooking Efficiency . . 
The Standard Of Value For Over 40 Years 




















RANGES « STOVES e« OVENS e¢ HEATERS | 
THE HUENEFELD CO. CINCINNATI, OHIO | 














SR Ce me ee — 


